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recognizes that the cost of Victory is high — and it must be 
: paid in work and sacrifice, as well as cash. Be that as it may, 
we're ready to outbid our enemies for this prize. 

As one of the oldest and largest companies in the jewelry field, Ostby & 
Barton Co. is squared off to meet two obligations. O-B men and machines are 
pledged to help further the war effort . . O-B foresight and enterprise are 
bent on sustaining the industry and distributive system on which we are all: 
dependent. 

Rely on O-B to produce — dihinetie possible without prejudice to war 


production — quick moving, sales-making 2éagé of instant appeal. 


To you, as a jeweler, the same goals hold good 
as for Ostby & Barton Co., your supplier. Let's 
lay our strength and resources on the line — 
and emerge from this war — than ever! 





Presenting another” brand new * 
development by the makers of 
KON-ITE leather watch straps: 
BURNISHED-ROUND EDGES! 
@ Slick as a whistle. 

@ Neater, smart looking. 

@ No lacquer or dye used. 

@ Seals edges against wear. 


...and here's still another! 


KON-ITE molded buckles and keepers 

are now made in three widths: |/2 inch, 

5/8 inch and 1/4 inch, to fit all sizes of 
LEATHE R WATCH STRAPS men's and ladies’ watch straps. 


MANUFACTURED BY Ae SAUER G&@& €COQO.]W CINCINNATI, OHIO 
e SOLD BY YOUR JOBBER e 
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Large proportions of the tools and ma- 

chinery as well as the skilled workmen in 

the K & O plant are now engaged in pro- . pe 
ducing equipment for defense. Thus, K&O Ee 

products may not be as plentiful or as KAT] & OGUSH . 


readily available as in the past. We ask INCORPORATED 


your indulgence and patience while we do CREATORS OF FINE PLATINUM JEWELRY AND WATCHES 


our part in the national effort: 





FoR JULY, 1942 





Have you heard Ed Murrow— 


from London? 


1 MURROW is CBS’s ace foreign reporter 
and news analyst. He broadcast on the 


spot...when Hitler marched into Austria... 


when the Belgians surrendered in the Spring 
of °40...when bombs fell on London during 
the Blitz. 


Tune in on Ed Murrow this Sunday... and 


every Sunday, for his interpretation of world 
events. He’s on Columbia’s Basic Network 
under our sponsorship. 

You can hear him over other stations 
throughout the country as a sustaining pro- 
gram of CBS, every Sunday 6 p.m. EWT; 
5 p.m. CWT; 4 p.m. MWT; 3 p.m. PWT. 


INTERNATIONAL SILVER COMPANY 


International Sterling — 1847 Rogers Bros. 
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Today your 
REFININGS | 








E’ need more Than wal atterition® 









They contain gold, silver, platinum and base metals - - - and many of these metals are 
vital to our war program. The important job is to get them back into usable form 
quickly - - - especially silver and base metals - - - because they are urgently needed in 


making war equipment. 


* 
TRUCK SERVICE 


Our trucks cover the principal 
centers of New England and 
Greater New York tharoughly 
every day. Just send a card or 
phone our nearest branch and a 
truck will call. 


HANDY & HARMAN 
° 


75 YEARS OF LOOKING 
AND KEEPING AHEAD 


HANDY & HARMAN 


Under these conditions fast, accurate service is needed. 
It is therefore doubly important to give extra thought to 


selecting a refiner. 


At Handy & Harman our Refining Department is better 
prepared than ever before to handle your shipments 
promptly. Our well known processing and assaying meth- 
ods are in operation day and night, providing the speed 


plus accuracy so vitally needed. 


~ 


Isn't this an ideal time to find out what Handy & Har- 
man's long standing reputation as refiners really means? 
The number of manufacturers who ship to us regularly is 
constantly growing. Right now they are sending more lots 
and bigger ones. This is because of the consistently high 
returns they receive. We feel certain our returns will 


please you too. Try us with your next shipment. 


82 Fulton Street, New York 


Service Plant 
82 Fulton Street, 
New York City 


Principal Plant — Bridgeport, Conn. 


Phone: Bridgeport. 9-168) 


Phone: Beekman 3-2460 Chicago Office Phone: Franklin- 8068 


FOR JULY, 1942 


he 
wesniilital. 





















Service Plant 
425 Richmond Street 
Providence, R. 1 
Phone: Dexter 4798 





OUR SIGNS ARE GONE 


but the flag flies on ! 


the Hamilton Watch 
Factory? Driving in 
the Lincoln Highway 
from the west, among 
the first visible land- 
marks of Lancaster was the huge, sil- 
ver water tower and the brick smoke- 
stack—each bearing the proud name 
HAMILTON in large black letters. At 
the very edge of town you came upon 
a beautifully landscaped park, and 
through the trees you caught a glimpse 
of many-windowed buildings. ‘“What’s 
this,”” you thought. ‘‘A college?” Then 
you saw the signs. There was one at 
each corner beneath an American flag 
—flying in the breeze. They tread, 
“Home of the Hamilton Watch.” 

. . . Those signs are gone now. No 
identifying words which could be seen 
or photographed from the air, remain. 
The War Department doesn’t want any 
bombs to fall on the Hamilton fac- 
tory. Nor do we. 

A seven foot fence, topped with 
barbed wire, rings the buildings... 
with armed guards at every gate. Each 
employee carries a badge and a pass— 


both with photograph and color panel 
to mark his or her particular department. 

Visitors must identify themselves 
and prove American citizenship. To 
pass “Restricted Area” signs, even an 
employee needs a special pass issued 
by a factory executive; official visitors 
require War Department approval, and 
must give seventy-two hours’ notice. 


“ww Ww 


Yes, this is Hamilton...a new 
Hamilton with its thousands of highly 
skilled employees conscripted for duty 
on the home front. With its vast facili- 
ties for precision manufacturing turned 
to war-time production. A Hamilton 
chosen by the government as one of 
the few manufacturers in the country 
with both the skill and capacity essen- 
tial to the production of the great 
quantities of precision instruments 
needed in the war effort. Hamilton is 
mighty proud _to be so honored. 

We cannot reveal (again by govern- 
mental order) the exact nature of 
Hamilton’s assignments. But we can 
say that most orders were for new 
instruments—some never before made 


in this country. America turned to 
Hamilton’s trained engineers for com- 
plete development from drafting board 
to production line. Small wonder such 
care is taken to protect the Hamilton 
plant . . . to guard against anything 
which might interrupt the flow of pre- 
cision production. 

Now high above the Hamilton fac- 
tory, the flag flies on . . . a symbol of 
the will of America to win this war 
first—tegardless of personal loss or 
sacrifice. 

The reduced quantity of civilian mer- 
chandise, the disruption of markets, 
the dislocation of an efficient sales 
organization—these are not of our 
making or to our liking. But they are 
part of the price we must pay for vic- 
tory—and a return to the American 
way of life under which Hamilton be- 
came a great institution, and America 
a great nation. Hamilton Watch Co., 
Lancaster, Pennsylvania. 
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AMERICA’S FINE WATCH 
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BAKER & CO... INC. 


SMELTERS, REFINERS & WORKERS OF PLATINUM, GOLD & SILVER 


113 Astor St., Newark, N. J. 


NEW YORK SAN FRANCISCO CHIC. 
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Riise, A.Woronock & Son — organized by the Woronock in- 
terests following the dissolution of Aisenstein-Woronock and Sons, Inc., 
wholesalers and distributors of diamonds and watches, and occupying 
the same premises. 


The principals are Morris Woronock, co-founder of Aisenstein- 
Woronock and Sons, Inc., now in dissolution; A. Woronock and 


David Woronock. 


We aim to serve you with the same efficiency and dispatch, as 
always. Our stock of diamond rings, mountings and wedding rings is 
complete — and priced advantageously. We have on hand a quantity 
of Empire, Mino, HALLMARK and RALEIGH Watches, with more enroute 
from abroad. Hence, whatever your needs in these watches, in dia- 
monds or in Jules Jurgensen watches (Jules Jurgensen Corporation 
is our wholly-controlled subsidiary) depend on us to fill them as 
promptly as we can under current conditions. 


So — although we introduce you to a new firm name, you will 
recognize us as the same old friends you’ve known for many years. 


i 
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In Our Factory —a NEW SYMBOL 
has Eelipsed the Old... 


The resources, facilities and skilled craftsmen of the ®) plant 
are pledged to produce instruments needed by the armed forces 
of our nation... 


As our production on defense units expands, we will be able 
to make products only when it will not hinder our assist- 
ance in the war effort... 


We are sure that everyone in the trade will understand our posi- 
tion, and will bear with us until such time when we can once more 
assume our regular production in a land of assured freedom. 











The new BULOVA FACTORY 
PROVIDENCE, RHODE ISLAND 


DOING DOUBLE DUTY... 


making war matériel for Uncle Sam 


and Bulova Watch Cases for YOU! 


Here, at Providence, R. |., Bulova has . built the most modern watch case 
factory in America! The entire building of over 40,000 square feet is 
air-conditioned and equipped with fluorescent lighting. A special system 
has also been developed for the recovery of precious metals. 


This plant and the Bulova factories at Woodside and Sag Harbor are 
now producing an ever-increasing flow of delicate, microscopically-exact 
war instruments and matériel for Uncle Sam, and Bulova Watches for you! 
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CREATORS OF WEDDING RINGS « ENGAGEMENT RINGS ¢ ENSEMBLES * DIAMOND RINGS 
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BM A ON S WO}. Kk Dp 
A Monthly Comment by Jacques Kreisler 


On June 12th, I became a gtandfather. It was 9:53 a.m.‘ In that split 
second, I was supposed to be smitten suddenly with old age — life less 
Purposeful, zeal ebbing away like the tired tide . . . Nonsense! When 
a child is born, a father i is born, with new incentive: to build security for 
his children;’ And the birth of a grandchild is the rebirth of that father. 
His incentive grows Bteater: to preserve what has been built, for his 


children and his children’ s children. 


a 


Ina 5 ae all (hebics fathers, from the birth of this Republic and as 


- long as it shall live, aré the founding fathers of America, The more they 


the apes to perpetuate their work. That 


: It was tae It stemmed ibe a-natural impulse, : 


# 


A War  Sving Bond’ means tnore than bombers, bombs ae Kallen. re 
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THE MERCHANT 
MUST KEEP PACE! 


Last year’s methods of merchandising 
are out-of-date today what with new 
price and credit regulations. The mer- 
chant must, therefore, adjust not only 
his methods but his stock. 


* eS 


Styles Change In | 
Jewelry... 


Stocks Must Be 
‘hept Up-to-date 


If it isn’t new, modern, it can’t be a “best 
seller.” Goodman & Co. have worked for 
months to create a new fall line of mount- 
ings, wedding rings, birthstone rings, em- 
blem rings ... all exquisitely modern, 
expressing the very spirit of the hour. See 
how much more appeal the new line has 
than something out of the past. 


TE.-- 
pECIAL NO 
ieup WANTED 
vers and stone 
— setters. page 


roday, stating 


HERE ARE 


NEW 
GOODMAN AND CO. 
PRODUCTS OF THE TIMES 


As: Gentleman’s Emblem Ring 
Note the new exclusive Goodman designing of this 
Onyx Masonic ring. 


B: Lady’s Topaz Ring 


The very smart new massive stone style in tailored 
modern setting. 


C: Man’s Victory Birthstone Ring 


Styled by Goodman with a V and the .. . — motif at 
each side of the stone. 


NEW DESIGNS IN LOVELY 


RHOD!I:‘ GEM 


Mountings and Wedding Rings 
READY NOW FOR FALL 


GOODMAN AND COMPANY 


42.-WEST WASHINGTON ST., INDIANAPOLIS, INDIANA 


OVuaA LIT ¥ 
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FOR BETTER or worse, nineteen years ago 





she said yes to Ed Drusen, mechanic and 






- master of insignificant arts. All those ycars, 

























she hungered for jewelry,. silverware, dia- 
monds, bangles. Hungered for them—but 


never had the money. So she never stepped 





W H E N foot in your store. 

Came defense. With defense, new jobs for her husband. Bigger 
jobs—and better pay. At last! The money she needed, for the things 
she wanted. She still wanted jewelry. She still stayed away. 

THIS TIME the reason was different. A story tucked -away in the busi- 

LA ST N . - ness pages of your local newspaper could have given the reason: 
= 


The aluminum company, with no 
more pots and pans to sell, is now 


promoting other lines, including flat 
silver. 

House-to-house salesmen of the com- 
pany report an eager market among 
women whom jewelers have never 


? reached. 
As one woman put it, “I was always 
* afraid to go into a regular jewelry 


store. They’re too high class for me.” 





Now what do you make of that, Mr. Jeweler? People you'd never 


regard as prospects, buying sterling silver from door-to-door canvassers! 


WHAT’S WRONG with this picture? Plainly, you're not in the picture. 
But in a merchandising world where the customer is always right, we— 
manufacturers, wholesalers, retailers alike—can't say the trouble lies 


with the customer. We simply haven't moved as fast as the times. 


WHAT MUST we recognize? First, there are new groups of luxury 
buying consumers. Second, they have wants—and the wherewithal to 


satisfy these wants. Third, they're going to satisfy them. 





A PROGRAM FOR TODAY. It isn't just sterling silver that’s at stake. 
The silk shirt of 1917 is gone. But human nature doesn’t change. People 


will buy War Stamps and Bonds to the limit—and still want luxuries! 


HAVE YOU REVISED your think- 
ing to July, 1942? Check your 
stock, window displays, interior 
displays. Check your sales for last 


month ... last week . . . yesterday. 





WATCH BANDS Sure: many types of goods are 


unavailable. More will disappear 
Distributed by Jewelry Wholesalers is 


as the months pass. But remember 





this, when you have to say ‘‘I’m out 


JACOBY-BENDER, INC. 
New York: 161 Sixth Avenue 


Chicago: 29 East Madison Street 
Los Angeles: 220 West 5th Street And in 1942, something else will do. 


of stock’’: what your customer wants is not necessarily metal costume 


jewelry, or an electric shaver. He wants a gift for someone. 
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To put it mildly, we’re on a bit of 


a spot — under ordinary circumstances, 
a pretty sweet spot. 


Not only are we engulfed —as never 
before — with orders for CROTON 
watches, but your record demand far 
exceeds our capacity to meet it with 
our usual efficiency and dispatch. And 
that’s as embarrassing to us as it is in- 
conveniencing to you. 


What are we doing about it? Exactly 


what you would do if you were in our 
shoes. We're trying our best to keep 


everybody happy. Where we can’t fill 
every order to the hilt, we're at least 
showing our good faith by filling as 
big a part of it as we can. Meanwhile 
we're striving with might and main to 
bring our stocks and shipments up to 
par. (And we'll match our gray hairs 
with yours any day!) 


It’s.a tough assignment — asking you to 
be patient in an impatient world — but 
bear with us, won’t you? If it’s humanly 
possible to fill your orders, you'll get 
then: z.:. | 
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RING FINDINGS 
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NEW SALON 


This message presents Lucien Dufetel, special represent- 
ative of our world-famous Swiss Rolex chronometers. 
For jewelers whose elienteles appreciate the finest 
possible in wrist watches, he offers an opportunity 
without competition. Mr. Dufetel is en route to meet 
leading jewelers personally, and invite them to be 
among the sixty who will present the Rolex Oyster, 
the Rolex Oyster Perpetual and a few other exquisite 
examples of wateh craftsmanship to the public. It is 
our opinion that even these dim days can have their 


golden moments—and that you can benefit thereby. 


Lhe Miasterficce of Waleh Craftsmanship 


FIFTH AVENUWJE * NEW YORK CITY 


* 
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As the swelling crescendo of the Wedding 

March carries couples up to altars in increas- 

ing numbers — more dealers are turning to 

Lovelight Diamond Rings for their extraordi- 

nary beauty and marked distinction. Pre- 

sented in attractive selections of solitaires 

and sets, these popular-priced rings afford 

the dealer marked advantages of speedy 

turnover and handsome profits. Inquiries 

solicited. itp o pn 
We will welcome you in our suite at the Sherman A, EDWARD aNuia) & Uv 
Hotel during the N. A. C. J. Convention in Chicago | ey rae 


\ 
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REG. U.S. PAT. Off. 


cases, SO-LITE buckles are designed to match the: straps 


match the watch cases. Here lies SO-LIT E’s secret of 


strap detail. Is it any 
ARISTOCRAT OF as Be. 
WATCH STRAPS 
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Now available 


Though Marvella Chi 


by stores throughout the country, this exclu- 


_ fashion magazines, and featur 


: Pages of thousands of news 


of this ad appearing in the 


| agin 1 15th Vogue, . also newspaper mats, are 


available. Tie-in Your store with Marvella’s 


‘national advertising. 
Sold through wholesalers 


Union City, New Jersey,’ y Weinteich Bros., Co. 
New York Office: 383 Fi i 
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Marvella Pearls are made in Union City, N. J., by 
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Right up front, on the counters and in windows of jewelry stores every- 
where, is the new, colorful Simmons Slident display. For the new Slidents, 
Pat. No. 112683 — the most practical means of identification — are going 
over with a bang. And the new display, which Simmons furnishes free to 
jewelers, is helping to sell Slidents fast. 

The beauty of these low-cost yet attractive, Gold-Filled or Sterling Silver 
Slidents is in their simplicity. They slip right over a man’s watch strap or 
woman’s cord. No extra attachments, chains or bracelets are necessary. 
Anyone can wear one with their wrist watch. The children’s unit comes 
complete with a water-repellent woven fabric strap. 

Get one of these Slident Displays now. All you do is order at least 12 
Slidents for men and you get the display card free, complete with the mer- 
chandise mounted on it. Act today. 


R. F. SIMMONS COMPANY 
Attleboro, Massachusetts 


LARGEST MANUFACTURERS OF GOLD FILLED JEWELRY IN THE WORLD 
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ANNOUNCEMENT 


We take pleasure in announcing that SEMCA 
COMPANY has acquired the PHINNEY-WALKER 
CO., and that henceforth there will be combined 
the long-standing experience and prestige of 
PHINNEY-WALKER CO. as one of America’s 
leading clock manufacturers for the automotive, 
aviation and marine industries, with the reputation 
and recognized ability of SEMCA COMPANY in 
the field of novelty and traveling clocks. 


We, therefore, feel justified in saying that by vir- 
tue of this happy merger, the line of novelty clocks, 
desk clocks, traveling clocks, automotive, aviation 
and marine clocks produced will not only be new 
and smartly designed, but will be the product of 
fine quality, conscientious craftsmanship and dis- 


tinguished experience. 


SEMCA COMPANY 
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ee . IDENTIFICATION: 


IDENTIFICATION Necklaces and Bracelets for CIVILIANS (Men e Women e Children) 


The demand for these practical items is growing rapidly, as Civilian Defense activities increase. It is 
a nation-wide demand. 


Made with true LeStage craftsmanship and perfection of finish. All chains soldered links. 


Can be mounted, if desired, with correct Service Emblems, making an excellent gift from the man in 
Service to those at home. 


These items make a profitable addition to our already popular line of Identification Bracelets for the 
men in the Armed Forces. 


m™ CHAINS & JEWELRY 
LeSTAG Mfg. Co. 


NEW YORK @ 9% MAIDEN LANE, ALBERT BETZ 
CHICAGO e@ 29 E. MADISON, ALLEN B. PINERO NORTH ATTLEBORO 


SAN FRANCISCO @ 57 POST ST., MAX J. NEWMAN EST. 1916 MASSACHUSETTS 
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SERVES ON 
TWO FRONTS! 


1. D. has answered the call to the col- 
ors. |. D. precision workmanship —long 
and well-known to jewelry manufac- 
turers, importers, wholesalers and 
dealers — is now winning new honors 
(and never more proudly) in Uncle 
Sam’s service . . . turning out accurate, 
delicately balanced parts for Amer- 
ica’s juggernaut of Victory! 


At the same time that we devote a 
needed part of our facilities to Victory, 
we continue to meet the needs of the 
trade for |. D. American-Made Water- 
proof Watch Cases. There will be no 
sacrifice of quality . . . and if we can- 
not always supply you in pre-war vol- 
ume and with pre-war promptness, w2 


know that you will understand. 


I. D. WATCH CASE 
COMPANY, INC. 


Factory and Offices: 
121 VARICK ST., New York City 


Manufacturers of FIRST American Thin Waterproof 
Watch Cases . . . FIRST American Ladies’ Waterproof 
Watch Cases .. . FIRST American Square Men’s Water- 
proof Watch Cases. . . FIRST Complete Line of 
American-Made Waterproof Watch Cases. 


BUY WAR BONDS AND STAMPS 


>) 


~~ 
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HE undersigned, representing most of the jewelry manufacturing facilities 
of the Newark area, and desiring to render more efficient war production 
service to our country, and to secure distribution of war work among the 
members, have formed the NEWARK JEWELRY MANUFACTURERS WAR 
PRODUCTION POOL. This Pool, organized under the sponsorship of the 
-Pooling Unit of the War Production Board of Newark and properly certified 


and cleared by Washington authorities, is now in active operation and is doing 


important war work. 


The members of the NEWARK JEWELRY MANUFACTURERS WAR 
PRODUCTION POOL, by this mutual agreement, have pledged themselves, 
their facilities and manpower to the war effort and have agreed to give prece- 


dence to war work over any normal production activity. 


ACME RING MFG. CO., INC. HART JEWELRY CO. INC. 
ALBERTS & SONS, INC. HICKOK-MATTHEWS CO. 
ALLSOPP-STELLER, INC. JABEL RING MFG. CO. 
AMERICAN JEWELERS, INC. KLEPP, HENRY M. 
AMERICAN SETTING CO. KREISLER, JACQUES, & CO. 
ARROW MFG. CO. KREMENTZ, FRANK, & CO. 
ARTCRAFT JEWELERS, INC. LARTER & SONS 

BALTES MFG. CO. MERSFELDER, WALTER E. 
BARASSO & BLASI, INC. MILLER, GEORGE H. 
BECHT-HARTL, INC. MOORE & SON, INC. 
BLISS-SCOFIELD CORP. NORDT, JOHN C. 
BRADSHAW, HARRY PIANA, JOSEPH E. 

BROD & CO. RUFEISEN, HENRY, MFG. CO. 
CARRINGTON CO., INC. SCHICK, HARRY C., INC. 
CHURCH & CO. SCHUMAN & DONCHI 
CLEARY, JOSEPH J. SHIMAN MF6. CO., INC.* 
COLUMBIA FINDING CO. SLOAN & CO. 

DODD, DAVID C. STERN MFG. CO. 

EDGE, W. C., JEWELRY CO. STREICHER MFG. CO. 
ENGRAVING & ENGINE TURNING CO. TAYLOR, WM. H., & CO. 
FELGER, F. & F., INC. TEITELMAN-DANZIGER INC. 
FRITZSCHE, L., & CO. WEFFERLING, BERRY & CO. 
GARRIGUS & CO. ZIMMER, LUDWIG 


* Prime Contractor 


NEWARK JEWELRY MANUFACTURERS WAR PRODUCTION POOL 
113 MONROE STREET NEWARK, N. J. 
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We Thought youd like to hear from 


~~ 2 Long before Pearl Harbor, Swank became one of 





the first in the jewelry industry to manufacture 


war materials on a substantial basis. 




















Hands trained in the craftsmanship and eyes with 
the precision necessary for creating fine jewelry, 
were found ideally suited for producing the tools 
of war. Today, Swank has converted for war work 
as much of its facilities as are needed for that pur- 
pose. The rest are devoted to the manufacture of 


men’s jewelry. 


SWANK, IN STERLING SILVER AND GOLD 
FILLED QUALITIES, WILL BE AVAILABLE IN AMPLE 
QUANTITIES, AND OFFER GREATER OPPORTUNITY 
THAN EVER BEFORE TO RETAIL JEWELERS. 


Swank will-be promoted aggressively and im- 
pressively by national advertising. With govern- 
ment needs our first consideration, we are glad to 
be able to continuously support the dealers who 
helped us make American men jewelry conscious... 
and to serve the public itself, to whom the wearing 


= 


of aids to good grooming will remain am inspir- 





ing and morale-building habit...come what may! 


: 
ae i Sterling —— 
esses «SWANK, INC., ATTLEBORO, MASS. « NEW YORK OFFICE: 377 FIFTH AVENUE 


HANDS TRAINED FOR CRAFTSMANSHIP * WORK FOR VICTORY 
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“It felt like the world was coming apart...” 


8.00 P.M. APRIL 29th ABOARD A UNITED NATIONS TANKER: 


“Two torpedoes slammed into us. The whole ship seemed to lift and 
crumple over onto its side. We were in ballast and when she started 
to fill she filled fast! Many of the men fell into the sea. But we got 
two boats off. Meanwhile the sub slammed shell after shell into the 
sinking ship. We rowed out of range as quick as we could and 
set sail for the nearest island—a couple of hundred miles away. 
During the night we got separated from the other boat. There 


HAPPY ENDING: Benjamin S. Katz, President of The Gruen Watch 
Company, made a personal present of new Gruen watches and a 
hundred dollar check. Ernest Scales (Chief Officer) and William Sloan 
(Navigating Officer and owner of the Gruen that solved their navi- 
gating problem) smile their appreciation of the gifts. Says Sloan, “If 
I ever have the bad luck to be torpedoed again, I’m going to count 
myself lucky to be wearing a Gruen.” Says Scales, ‘““Right you are!” 
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we were at dawn, with a chart and a compass, but no chronometer. 

““Howcould we navigate? That’s where we were inluck! Ernest Scales’s 
watch had stopped—so had the others—but my Gruen; for all the 
soaking it had got the night before, was still running! With the help 
of the Gruen we were able to take a dead reckoning course—and 
three days later, when another United Nations ship came on us, we 
were just thirty miles off the island. That Gruen is a mighty accurate 
watch! I had kept a daily variation on it, before the sinking, and it 
showed a gain of only 3 seconds a day.” 


SELL 

GRUEN WATCHES... 
BUT SELL 

WAR BONDS 
FIRST 


se eae ae eae ee ee ee et 


% The Gruen Watch Company continues to manufacture watches to 
the high standard of craftsmanship that has made Gruen the proudest 
name in time. Gruen is also directing its facilities to the manufacture 
of precision instruments for war. And because these precision instru- 
ments are even more important to the war effort than watches— 
important as watches can be!—we shall manufacture only such 
quantity of watches as will not interfere with our major war effort. 
The watches will be distributed on a proportionate basis. 


THE GRUEN WATCH COMPANY, TIME HILL, CINCINNATI, OHIO 
COPYRIGHT 1942, THE GRUEN WATCH COMPANY “REGISTERED TRADE MARK 
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66 AITER, take a look, won’t 

you, at my girl’s engage- 
ment ring. What do you think it’s 
worth?” 

Loupe in eye, waiter No. 26 at 
New York’s Woodstock Hotel, twists 
the stone under the light and deliv- 
ers a pronouncement. 

“T always tell them they got a 
bargain,” he says. ‘““With the lady 
sitting there, I couldn't say dif- 
ferent.” 

The story of Louis Hermans, told 
in a recent issue of The New 
Yorker, discloses that Hermans’ 
main job is diamond cutting for 
Barend & Sweyd at $125 a week. 








“There’s a feather near the girdle.” 


Serving taproom customers at the 
hotel from 5 o'clock in the afternoon 
till 8 or 9 at night is in the nature 
of a hobby, a job he likes simply for 
old time’s sake. 

Hermans learned diamond cutting 
in his native Antwerp, but when 


business declined in the mid-’20s got’ 
oD 


a job as a steward on a world 
cruise. Putting in at New York, he 
stayed just long enough to marry. 
When he got back to New York again 
and decided to stay, diamond-cutting 
here was in the doldrums, so he 
turned his steward’s experience to 
good account and got a job waiting 
on table at the Woodstock. 

It was a visit to the Belgian 
Building at the World’s Fair that 
brought Hermans back to diamond 
cutting. Watching somebody polish 
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a stone, Hermans said, “It’s a shame 
—I can do that, and I’m a waiter.” 
A man from Barend & Sweyd over- 
heard and, diamond cutters being 
again in demand, next day Hermans 
resumed work on diamonds, earning 
$75 the first week. 

Nostalgia sent him back a few 
weeks later to the Woodstock, where 
during his off-hours from diamond 
cutting he draws no salary and lets 
the other waiters pick up the tips. 
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CARCITIES are causing some 

concern to the Swiss horologi- 
cal industry, says a recent issue of 
Die Schweizer Uhr. 

One problem is the possible neces- 
sity at some future time of develop- 
ing a substitute for brass.in the 
making of watch parts. Tests years 
ago by the Swiss Laboratory of 
Horological Research showed that 
certain aluminum alloys could per- 
haps be used except for difficulty in 
fitting jewels. With recent progress 
in metallurgy, the publication re- 
marks that some use of aluminum 
alloys in watchmaking may be pos- 
sible, though a series of new tests 
would have to be made. 

Various zinc alloys are almost en- 
tirely out of the question, the au- 
thor says, because of their lack of 
strength and wearing qualities and 
their tendency to corrode. The for- 
mer objection would likewise pre- 
vent the use of plastics. 

Satisfactory watch oils, electro- 
plating equipment, enamels and po!- 
ishing powders are increasingly hard 
to obtain in Switzerland. With im- 
ports reduced or eliminated, the 
magazine voices hope that reserve 
stocks already in Switzerland may 
prove sufficient until better times. 
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ANTA CLAUS in bathing 

trunks was a sure-fire atten- 
tion getter in Atlantic City last July. 
The resort city’s visitors and resi- 
dents didn’t encounter him on the 
boardwalk, but there he was in the 
newspaper advertisements of Friede- 
berg’s, 1532 Atlantic Ave. 

Beside the picture of the Christ- 
mas saint—attired in fur cap and 
white trunks—was this text: 

“Why, Mr. Claus! Christmas 
seems far away, but July is not too 





“It'll be Christmas before you know it!” 


early to join Friedeberg’s Christmas 
Club. Select your gifts now and pay 
as little as $1 weekly.” 

Another similar-sized, 2-in. one- 
column ad carried this breezy re- 
minder of the not-so-distant holi- 
days: 

“Memo to S. Claus: The beach is 
a swell place to figure out Christ- 
mas gift lists . . . and July is the 
time to do it! One dollar starts you 
off in Friedeberg’s Lay-away Club 
today.” 

The firm’s name and address ap- 
peared in white against the black 
ink “beach” on which sat Santa tak- 
ing in the sun. 
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NCE in a while an advertise- 
ment comes along that gets 
beyond commercialism—that touches 
the heartstrings. 
Such a one is the following mes- 
sage addressed by Rosenfield’s of 
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Oklahoma City to war-time brides 
who must bid their new soldier-hus- 
bands good-bye only a few hours 
after marriage. The picture at the 
top suggested the tone of the adver- 
tisement — parked car, moonlight, 
boy and girl sitting close together in 
the front seat, glimpsed by the 
camera through the windshield—and 
the theme was amplified by the 
headline, “Jim—let’s not say good- 
bye. ...” The text had the girl say: 

“After all, this is only an inter- 
lude.... A short while we won’t be 
together. There is so much I can do 

. so much I can prepare . . . for 
the days ahead when you'll be home 
again,” and the advertisement con- 
tinued with: 

“Your wedding ring is more than 
just a ring .. . all that it stands for 
is of great significance. That is why 
everything about its design and 
craftsmanship must be worthy of the 
event it signifies . . . worthy of him 

. worthy of you. 


“All the more reason why Rosen- 
field’s should be charged and en- 
trusted with the responsibility of 
helping you make your decision. 
Limitless choices of style and de- 
sign—each different and distinctive 
—yet alike in character.” 

Seven wedding bands were pic- 





tured below this message to soldiers’ 
brides. 
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66 | Beadotonta Maintenance” is a 

truthful and dignified way to 
describe the expanded activities of 
your service and repair department 
these days. Never before have re- 
pairers’ skills been so essential to 
the national well-being. 

The whole timing of the war pro- 
duction program is entrusted to the 
trained eyes, the skilled hands and 
the specialized instruments of jewel- 
ers’ repair departments. The vital 
importance of keeping watches and 
clocks—not forgetting for one mo- 
ment even the dollar alarm clock— 
functioning on time is pointed up 
by the fact that replacements of new 
watches and new clocks are not 
available in anything like the quan- 
tities of a few months ago. 

So the timepieces that war work- 
ers carry to work and use in their 
homes must last for the duration— 
and only watchmakers can make that 
possible. 

Jewelry, even the cheapest cos- 
tume sort, helps the spirit of women 
in home and factory; thus “victory 
maintenance” can be extended from 
the repair of timepieces to the re- 
conditioning of jewelry, the reset- 


"Can | go home now? ... I'm all sold out." 


ting of stones and the streamlining 
of outmoded rings. 

His repair department is the 
jeweler’s sword of service. “Victory 
maintenance” can be his repair slo- 
gan for the war. 


© © 


IVES, take a look at this! It’s 

a recipe for ‘“Watchmaker’s 
Stew,” printed a few weeks ago in 
American Weekly. 

Here’s how it goes together: In a 
casserole put a thick layer of carrots, 
onions, turnips, and parsnips, season 
with salt and pepper, and add a 
layer of lean lamb cut into small 
strips. Season again, add more vege- 
tables and lamb and season again. 
Have last layer vegetables. Add a 
tablespoon of butter and 34 cup of 
water, cover tightly and put in a slow 
oven for three or four hours. 


“Wonder how it got its name?” 
American Weekly pondered. That's 
easy to answer. A dish like this can 
stay in the oven for an extra hour or 
so, just so long as it isn’t allowed to 
cook dry: by that time maybe Mr. 
Watchmaker’ll be home. 


© 
HUGE V-shaped sign in the 


show window of a California 
jeweler last month generated large 
sales of patriotic jewelry. Mounted 
on a 22-in. square platform 8 in. 
above the window floor, the V-sign 
itself was 18 in. high and was made 
of wallboard, the lower section 
painted solid blue and the top two- 
thirds in alternating stripes of red 
and white. A white cross-bar con- 
necting the ends of the V bore the 
Morse code dots and dash for the 
letter “V.”’ On the draped platform 
below were shown pins, clips, lapel 
watches, etc., in the varied victory 
designs. 
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66 PICTURE of a watch we can’t 

fix,” says a roadside billboard 
on the outskirts of Orlando, Fila. 
Topping the billboard is an empty 
picture frame. 


The slogan and empty picture 
frame (which have been copyrighted 
by jeweler Gus W. Lawton) are re- 
peated on four sides of the sidewalk 
clock-post im front of the Lawton 
store in the First National Bank 
Building. 
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Give War Stamps 
| To Quiz Show Winners = ~ %« 


} paper ads like 
these build wide- 
spread interest in 
the "Kiddies' Quiz 
Show" programs at 


by H. C. BRUNNER a local theater, 


for which William 
' C. McMullin, She- 
, boygan jeweler, 
gives war savings 


| IS own “Quiz Kids” program is successfully spon- sleeps es polees, 


sored in a local theater each Saturday matinee by 

William C. McMullin, “Mac, the Jeweler,” of Sheboy- 

gan, Wis. 

Youngsters are admitted to the show, which also in- 

| cludes the regular film program, for 11 cents. Numbers 

’! taken from the ticket stubs are put in a fishbowl and 
drawn by someone in the audience, and the persons hold- 


ing the numbers come to the stage, where the questions— ail aiia 





two sets of them, one for children and one for adults— jeweler gets a big | 
; are posed. men's following by i 
| Each contestant who answers a question correctly is eee 
rewarded with a 25 cent War Savings Stamp. Forty such town newspaper. 
i stamps are given out each week, with the cost, $10, paid 
by Mr. McMullin. Winners receive their stamps on the 
: Stage in a small envelope bearing the inscription: 
| “Here is your War Savings Stamp presented by ‘Mac, 
. the Jeweler.’ Help Uncle Sam and have lots of fun. At- 
; tend the ‘Kids’ Quiz Show’ every Saturday afternoon at trailer advertising. Some of the newspaper advertising 
, the Rex theater.” that has been used to promote interest in the quiz show 
; As a result of this tie-up with the theater, the jewelry is shown on this page. The cost of this advertising is 
store also receives publicity in the form of lobby and (Please turn to page 60) 
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You Can Help “Display for Victory” 


The “display fer victory” campaign wants every window a war windew: 


current issues of consumer magazines abound with ideas 


te connect jewelry store merchandise with some wartime theme 


by POLLY PETTIT 


LL those who have noticed the American flag on 

the cover of July magazines raise their hands. 
How many read two or three different magazines, this 
month and last month? That’s a fine show of hands. 
Every jeweler regularly reads one or more consumer 
magazines, besides the trade press. But how many 
jewelers read consumer publications for information 
and inspiration in the planning of their show windows? 

Ever since Pearl Harbor, ‘we the people” have been 
taught War through magazines, through newspapers, 
through radio and through advertising. Store windows 
can do no less in the building of practical and respon- 
sible patriotism. This vast means of mass education, the 
show window, extends from Coast to Coast. The show 
window has a patriotic job to do. A visual education 
job. Here’s a way for you, with your windows, to help 
win the war. 

It’s not enough to give an occasional window to the 
war effort. Every window should be a war window, 
for the duration. To help jewelers and other mer- 
chants toward this end, there is being launched a “Dis- 
play for Victory” campaign, authored by a group of 
prominent display men and endorsed by the Govern- 
ment. “Display for Victory” committees are being set 
up in the larger cities and also in many counties, under 
the national chairmanship of Leslie James, of Sears, 
Roebuck & Co., Chicago. The organization that handles 
War Savings in your locality can tell you who to con- 
tact, if you don’t know the name of your nearest “Dis- 
play for Victory’’ committee head. 

In brief, the campaign calls for the regular use of 
display space on predetermined war themes. Bulletins 
will be released shortly with illustrations of the themes 
in sketch forms and descriptive copy. Display manu- 
facturers have been asked to co-operate with suitable 
display materials for each theme, though no restrictions 
will be imposed upon the individual store’s interpreta- 
tion of the suggested themes. 

The store owner who co-operates with the “Display 
for Victory” campaign will handle War displays ex- 
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actly as he handles his own windows, using whatever 
materials he wishes from whatever source. 

And right here is where magazines come in—the 
favorite magazines you and your wife read in your own 
home. Run through the pages of recent issues with me 
and let’s see how many jewelry windows we can find. 
Yes, it’s War displays from now on, but don’t imagine 
that selling your merchandise through your windows 
will cease—selling must go on, should even be acceler- 
ated. The trick is to find the connection between your 
merchandise and the War theme. This way you help 
the Government and your own store at the same time. 

So let’s look at recent issues of several magazines, 
take notes and draw a few quick pictures for later ref- 
erence. We'll study the editorial matter, but we won't 
overlook the advertisements. It’s interesting and help- 
ful to see how ably some of our leading industries and 
manufacturing companies are contributing to the War 
effort and at the same time selling their own merchan- 
dise or keeping their name before the public. 

Every current issue of each of the principal maga- 
zines abounds with ideas for displays. Let’s take five 
magazines—they happen to be ones at hand when this 
is written—glance through them, and see if we can't 
easily get 10 ideas in 10 minutes. The following is 
merely suggestive, indicating a method of procedure. 

1. Turn first to the DeBeers advertisement in the 
June 1 issue of Life. Here’s a diamond window ready 
made for you. See how it is keyed to war times—“Each 
young lover regards his lady with the same rapturous 
incredulity . . . whether he has spent a decade sighing 
‘neath her window or whether he must count the hours 
and minutes remaining of his furlough. . . However 
hasty their plans must be . . . her engagement diamond 
ring is the one symbol of his love that she must have 
now ... only a trusted jeweler should be consulted 
naturally . . . many will be able to arrange extended 
payments so that the young pair may choose worthily.” 
Open the magazine to this page and display it in the 
center of your window. Emphasize in bolder type on 
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a copy card one or more of the excerpts above. Include 
an officcr’s cap, if pessible, some flowers, a yard or so 











A DeBeers advertisement suggests this showing of diamonds for 
war brides. 


of white tulle. Then add as many diamond engagement 
rings and wedding rings as you wish. 

2. Page after page suggests war windows. Here is 
Woodbury facial soap saying “Deb Shines at Defense 
Duties, Sparkles on Dates.’”’ But Deb doesn’t shine 
and sparkle unless she has the right jewelry, not too 
much, but just the right piece at her throat, the right 
ring on her little finger. Show a picture of local girls 
doing war work. Emphasize the need to look smart, and 
suggest that the right piece of jewelry helps the Deb 
morale. 

3. Turn the pages again and see a fine picture of the 
Chiangs with General Stilwell. Generalissimo and 
Madame Chiang Kai-shek are highly regarded among 
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Photo of Gen. and Mme. Chiang motivates a display of jade 
jewelry. 


the United Nations. Use this page and show with it 
your jades, old Chinese jewelry or modern pieces of 
Chinese inspiration or influence. Add a pair of vases, 
a piece of brocade, some flowers, for decor. 

4. And, oh, that marvelous picture of a sailor alone 
on a park bench “1000 Miles from the Enemy,” de- 
jected, his morale shot to pieces. This is an appeal to 
give to the USO. Use this picture by all means and 
help this worthy cause along. At the same time re- 
mind the passerby that small gifts to the boys—a 
fountain pen, sewing kit, wallet, etc., small gifts of 
thoughtfulness—these help morale, too. 

5. And here is something really special! ‘Sixty -five 
electric companies have contributed a page of stunning 
caricatures of “Adolph, Hirohito and Benito.” If it 
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were my jewelry store I’d use this page in the window, 
and I'd stick pins in it, deliberately, jeweled pins, hat 
pins, ordinary pins, all over the three of them. The 
copy reads “Uncle Sam has more power for war pro- 
duction than all these three together.” I would repeat 
this copy on a show card, and after “war production” 
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An advertisement shows the portraits of the Axis partners . . . you 
can stick pins in ‘em. 


I’d add “and pin-sticking” in parentheses. I would 
expect to get a laugh from the passerby—and I'd sell 
pins! 

6. The cover design of Ladies’ Home Journal for 
May is perfect for incidental interest in a Victory bonds 
and stamps window. It’s a young mother and daughter 
(in look-alike dresses) pasting up stamps in Govern- 
ment booklets. Center a chest of silver in the ‘window 
and tie it with a big bow of red and white striped ribbon, 
duplicating the mother and daughter hair-bows. Use 
a blue floor covering. Support the magazine in front 
of the chest and a little to the right. Stand a copy 
card to the left of the chest, and say on it something 
like this: ““A trusted jeweler’s word on fine silver is 
as good as his Bond, and sterling is the Stamp of qual- 
ity—Buy Victory Bonds and Stamps.” Show plenty of 
silver on either side of the chest. 

7. Woman’s Home Companion for May has an illus- 
trated article called “Steps to Victory” around which 
a window of informal or daytime jewelry could be 
nicely managed. Part of the text reads “Our boys in 
the armed forces like dances best of all recreation in 
their time off.” The page decor is the familiar three 
dots and a dash for Victory. There is a splash of red 
and white checkerboard pattern on the page. Make 
your floor of large red and white paper squares (blot- 
ting paper would be just right). Cut out the Victory 
symbol and place it on the squares, red on white and 
white on red. Support the magazine in a conspicuous 
place in the window, and hang a copy card (almost as 
large as a poster) in the center from the ceiling. Use 
red silk cord and tassel to hang it, and the V-symbol for 
decoration. And say: “It’s the patriotic duty of every 
girl to dance and look her best for the boys in our 
armed forces. Not too much jewelry, but just the right 
jewelry for the occasion. Special dance sets and pieces 


from $1.” 
(Please turn to page 55) 
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"Jerry" Holden (foreground) turns out parts for bombers and fighting planes 
at her drill press in the plant of North American Aviation Co., and earns a weekly 
pay envelope that makes her a desirable customer in any jeweler's language. 


That Girl 


In Overalls 


den’t overlook her—she can be one 
ef your best customers these war days 


OMEN are proving a vital factor in the Ameri- 
can war production program. 

At work benches in aircraft and munitions factories 
throughout the nation, women are taking their places to 
supplement the efforts of men in doing the thousand 
and one jobs required to build the implements of mod- 
ern warfare. 

The trend to women in industry has been accelerated 
by the fact that while personnel rolls in wartime in- 
dustry have been growing by leaps and bounds to meet 
the ever-increasing demands for planes and tanks and 
guns and shells, the reservoir of manpower is being 
constantly drawn upon at the same time by require- 
ments for a massive Army and Navy. And so it is to 
women that the nation is looking more and more to 
step into the plants that produce the fighting equip- 
ment and “man” the machines of these vital industries. 


THE JEWELERS’ CIRCULAR-KEYSTONE 











by Harry R. Terhune. Western editor of The Jewelers’ Circular-Keystone, 


based on an interview with Bruce E. Bassett, Bassett Jewelry Co., Santa Menica, 
and observations made at the plant of the North American Aviation Co. 


Bruce E. Bassett, Santa Monica, Cal., retail jeweler, 
has been alert to revise his merchandising methods to 
conform to this enormous increase in feminine purchas- 
ing power that has been brought about by the wide- 
spread employment of women in the aircraft industry in 
his vicinity. The same principles apply to any jeweler 
who is located near any war-production plant. Here is 
the way Mr. Bassett explained his policies to your 
reporter: 

“It is difficult to figure out exactly what replacement 
sales will be in the immediate future among this great 
army of well-paid industrial workers. We do know that 
the younger married men employed in the airplane in- 
dustry have gone and are going heavily for quality 
silverware, fine china and glassware and other similar 
items for their homes. 

“The single men, as may be expected, are taking to 
good watches and jewelry for their friends, their rela- 
tives and themselves. 

-““Now, with a great many of these men transferred 
from industrial activities to their country’s armed ser- 
vices and their places in industry taken by women of 
comparable ages who will draw down payrolls equal to 
the men, the great question is, just what will the women 
buy with the same purchasing power enjoyed by the 
men? 

“This we do know. Business is showing a steady, 
healthy, month-by-month increase. More and larger 
payroll checks earned by women are being cashed. 
Nearly every woman has an inherent liking for nice 


things, and now that more of them than ever before 
have the wherewithal to satisfy this feeling, they are 
doing so. 

“These women in industry have a much broader view- 
point when buying than do their ‘homebody’ sisters. 
First, they are keen shoppers, but not price buyers in 
any sense of the word. They have definite ideas of what 
they want, but when they are told of certain items or 
materials being restricted they understand what it’s all 
about and will accept different specifications. They are 
receptive toward new materials or different treatments 
of previously used materials. 

“They are excellent prospects, too, for more than 
their own personal wants. In the large plants in which 
they are employed are many intra-plant activities in 
the sports field which call for prizes and trophies. Or 
a popular man signs up with the Army or Navy; or a 
well-liked foreman or supervisor has an anniversary; 
or some girl gets married—all of those events mean a 
present and should mean, if the jeweler is on his toes, 
a visit to the jewelry store for the prize or present. 

“Earning good money, the subscriptions which they 
chip in to make these purchases are inclined to be 
fairly liberal, so something worth while is selected. And 
usually it’s a woman that is delegated to do the buying. 

“When they buy for themselves individually their 
chief concern if the purchase is silver flatware is to 
select a pattern that will continue to be available in 
future rather than one that may be temporarily out 

(Please turn to page 60) 


And here is the same "Jerry" Holden, stopping at Bassett's on the way 


home from work and picking out a silver tea set. Yes, she bought it. 
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U. S. JEWELER: What a load of new regulations! 
Will they make me, or break me? 


e nRe 
F weekty Moe Le 
PAYMENTS\ ca 





CANADIAN JEWELER: We've had ‘em here for 
months—take a look at these results! 


Trade Control Old Story in Canada 


North of the border. where there’s heen credit regulation since October 


and a price ceiling since December. jewelers generally aseribe 


more cash today and less grief tomorrow to these Government controls 


OW are the new Governmental controls of busi- 

ness going to work out in actual operation? Will 

they combine to cripple sales? Or, on the other hand, 

will they encourage sound business now and help in- 
sulate the post-War period against disaster? 

It’s too soon to answer these and other questions on 
the basis of United States experience, since Regulation 
W (controlling the extension of retail credit) has been 
in operation since only May 6*and the General Maxi- 
mum Price Regulation (imposing a price ceiling on 
sales) since May 11. But let’s look at the record across 
the border where the Canadian counterpart of Regula- 
tion W has been operating since last October and the 
Canadian version of OPA since last December. 

The fact that the basic principles of Canada’s con- 
sumer credit and price ceiling regulations have been 
adopted by the United States after they had been given 
a six-months try-out north of the international border 
would suggest that American jewelers can expect to 
duplicate the experience of Canadian Jewelers as the 
credit and ceiling controls begin to function. 
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by J. P,. MONTAGNES 


CANADIAN CONTROL OF CREDIT 


Just as U. S. credit jewelers first reacted to Regu- 
lation W, Canadian dealers originally thought that the 
Dominion credit regulations were a stiff jolt. How- 
ever, by this time they find that their volume is 
continuing and that their overhead costs are down. 
They find that business today is healthier and cleaner. 
They find that, though in ordinary times one-third 
down and 12 months to pay might be a tough rap, peo- 
ple today have the money and are ready and willing to 
comply with the war-time law. They find it’s easy 
to get bigger weekly payments, that customers main- 
tain payments and keep their purchases. They find 
that cash business steadily increases, more than off- 
setting any decrease in contract sales. 

So, in the words’ of W. H. McCreery, of Windsor, 
Ont., “What more could a jeweler want? He’s get- 
ting the cash; he’s able to pay bills on time; he can meet 
the very high tax payments; and subsequently he has 
few financial problems.” 

In Canada, credit sales are made on the basis of one- 
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third down and a year to pay, with minimum instal- 
ments of $5 a month or $1.25 a week. Jewelers who 
accept trade-ins in an instalment sale must deduct the 
trade-in allowance from the cash price and then take 
a third down payment on the balance. This duplicates 
Regulation W. 

But wherever it differs from the United States’ Regu- 
lation W, promulgated by the Federal Reserve Board, 
Canadian credit control, administered by the Wartime 
Prices and Control Board, is more stringent. For in- 
stance— 

In Canada, the cash price of a listed article must be 
advertised at least as prominently as the credit price 
or the amount of the down payment. 

In Canada, a finance or carying charge of %4 of 1 per 
cent per month must be applied to unpaid balances on 
instalment credit sales, with a minimum handling charge 
of 50 cents. Retailers may apply to the Canadian War- 
time Price and Control Board for permission to add 
this finance charge, which the customer pays over and 
above the ceiling price. 

In Canada, it is illegal to advertise that a stated 
amount or percentage in cash or credit will be allowed 
for a trade-in, on the purchase of a listed article. 

In Canada, the down payment in the instalment 
credit purchase of a listed article may not be less 
than $10. 

In Canada, lay-aways cannot be advertised. Pay- 
ments equal to the minimum down payment must be 
made before the customer takes possession of the ar- 
ticle sold under the lay-away plan, and the lay-away 
period must not last more than three months. Pay- 
ments must be completed within 12 months from the 
date of purchase. 

In Canada, a defaulted charge account may be 
“cured” only by paying the debt in full, or by paying 
one-third of the overdue amount in cash and then pay- 
ing the balance in instalments over a period not ex- 
ceeding 12 months. 

Thus, the U. S. Regulation W—mild in comparison 
with Canadian credit regulations which contain these 
stringent provisions—should prove no great hardship 
for credit-granting merchants. In spite of the com- 
parative severity of the Candian control, here’s how 
Elton M. Plant Co., a Canadian advertising agency 
close to the jewelry industry, analyzes Canada’s cur- 
rent credit situation in a letter to Simons-Michaelson 
Co., Detroit advertising concern: 

“The general public in a very short time caught on 
to the new regulations, they didn’t resent them, they 
didn’t quibble with the retailers, they were happy to fall 
in line and some retailers realized that it was no harder 
to get one-third down than it had been to get $2 or $5. 
As for the terms, they were reasonable anyway, a 
minimum of $5 a month or $1.25 a week. . . 

“And jewelers suddenly found that they had far more 
cash than thay had possessed in years. The question 
of excess profit taxes wasn’t nearly so tough, nor was 
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it nearly so hard to spare money for War Savings 
Stamps and certificates, War Bonds, the Red Cross and 
other necessary wartime loans and donations. 

“The situation now in nearly every Canadian jewelry 
store is that there is more cash coming in day by day 
than is represented in credit sales. . . Retailers must 
realize that they are under, and will be under, terrific 
financial obligations which must be met with cash, 
because in wartime “money on the books” doesn’t mean 
much. 

“Frankly many stores were facing insolvency prior 
to the credit regulations in this country. The big sales 
volume was straining financial resources and suppliers 
were reducing their time of payment to retailers more 
and more. They had to, and it is my honest belief that 
if credit curtailment hadn’t arrived many credit jewelers 
and clothiers would have gone into the hands of re- 
ceivers.” 

It goes without saying that in the United States, as 
in Canada, the door-to-door canvasser is out of business 
in the jewelry trade, under credit restrictions, since 
few people will buy at the door and pay one-third 
down when they can go to the store and see a larger 
selection of merchandise for sale at the same terms. 


HOW CANADA WORKED OUT “CEILINGS” 


Canada’s jewelry trade has been operating under 
price as well as rent and wage “ceilings” since Dec. 1, 
1941. (There are no ceilings on either commercial 
rentals or wages in the U. S.). 

Interviews with retail jewelers, with trade associa- 
tion officials and with administrators of the Canadian 
Wartime Prices and Trade Board, all brought out the 
information that the change-over for Canadian jewelers 
from operations under an uncontrolled system has met 
with general approval, and that there have been few 
complaints if any from retailers as well as manufac- 
turers, distributors, wholesalers or importers. 

While prices have levelled off, business has continued 
to increase. Thus a typical average size jeweler such as 
Kents Limited, Toronto, roughly estimates that despite 
price ceiling regulations and a growing shortage in 
merchandise, the first part of 1942 has seen about 25 
per cent increase in business over the same period of 
1941. This firm does largely a cash and charge ac- 
count business. On the other hand an average credit 
house as Tisdall & Son Limited, Toronto, has found 
that since price ceilings and credit regulations of the 
Wartime Prices and Trade Board have come into effect, 
its credit business has dropped by about one-third, 
while its cash business over, the counter has doubled, 
and business generally has upped about five per cent. 

Price ceilings on diamonds have been set by the ad- 
ministrator for diamonds, S. Gross of H. & M. Freud- 
man, Toronto, and the setting of ceilings by grades and 
weights according to table have been found beneficial 
to retailers, a number of them explained. With the 

(Please turn to page 65) 





NWIA Debates Wartime Problems 


Wheblesalers’ convention at Chicago discusses ways and means of operation 


ander wartime conditions; big attendance takes active part in sessions 


HE extent to which war time 

considerations are dominating 
the American business scene was 
again forcibly demonstrated at 
NWJA’s 35th annual convention at 
the Edgewater Beach Hotel, Chi- 
cago, June 17 and 18. Attended 
by leading jobbers from coast to 
coast, the meeting got right down 
to brass tacks in the first session 
Wednesday morning, at which sev- 
eral prominent speakers presented 
forthright analyses of the current 
business situation as applied to the 
jewelry industry, and the outlook 
for the near future. 


As President Arthur W. Care put it 
in his introductory address, “The burden 
of the war has forced American business 
to an awareness of the situation through 
its daily impact upon the transactions of 
every business house, and we are now 
paying the price for America having 
shut its eyes to the reality of world 
conditions for the past 20 years.” 

Production of munitions and equip- 
ment for the prosecution of the war is 
the country’s first consideration today, 
he continued, and civilian industry— 
especially such industries as jewelry— 
cannot ask for more than a bare survival 
for the duration. Business must econo- 
mize and operate at maximum efficiency 
today if it is to live at all. Efficiency 
is no longer the key merely to profits, 
but to actual existence. 

Many changes and readjustments will 
inevitably follow in the wake of the war 
period, with the United States being 
obliged by force of circumstances, 
whether it will or no, to take the lead- 


Mr. Leonard talks things over with R. 
Schell Hulbert (left), newly elected 
president of the Chicago Jewelers Asso- 
ciation, and Chicago manager of 


Oneida, Ltd. 
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There was constantly a group around Floyd W. Leonard (center), chief of the Jewelry and 

Silver Section of OPA. Left to right in this picture: Howard L. Schaeffer, vice-president of 

Elgin National Watch Co.; C. Bert Clausin, S. H. Clausin & Co., Minneapolis; Arthur P. 

Care, E. W. Reynolds Co., Los Angeles, association president; Mr. Leonard; Charles W. 
Trout, Oneida, Ltd., Harold Alberts, |. Alberts Sons, Boston. 


ership in the reconstruction of the post- 
war world. American business therefore 
must keep itself set and ready for the 
responsibility that lies ahead. 
Secretary George A. Fernley gave the 
highlights of the association’s activities 
of the past year, speaking of such 
things as the work of the committee on 


Secretary George A. Fernley (left) gets 

a few pointers on the watch situation 

from Maj. J. T. Montgomery, M. A. Mead 
& Co., Chicago. 


war problems; the bulletins distributed 
by the headquarters office to members on 
such timely topics as price ceilings and 
taxes; the activities of the secret assay 
committee in testing and reporting on 
manufacturer’s quality standards; and 
the overstock bulletin service which 
brings together the dealer who is over- 
supplied in a certain line with the fellow 
wholesaler who is in need of such mer- 
chandise. 

No Midwest Market Week will be 


held this year because of war conditions 
and merchandise shortages, Mr. Fernley 
reported, and concluded with an expres- 
sion of appreciation for the services ren- 
dered by officers, executives and com- 
mittees during the year. 

Leon J. Engel, chairman of the mem- 
bership committee, reported a gain of 
23 new members—17 active and 6 asso- 
ciate—bringing the association roster to 
a new all-time high of 251 members in 
good standing, of whom 155 are active 
wholesalers. 


NEW EMPHASIS ON REPAIRS 


T. Albert Potter, president of the 
Elgin National Watch Co., in a “face 
the facts” summary of current condi- 
tions, pointed out that the one all-im- 
portant job on the country’s agenda 
today is the winning of the war, and 
that all and any other matters must be 
subordinated to that. That means, Mr. 
Potter continued, the complete disrup- 
tion of ordinary business because of the 
vast production of equipment and muni- 
tions needed for these days of mechan- 
ized warfare, and to overcome the long 
head-start of the Axis powers, who had 
been building up reservoirs of such 
equipment for many years _ before 
America began. The need for immed- 
iate production and delivery of huge 
quantities of equipment has created 
shortages of a long list of critical ma- 
terials, and shipping difficulties have still 
further reduced supplies of many of the 
raw materials vital to industry, with the 
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result that there is simply not enough 
today to care for ordinary civilian needs 
ever and above the requirements of the 


r. 
wTo meet this situation, priorities and 
allocations have had to be resorted to, 
with all important materials going to 
essential purposes, which in turn has 
left no room for such civilian goods as 
jewelry, watches and the like. Repairs 
and service of articles already in con- 
sumers’ hands may become one of the 
principal means of keeping jewelers 
going, and dealers must also look about 
for other kinds of merchandise to replace 
the volume they have lost and will lose 
through the withdrawal of the items 
they have traditionally handled. 

However, sooner or later the war will 
end in a victory for America and its 
allies, and when it does, Mr. Potter 
said, jewelry will come back into its 
own, just as art and beauty have al- 
ways enjoyed a rebirth after every 
major war. The immediate outlook is for 
a hard pull, but those jewelers who 
can keep going through the war may 
look forward with confidence. 


24 TONS OF COPPER 


The effect of the war program upon 
the jewelry business was further dis- 
cussed by G. H. Niemeyer, president of 
Handy & Harman, New York, and chair- 
man of the Jewelers Vigilance Commit- 
tee, who has been the spearhead of much 
of the activities of the jewelry industry 
in its dealings with official Washington. 
Mr. Niemeyer showed how basic ma- 
terials have gradually been taken away 
from the jeweler by war demands, start- 
ing with the elimination of brass and 
copper for costume jewelry, and by the 
inevitable requirements of the armed 
forces for all manufacturing facilities 
and man power which can be turned to 
the making of the tools of war. 

Unfortunately, jewelry manufacturers 
—and consequently the jewelry industry 
at large—have unavoidably been in the 
position of losing much of their normal 
production without compensating pro- 
duction of war equipment, not from any 
lack of desire on the part of manufac- 
turers to do their share, but because. 
for the most part, plant facilities and 
skills required for munitions making are 
non-existent in the jewelry field. 
Jewelry, though perhaps not essential 
to civilian existence, has good grounds 
for asking for favorable consideration 
on the part of the authorities, Mr. Nie- 
meyer said, because with a consumption 
of only tiny amounts of critical ma- 
terials the jewelry manufacturing indus- 
try adds many million dollars worth of 
new wealth to the nation each year and 
does not divert from the war effort 
skilled labor or manufacturing facilities 
which could be effectively used for war 
purposes. He pointed out that with a 
consumption of only 24 tons of copper. 
the manufacture of karat gold jewelry 
produce annually goods worth $200,000,- 
000 at retail, gives employment to many 
thousands of men and provides $20,000,- 
000 per year in excise taxes plus sub- 
stantial sums in income and other levies. 
‘ Among the collateral values of the 
Jewelry industry are such things as the 
fact that industrial diamonds are vitally 
needed for war production and that 
these industrial stones are a by-product 
of the mining of gem material which 
means that continuing with gem dia- 
monds assures continuing adequate sup- 
plies of the vital industrials. 

Mr. Niemeyer refused to attempt to 
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SNAPPED AT THE NWJA COCKTAIL PARTY 





The first day of the NWJA convention closed with the annual dinner, which was preceded 

by a cocktail party given in honor of the association and its guests by the management of 

the Edgewater Beach Hotel. Our roving camera reporter caught these informal shots as 
wholesalers relaxed after a long day's sessions. 


forecast what future governmental con- 
trol of jewelry production and sale 
might be, confining himself to pointing 
out some of the possibilities, such as the 


possibility of limiting the production of 

karat gold—perhaps by raising the mini- 

mum karat quality permitted or by a 
(Please turn to page 61) 
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e United Nations and friendly powers control 99 per cent of the world's diamonds. The Axis 
obtains a meager | per cent from French Guinea (loyal to Vichy) and Borneo (occupied by Japan), 
plus possible leakage from Brazil and Venezuela. Swastikas indicate French Guinea and Borneo. 


The Diamond Industry in I94I 


by SYDNEY H. BALL 


HE layman would have expected the diamond industry, 

7 producing a luxury, to be among the first industries 

to be adversely affected by the war. On the contrary, it 
enjoyed in 1941 relative prosperity and this notwithstanding 
the fact that its processing branch, the cutting of gem stones, 
since the invasion of the Low Countries, it but one cighth as 
large as formerly. 

Sales by the Diamond Corp.’s selling subsidiary, the Diamond 
Trading Co., were larger than those of 1940, although the im- 
ports of gem stones by the principal consumer, the United 
States, were presumably less than those of the preceding year. 
In 1941 the industry was lucky, however, in having American 
retail purchases relatively large. This year the tremendous 
growth in the use of industrial stones is again high-lighted. 
Industrial consumption will probably fluctuate less than gem 
demand and hence will tend to stabilize the industry. 

Prices of rough diamonds were pushed up a bit, and clean 
white goods were particularly in demand. Fine small cut is 
scarce and exorbitantly priced, two to four times that of early 
1940; fine large cut is none too abundant, and its price in- 
creased slightly in 1941. The stock of rough of “American 
qualities,” the highest grade of sizable uncut, is getting short. 

Retail sales of diamonds in the United States in 1941 were 
larger than in 1940, although the gain was mainly in the lower- 
priced articles. 


EFFECT OF WAR ON THE DIAMOND INDUSTRY 


In this review last year, it was stated that the industry had 
lost its principal processing centers, Belgium and Holland; 
that the number of countries comprising possible purchasers of 
cut had been greatly restricted, and that Antwerp and Am- 
sterdam had ceased to be great diamond centers. 

In 1941, cutting facilities were still pitifully short, but had 
been moderately increased. A number of small cutting centers 
now exist, widely scattered over the world. 
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How to Get Complete Information About Diamonds in ‘41 


The information presented here is only a small part of a thor- 
oughly complete and up-to-date study of the diamond industry, 
which has been prepared exclusively for THE JEWELERS’ CIRCU- 
LAR-KEYSTONE by Sydney H. Ball, internationally recognized dia- 
mond authority. 

The entire 30,000-word report, with tables on production, con- 
sumption and prices and a detailed chapter on industrial diamonds, 
has been printed as a booklet, available at 50 cents a copy. Send 
check or stamps for your copy to THE JEWELERS’ CIRCULAR- 
KEYSTONE, 100 E. 42nd St., New York, N. Y. 








‘Sales of polished stones suffered from the war, but those 
of the United States—always the industry’s premier customer 
—were large. What the industry lost in sales of cut gems 
in other parts of the world, it made up in unprecedented sales 
of industrial diamonds. 


EFFECT OF BLOCKING OF GERMAN FUNDS 


Early in 1941 diamond brokers and jewelers in the United 
States received letters from Belgians claiming to be diamond 
cutters offering them cut diamonds of all types. Strangely 
enough, payment was to be a bank in Berlin. The stones of- 
fered may or may not have been Belgian-cut, but if transac- 
tions had been consummated the ultimate destination of the 
dollars was evident. 

German funds in the United States were blocked on June 
14, 1941. This effectually put the quietus on certain German 
corporations which imported into the United States precious 
and synthetic stones from Germany and the lands she con- 
trolled. The stones reached the United States either by plane 
to Brazil or via the trans-Siberian railroad and the Pacific. 
The object, of course was to obtain American exchange. Last 
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No. 1548. LE COULTRE Transparent ‘‘Baton” Clock, 
special 8 day, 16 jewel, LeCoultre ‘Baton’ move- 
ment. Transparent square case available in color of 
Clear Crystal; or in jewel colors: Ruby, Sapphire, 
Topaz, or Emerald 

Size: 4%" Sq., |'2"’ deep 

State color when ordering 


No.1549, LE COULTRE Transparent ‘*Baton"’ Clock, special 8 day, 16 jewel, LeCoultre 
“Baton’’ movement. Transparent block case available in color of Clear Crystol; 
or in jewel colors: Ruby, Sapphire, Topaz or Emerald. 


Size: 5" high, 7”’ wide, 1'2"’ deep 
State color when ordering 
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(QReker-<- 


THE SMARTEST in clocks are the new LeCoultre Transparent 

z cOULE tan pe ona , Clocks, cased in gleaming blocks of Lucite. Each contains the 
rrange A a wheels in-line an every & 2 

part visible. Le Coultre Clock movements are unusual 8 day, 16 jewel LeCoultre Baton Movement made with 


of exceptional quelity. the skill of more than a century of fine clockmaking experience. 


a 


ng 
“a 


LeCoultre Transparent Clocks, square or round, in clear 
crystal retail for $43.50, Federal Tax Included (Keystone list 
$39.50); rectangular retail $60, Federal Tax Included (Keystone 
list $55). 


LeCoultre Folding Desk Clocks are distinguished in quality 
and styling and are available in regular and automatic calendar 
types, and in combination of thermometer and barometer re- 
tailing $37.50 and $65.50, Federal Tax Included (Keystone list 
$32.50 and $59.50). Folder on request. 


VACHERON & CONSTANTIN anp ALLieD watcHes inc, 580 Fifth } heme, New York 
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year, as the war continued, American gem importers with 
direct connections in Idar-Oberstein finally found the risk 
too great in importing an article on which no insurance could 
be obtained in America, and turned to the German importers. 
One such corporation imported cut diamonds, presumably 
captured during the invasion of the Low Countries; likewise, 
cut synthetic stones from Switzerland. 

In the first quarter of 1941, Germany exported to the 
United States natural, synthetic and imitation precious stones 
to the value of $504,178. In the second quarter imports were 
smaller and in the third quarter practically none were im- 
ported. 


ROUGH MARKET 


The Diamond Corp. purchases in normal times about 95 per 
cent of the world’s diamond production in dollar value, while 
its subsidiary, the Diamond Trading Co., sells the rough stones 
to brokers and cutters. The latter’s total capital of £2,000,000 
is invested in rough diamonds and, as sales are made, the 
equivalent money is re-invested in rough. 

Notwithstanding the fact that the war shut down the Low 
Countries’ cutting industry the sales of the Diamond Corp. 
have progressively increased since 1938. “American qualities” 
(fine goods suitable for cutting into relatively large stones) 
are in demand, but the supply is limited. America is buying 
some fine smalls to be cut by her apprentice-artisans into 
meleé, but the increase in rough sales is largely due to the un- 
precedented demand for industrials. The United States was 
the principal buyer and the sales of industrials are understood 
te have included a contract or contracts negotiated with the 
United States Government for its stock-pile. In the last four 
months of the year, Russia bought quantities of industrials 
and the British and Canadian governments were also reported 
to have been buying industrials from brokers. 

The following table show recent annual sales by the Trad- 
ing Co.: 


1934 
1935 


1936 
1937 
1938 


There is no doubt but that industrials have never before been 


such a big factor in rough sales: in 1941 they accounted for . 


perhaps 30 per cent of the whole. 

Early in the fall deliveries of industrials to Russia were so 
large and so many sorters were grading them that gem 
“sights” were for a time suspended. Later in the year 
sales of gem stones were re-commenced, the quantity sold 
being large and the price firm. The buyers were both foreigners 
and British cutters, the latter finding a good market for their 
goods in the United States. After the Pearl Harbor incident, 
gem “sights” were again discontinued, to clarify the extent 
of American demand thereafter and to permit the stones in 
Bermuda to be sold. 

Early in 1942 the British authorities asked the Trading Co. 
to postpone “sights”, as exports were being temporarily held 
up during the introduction of a new system of permits. It is 
understood that all rough is now flown to the United States 
and that to date no losses have occurred. 

Prices were raised 5. per cent on gem stones in January 
1941 and on March 5 up to 10 per cent more, depending upon 
the quality, a total advance for the year of between 10 and 
15 per cent. Rough gem stones are now from 20-30 per cent 
higher than when the war began. For the past two years, 
with the rise in the price of rough, gem goods producers have 
been getting better prices for their product. 

In May, Sir Ernest Oppenheimer announced that industrial 
stones were “being made available to Great Britain and the 
United States without any increase in the pre-war prices.” In 
April the Trading Co. reduced the price of the cheapest grade 
of crushing bort from 4 to 2% shillings a carat, and it is 
reported that the price of good industrials was reduced 20 
per cent. 


U. S. A. MARKET 


The United States has for many years been the premier 
buyer of cut stones and is now pre-eminent. The American 
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diamond buyer has always made a fetish of quality, flawless 
stones of the better waters. In demanding flawless stones he 
has, in some instances at least, bought a relatively lifeless 
stone, rather than a lively stone with flaws visible only under 
the loupe. The European, on the other hand, overlooks minor 
defects, provided the jewelry into which the stone is to go is 
effective. 

In 1941 the American market was featured by an adequate 
but no over-supply of fine large cut, and a marked shortage of 
meleé, small cut diamonds, suitable for mountings. The short- 
age is, naturally, due to the destruction of the cutting industry 
of Belgium and Holland. While there are in bonded ware- 
houses or in dealers’ hands a small supply of small goods, and 
while appreciable quantities of Belgian stones cut before the 
war are being imported by Belgian refugees resident in non- 
Nazi occupied Europe, the amount is altogether inadequate for 
normal needs. American cutters, by intensive mechanizations 
of the industry and by employing apprentices with the labor 
union’s consent, are attempting to meet in part the deficiency. 
Also, diamond setters are using at the present time small cut, 
slightly off colour, for which in normal times in America there 
is no market. Jewelers who never before bought second-hand 
jewelry are advertising their willingness to purchase it; most 
of this is broken up to recover the small stones. In the 
cheaper jewelry, including some wedding and engagement 
rings, small cut zircons are being substituted for diamonds. 

Naturally, the deficiency has brought about changes in 
jewelry styles: large stones are now set “sec,” that is, alone, 
without the allure of the small diamonds about them: in other 
pieces, the platinum mounting is intricately carved to imitate 
meleé; again, instead of meleé the master diamond is mounted 
with calibre rubies or sapphires, and the wedding ring, instead 
of being a circlet of small diamonds, is wider with fewer but 
larger stones, or a wide heavily carved band of precious metals 
without stones. Those interested in the trade wonder whether, 
when conditions in it at some future date become more or 
less normal, the small diamond will be able wholly to recapture 
its former vogue. 


STOCKS 


For the fourth successive year the stocks of rough in the 
hands of the Diamond Corp. increased, but in 1941 the increase 
must have been small, and the sales of certain types of indus- 
trials greatly exceeded production. Previously, for six years, 
the Corporation’s stock had decreased. Notwithstanding the 
large stocks of certain grades presumably in the hands of 
the Diamond Corp., rough to be cut into “American qualities” 
and small rough to be cut into clean melée were difficult to 
procure in 1941. 

Stocks of rough in the hands of American cutters are ade- 
quate. There is enough fine large cut in the hands of Ameri- 
can brokers and retailers: the supply of small cut is wholly 
inadequate. The supplies of cut in the hands of jewelers in 
the other belligerent countries is said to be pitifully small. 


CUT DIAMOND PRICES IN AMERICA 


Since the war began fine large cut is up from 10 to 20 per 
cent while small goods have tripled or quadrupled in price. 
In the fall De Beers increased, as shown in its advertisements 
in leading American magazines, the upper price of a well-cut 
unmounted one-carat diamond from $600 to $650: that is, prices 
of good-sized diamonds are back to where they were before 
the 1929 crash. The prices as given by De Beers for un- 
mounted stones follow: 


After Change 


Before Change 
$100-$250 $125-$275 
325- 650 


325- 600 


900-: 
from 1500 up from 1500 up 


It will be noted that the price of the larger sizes was not 
changed. 

lt is likely that large stones will hold their price or ad- 
vance, due to higher prices of rough, to two increases in 
American cutters’ wages in the year (March 1 and Sept. 1, 
1941) by which the cutting costs have gone up, and to the 10 
per cent excise tax on retail sales, effective Oct. 1, 1941. 

The price situation of melée is far from secure and, indeed, 

(Please turn to page 51) 
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heat-tinting. The gradual building up 
of a film of oxide on steel by hzat- 
ing to produce various colors as a 
finish, rather than for working 
temper. Mainsprings are always 
first tempered blue; but sometimes 
then de-colored and reheated to 
produ-e shades of brown or purple, 
for appearance sake; this is heat- 
tinting, as distinguished from tem- 
pering. See HARDENING; TEMPER- 
ING. 

heat-treatment. Metallurgy. A term 
broadly covering all operations for 
the purpose of altering ihe nature 
and condition of metals for various 
uses; for example, hardening steel; 
tempering steel; annealing steel; 
case-hardening, etc. Sse ANNEAL- 
ING; HARDENING; TEMPERING. 

heavy liquids. High density liquids, 
such as bromoform and methylene 
iodide, which are used in the deter- 
mination of gem stones by noting 
whether the gem in cuestion floats 
or sinks in liquids of known spe- 
cific gravity. 

Hebrew stones. See GRAPHIC GRANITE. 

hedgehog stone. Quartz containing 
needles of goethite or some other 
hydrous iron oxide, but coarser 
than the needles in sagenite. 

heel. The back corner of the lifting 
plane on a club tooth of an escape 
wheel of a lever escapement. See 
CLUB TOOTH; ESCAPEMENT. 

heel ball. Soft black wax used for 
filline engraved letters and nu- 
merals on clock dials, inscription 
plates, ete., by rubbing in the cold 
wax; used where heating for 
harder eramels would spoil finish 
on work. 

height gauge. 1. Part of a watch crys- 
tal gauge that measures the ver- 


Height Gauge 


tical space inside the crystal for 
clearance for hands. 2. A measur- 
ing instrument for determining 
lengths of shoulders, etc., on ar- 
bors in watchwork. 

Hele, Petrus. See HENLEIN, PETER. 

helical gears. Pinions with leaves set 
at an angle with the axis; used in 
Swiss-type music boxes, and in 
“worm-gear” escapements. 

helical hairspring. A balance spring 
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with coils wound in the form of a 
cylinder instead of a spiral, used 
mostly in marine chronometers. 

helio-chronometer. Modern accurate 
sundial indicating both mean solar 
time and apparent time, also ad- 
justable to standard time from 
local time. See SUNDIAL. 

heliodor. An undesirable name for 
yellow-green beryl. Originally pro- 
posed for the beryl from Southwest 
Africa, it proved impossible to 
show that it was any different 
from anv other beryl of this hue; 
the simple descriptive term is less 
confusing and preferable. 

heliolite. Sunstone. Also see AVEN- 
TURINE. 

heliotrope. Bloodstone; this name re- 
fers to an ancient legend that the 
reflection of the sun in water in 
which this stone had been plaved 
was turned red, hence, “sun turn- 
ing”’. 

hemachate. Said to be a light colored 
agate spotted with red jasper, and 
also known as blood agate. It is 
an improbable looking word for 
English and seems to be the result 
of a confusion of languages. Hema- 
gate would be more likely and 
equally unnecessary. 

hematinon (he-matt’-i-non.) A dark 
red glass used in the earliest times 
and said to be a stage in the prep- 
aration of aventurine glass. Also 
known as purpurin. 

hematite (hemm’ah-tite). An oxide of 
iron and one of the principal ores 
of that metal. It may be hard and 
black and opaque, when it is some- 
times used as a gem, or it may be 
soft and bright red, when it makes 
a pigment, especially in paints. 
Even the blackest material gives 
a red streak when scratched across 
an unglazed porcelain tile, hence, 
the name given by the ancients, 
“bloodstone,” now no longer ap- 
plied to this mineral. Also very 
wrongly called black diamond. 

hemicyclium. Form of sun-dial intro- 
duced in Greece several centuries 
B.C. described by Vitruvius as “of 
semicircular form, hollowed out of 
a square block, and cut under to 
correspond to the polar altitude.” 

hemimorphite. A silicate of zinc and 
a common constituent of oxidized 
zine ores. Formerly known as cal- 
amine, great confusion has _ re- 
sulted from erroneous interchange 
of that name with smithsonite, the 
carbonate of zinc, and this new 





name has been substituted. The 
mineral crystallizes in orthorhom- 
bie crystals which are different at 
the two ends, or “hemimorphic”; 
as in tourmaline, heating charges 
one end positively and the other 
negatively. Gemologically it is 
probably of interest only to collec- 
tors or as a constituent of a smith- 
sonite-hemimorphite mixture. Col- 
orless when pure, yellowish and 
bluish-green pieces have been 
found suitable for cabochon cut- 
ting’. 

Henlein, Peter. (Sometimes spelled in 
Latin: Petrus Hele.) Locksmith of 
Nuremberg, Germany, who made 
what was probably the first watch, 
between 1500 : .d 1510. By “watch” 
is meant a timepiece driven by a 
spring instead of a weight, and 
small enough to be worn or car- 
ried on the person. 

heraldic engraving. Crests or coats- 
of-arms engraved on_ silverware, 
jewelry, etc. See CREST, COAT OF 
ARMS. 

herapathite. The active constituent 
of polaroid, named for the discov- 
erer of the quinine iodosulphate, 
W. B. Herapath, who, in 1851 first 
made the compound, but who was 
unable to put it to practical use. 

Hercules stone. Lodestone. 

Herkimer County diamonds. Rock 
crystal from Herkimer County, 
New York. Small brilliant color- 
less crystals are found in pockets 
in a dolomite and have been widely 
distributed, usually uncut, under 
this name, which, while it probably 
deceives no one, is highly undesir- 
able usage. 

herrerite. Copper-stained blue and 
green smithsonite from Albarra- 
don, Mexico, an undesirable com- 
plication of the nomenclature. 

hessonite (hess’on-ite). The proper 
name for the yellowish- to reddish- 
brown variety of grossularite gar- 
net, derived from a Grecian word 
for “less,” which refers to its hard- 
ness in relation to the brown 2Zil- 
con, hyacinth, with which it is per- 
petually confused. It commonly 
has a granular jnternal structure 
which is visible through a lens. 
Often found in Ceylon, in associa- 
tion with zircons, also in Califor- 
nia. Known as Ceylon hyacinth, 
false hyacinth and mote commonly 
as cinnamon stone or essonite. 

hexagon cut. A six-sided facetted 


cutting. 
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Now every month is June! 


e War will not wait and weddings on fur- 
lough are a flourishing custom all through 
the year. 


e You can take advantage of year-round, 
booming business in engagement rings . 
advertising diamonds consistently to a con- 
sistent market . . . using every promotional 
device from windows to radio to establish 
your store as diamond headquarters. 


¢ To help you use radio advertising economi- 
cally and well, special one-minute announce- 
ments have been recorded. ‘The transcription 
contains ten dramatic, high-caliber diamond 
announcements, each 45 seconds long, allow- 
ing ample time for your individual store signa- 
ture. The music, talent and writing which 
went into the preparation (by a foremost 
radio agency.) would cost you many times the 
price of the disc. An exceptional opportunity 
to tell radio’s audience in your own town 
! about your diamonds. $10 prepaid. De Beers 
Consolidated Mines, Ltd., and Associated 
Companies. Order from the Diamond Pro- 
motion Dept., The Reuben H. Donnelley 
Corp., 305 East 45th Street, New York. 









* Radio transcription, $10 prepaid. 


¢ Popular new window display— 
“The Betrothal Tree”—sculptured 
setting with velvet-flocked ground 
and tree top arranged for display 
of diamonds, $15, f.0.b. New York. 


© Mat service, 9 complete advertise- 
ments, various sizes, 8” to 30”, $5. 
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A JEWELERS' DICTIONARY 
(From page 44) 


hexagonal system. One of the most 
important crystal 
systems, the four 





axes of which are lo- = 6 al 
cated as follows: 

three of equal length 

in one plane, at 60° 

to each other; the 

fourth at right een 
angles to this plane Hexagonal 
and longer or short- ony 


er than the other 

three. Many gem minerals crystal- 
lize in this system and its various 
classes, beryl, corundum and quartz 
among them. 


hexagon tip. An item of jewelry find- 
ings; a hexagonal metal cup, with 
a ring on its closed top for a neck- 
lace or other clasp; the cup to 
hold the end of a chain or cord 
soldered or cemented in. See FIND- 
INGS. 


H. H. Abbreviation used in connec- 
tion with cutlery to indicate “hol- 
low handles,” which are made of 
two hollow halves and soldered to- 
gether. 

hiaqua. Necklace of strung shells or 
beads, of American Indian style. 

Hibernia. The figure of Hibernia is 
the Dublin hall mark. See CROWNED 
HARP. 


Hidden, W. E. (1853-1918). Mineral 
collector and dealer, for whom hid- 
denite was named in 1879. He also 
discovered the North Carolina 
rhodolite and was instrumental in 
the development of many of the 
North Carolina gem occurrences. 

hiddenite (hidd’’n-ite). A green vari- 
ety of spodumene, found only in 
North Carolina in small crystals, 
the coloring of which is caused by 
minor amounts of chromium. It 
has not yet been shown that paler 
green spodumenes from Brazil and 
Madagascar are colored by chro- 
mium and so entitled to this name, 
any more than greenish beryl, col- 
ored by iron, can be called emerald. 


high brass. Brass of high tensile 
strength, 66 per cent copper and 
34 per cent zinc, used for gear- 
wheels and other parts of watches 
and clocks. See. LOW BRASS. 


high relief. Ornamental work on 
jewelry, etc., in which designs are 
formed standing well out from the 
background surface. See LOW RE- 
LIEF. 


Hindoo cut. Said by Schlossmacher 
to be the cutting form of the Or- 
loff, the principal requirement for 
which is that it should retain as 
much size and weight as possible, 
without regard to symmetry re- 
quirements. 

hinge-joint. One of the three or more 
pieces of metal tubing forming 
with a pin a hinge for a watch 

case, locket, etc. 
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hinge pearls. Baroque pearls which 
grew near the hinge of the mol- 
lusc; they are elongated and point- 
ed at the ends. 

Hipp trainer. A device for closing a 
contact-making switch in electric 
clocks of armature-driven pendu- 
lum type. A short, notched lever 
on the pendulum trails across a 
knife-edge on switch; when the 
pendulum arc has shortened suffi- 
ciently, the notch catches on knife- 
edge, which is depressed to close 
the switch and give a fresh electro- 
magnetic impulse to pendulum. 

hit-or-miss synchronizer. A detail in 
slave-and-free pendulum clocks for 
astronomy and other § scientific 
uses; patented in 1921 by Wm. H. 
Shortt, co-inventor with F. Hope- 
Jones of the Shortt clock, now the 
most accurate pendulum clock in 
use. See Hope-JONES, F.; SHORTT, 
Wo. H. 

Hoadley, Silas. A leading maker of 
“Yankee” clocks, Plymouth, Conn., 
1812-1849. Many of the early 
clocks with wooden movements 
bear his name. Partner with Seth 
Thomas and Eli Terry in firms 
Terry, Thomas & Hoadley, 1809- 
1810; and Thomas Hoadley, 1810- 
1812. 

hog-bristle regulator. An adjustable 
slide holding two stiff brushes ver- 
tically, against which the foliot 
(balance-bar) of earliest watches 
banked, to regulate its arcs of mo- 
tion and produce a crude regula- 
tion of rate. From this, probably, 
arose the current fable that the 
earliest hairsprings were hog 
bristles bent into spiral form. 

hole-closing punch. Steel punch with 
concave end, for reducing diameter 
of pivot holes in brass clock or 
watch plates that have become 
worn too large. 

hole jewel. The pierced jewel part of 
a cap-jeweled pivot bearing, as dis- 
tinguished from the unpierced cap- 
jewel (the end-stone) that is set 
over the hole jewel to receive the 
end thrust of the pivoted arbor. See 
CAP-JEWEL; END-SHAKE, 

hole spar. Andalusite, variety chiasto- 
lite. 

Holland rose or full Holland rose. A 
rose cut stone with 
24 triangular facets 


and a large single 
facet on the bottom. 
Often attributed to 


Cardinal Mazarin, — gonanu Rose 
because he was the 
first to have any 
large stones cut in this way. See 
DOUBLE HOLLAND ROSE; HALF HOL- 
LAND ROSE; ROSE. Also known in- 
terchangeably as Dutch rose. 
hollow doublet. A doublet in which 
the lower side of the crown por- 
tion or the top of the lower section 
has been hollowed out and filled 
with a colored liquid. Rarely seen. 
See DOUBLET. 
hollow fusee. Form of fusee with its 
upper pivot sunk in a recess, de- 








signed to reduce the thickness of 

watch movements. See FUSER. 
hollow pearls. An early type of imita- 

tion pearl, which consists of a hol- 


low glass sphere, the inside of . 


which is coated with the pear! es- 
sence, and then filled with wax to 
give it weight and opacity. 

hollow pinion. Pinion drilled through 
its entire length, as a Swiss center 
pinion for a friction-fit setting-ar- 
bor. 

hollow-rim balance. Form of chro- 
nometer balance invented by Vic- 
tor Kullberg, London, in 1885, with 
a pulley-like groove in outside of 
rim, to reduce the middle tempera- 
ture error in temperature adjust- 
ment. 

hollow ring-ball. In item of jewelry 
‘findings, a hollow ball with ring 
attached; used as a detail in as- 
sembling jewelry. 

hollow-spindle lathe. Term used some- 
times to differentiate live-center 
lathe from dead-center lathe. See 


DEAD-CENTER LATHE; AMERICAN 
LATHE. 
hollowware. Trade term applied to 


articles such as tea sets, bowls, 
dishes, trays and other such ar- 
ticles to distinguish them from 
flatware, such as knives, forks and 
spoons. 

hollow wire. Tubular gold or gold- 
filled stock used for making brace- 
lets and other jewelry. 

hololith ring. Term for a ring cut 
from a single piece of gem mate- 
rial. Jade, quartz and jasper are 
often so cut. 

homogeneous compensation. Correc- 
tion for temperature effects on 
tower clock pendulums, produced 
by a bar of metal that alters the 
position of a fork embracing the 
suspension spring, to shorten or 
lengthen the acting length of the 
pendulum by an amount equal to 
the changes in length of the pendu- 
lum rod occasioned by heat or cold. 

Honan jade (ho-nan’). Same as Soo- 
chow jade, another misleading 
name for soapstone or agalmatolite. 


hone. A fine-grained natural stone 
(Ayrstone, bluestone, etc.) of slaty 
character, used in the form of a 
flat-faced lap, with, water, for 
sharpening tools and for leveling 
and smoothing brass parts of time- 
pieces preparatory to gilding. 

honey jars. See JAM JARS. 

hood clock. A type of domestic clock 
historically of the period (c. 1650- 
1700) between the popularity of 
bracket clocks, and long-case or 
“grandfather” clocks. A charac- 
teristic hood clock hangs on the 
wall, has exposed weights and 
pendulum, and has its movement 
covered with a more or less orna- 
mental hood. Hood clocks reached 
the highest volume of production 
in the Netherlands. See FRIESLAND 
CLOCK. 

(To be continued next month) 
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ATIN-AMERICAN LURE FOR LOVELY AMERICAN LADIES.. 


TOPAZ 


I the gleaming, radiant, seupcdlened 

of the TOPAZ, American women 
have discovered a new source of glamour, 
9 flattering complement to loveliness. 
Once chosen by the few, today TOPAZ is 
preferred by the many, and worn with 
distinction by women whose social activi- 
fies are news. Our diversified stock offers 
a wide variety of shades and shapes in 
TOPAZ, Also available are other popular 
South American gems — Aquamarines, 


Tourmalines, Amethysts, etc. 


Write for FREE Brochures 


wm. V. 


SCHMIDT 
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Gums of the Word 


ROCKEFELLER PLAZA © NEW YORK CITY 
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MMIDT Means EVERYTHING in STONES 
Both Quartz (Citrine) and Precious 








INE cameo and intaglio gems, where are they today? Certainly not in retail jewelers’ 

active stocks. Most likely mounted in out-dated jewelry of 100 years ago, locked up in 
jewelry boxes, seldom worn, almost forgotten by their owners. And who’s to blame for this 
state of affairs but the jewelry designer? 

It’s high time for revived interest in carved gems, believes Sol Kaufman, nationally 
known jewelry stylist of New York, and in this plate he suggests several modern treatments 
to bring cameos and intaglios back to the admiration they deserve. In keeping with the 
classic design of the majority of such gems, the mountings make harmonious use of traditional 
themes like the lotus, the Greek key and the horn of plenty and at the same time are free- 
flowing in the modern manner. The two rings, three brooches and bracelet shown here are 


trimmed with rubies and diamonds. 
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IMPERIAL CULTURED PEARLS 


Our complete line of cultured pearl necklaces and cultured pearl, 
gold, diamond, and ruby jewelry will be on display at the NACJ 
Convention, booths 103-104. July 26.29, Hotel Sherman, Chicago. 


Our stocks are limited. We urgently recommend the earliest inspec- 
tion for your fall purchases. The number of jewelers we can service 


is limited. 


IMPERIAL PEARL SYNDICATE 


607 Fifth Avenue W h A ° 210 Post Street 
ve., 
NEW YORK 5 North abas , Chicago SAN FRANCISCO 


DIVISION OF THE AMERICAN JEWELERS BUREAU, INC. 


FOR JULY, 1942 











Established 1866 


608 Fifth Avenue, New York 


Cutting Works: pre nes 
64 West 48th Street 23 Holborn Viaduct 
































PyviS A. ROSELAAR 


ee f@PaeriH AVE., NEW YORK 


CUTTING PLANT 
36 West 4/th Street 


RerRESENTATIVES: 
 eack Lude l 
e William I[udel 
¢ Harold G. Phillips 
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THE DIAMOND INDUSTRY IN 1941 
(From page 42) 


early in the year there was a slight recession for a time. 
Undoubtedly some day the Beigian industry, which specializes 
in cutting melée, will be re-established, although it may never 
again be as large as it was in pre-war days. But when re- 
established, the present price of melée can scarcely be 
expected to hold, particularly as it may lose part of its former 
market due to the introduction of “sec” mounting. It will be 
remembered that the price of melée after the last war dropped 


sharply. 


UNITED STATES IMPORTS 


The United States Government ceased publication of all 
imports statistics on Sept. 30, 1941. For the first nine months 
of the year, diamonds, cut and uncut accounted for 83.42 per 
cent of the imports of all precious stones, real and imitation, 
and pearls. Excluding imitation stones, the percentage was 
86.25. In 1941, imports of cut colored stones were unusually 
large and imports of pearls increased somewhat. In conse- 
quence, the above mentioned 83.42 per cent compares with an 
average of 86,33 per cent for the six years 1935 to 1940, in- 
clusive. The reduction suggests that the diamond industry 
should not be too complacent. 

Total gem diamond imports ($19,538,419) for the first nine 
months of 1941 were 74.2 per cent of those of the corresponding 
period of 1940 ($26,314,697), the cut being 81.8 per cent and 
the uncut or rough 61.4 per cent. The relatively small rough 
imports suggest that American cutters over-imported in 1940. 
The per carat price of the cut ($74.29) was slightly higher 
than that of the corresponding period of 1940, while that of 
the rough ($48.05) was appreciably lower ($50.69), particu- 
larly in view of the increased price of rough in 1941. Ameri- 
can cutters were, therefore, importing either smaller or poorer 
quality rough. The 1941 (nine months) price of cut was $1.2 
per cent of the banner year, 1929, and that of the rough was 
93.4 per cent of that of its banner year, 1937. 

Figures of imports in 1940 and the first nine months of 1941 
follow: 


1940 


CUT BUT NOT SET 
Per Cent Per Carat 


Carats Value of Total Price 
Total 1940 Cut Imports........ 321,499 $22,009 ,943 Ae ee 
Source: 
eee 242,326 15,137,583 68.8 $62,47 
Union of South Africa... ... 24,264 2,801,069 12.7 115.44 
Netherlands............... 34,337 2,314,964 10.5 67.42 
United Kingdom........... 8,341 752,804 3.4 90.25 
 caindohedexness ses 6,487 582,519 2.6 89.80 
SE he he ds Sake + «6 1,612 140,058 0.6 86.88 
a cli ccsccees 1,123 92,318 0.4 82.27 
Th aa ere 995 87,894 0.4 88.33 
U.S.S.R. (Russia).......... 1,017 39,986 0.2 39.32 
Md 5 's's nek oc 307 26,873 0.1 87.53 
Netherlands Indies......... 501 18,593 0.1 37.11 
RE eae 131 10, évu 83.08 
Ces sic Geedacies 6 40 3,465 86.63 
Se Sauna bes reinlkca «freee 18 933 51.83 
1940 
ROUGH OR UNCUT 
Per Cent Per Carat 
Carats Value of Total Price 
Total 1940 Rough Imports... .. 227,886 $11,595,703 is $50.88 
Source: 
Union of South Africa....... 222,615 11,222,372 96.8 50.41 
ae a ok cel of 3,436 322,773 2.8 93.94 
Netherlands Indies......... 1,789 45,423 0.4 23.39 
IES So sec a aske be ave 46 5,135 Sika 111.63 


CUT GEM IMPORTS, JAN. TO SEPT., 1941, INCLUSIVE 
Per Carat S Cent 





Carats Value Price Total 
123,052 $ 6,722,113 $54.63 49.50 
31,043 3,776,182 121.64 27.80 
15,543 1,653, 106.39 12.20 
3,867 474,752 122.77 3.50 
3,409 398,123 116.78 3.00 
2,470 276,702 112.03 2.00 
630 108,796 172,69 0.80 
1,123 42,384 37.74 0.30 
5. 42,337 78.55 0.30 
432 35,314 81.75 0.30 

191 16,947 88:73 0.13 

146 8, 58.95 0.06 

73 6,872 94.14 0.05 

104 5, 51.34 0.04 

30 2,250 75.00 0.02 
182,652 $13,570,481 Sees | Nees 
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608 Sth Ave. 





WE carry a complete line of 
Round and fancy shaped Dia- 


monds in all sizes. 


Memorandum selections, submitted 
UpOM: reqWeme 6. a aS Tes 
Advise us of your needs. . . 


We are also purchasers of 
second hand diamond jewelry 


ey : | 
Louis Gurfein & Son 


DIAMOND IMPORTERS 
AND CUTTERS 


PHONE MEdallion 3-4822 


Chicago Representative: Mr. George Pilzer, 31 N. State St. 














New York City. 


Genuine “Trublak”’ 


(TRADE MARK 


BLACK 
ONYX 


RINGSTONES 


es be) 4 ee 
ANY QUANTITY * 


Flat Top, Buff Top 
Single or Double Bevel 


PLAIN, DRILLED, SLOTTED 


Made to Order 


Solid all through Black honey-dyed color, su- 
perb finish, accurate uniform size, unqualifiedly 
and permanently guaranteed. None finer made 


anywhere. 


Adolf Meller 
Company 


Operating 
America's First Complete 
Cutting Plant for 
Black Onyx & Synthetic Ringstones 


400 Charles St., PROVIDENCE, R. I. 


Wintmum quantity required per size 
and shape ... 300 pieces. 


mae SOBBING ... NORECUTTING 





ROUGH IMPORTS, JAN. TO SEPT., 1941, INCLUSIVE 
Per Carat Per Cent 
Sourc Carats Value Price of Total 
Brazil 35,825 $1,261,715 $35.22 21.1 
Union 88,377 4,706,223 53.25 78.9 


124,202 $5,967,938 $48.05 Ee. 





For the first nine months of 1941, Belgium was as usual 
(49.5 per cent; 1940, 68.8 per cent) the principal course of 
cut stones followed by South Africa (27.8 per cent; 12.7 per 
cent in 1940) and the United Kingdom (12.2 per cent; 3.4 per 
cent in 1940). The invasion of the Low Countries in May, 1940, 
explains the fact that Belgium and Holland together were the 
source of but 49.6 per cent of total cut imports (79.8 per cent 
in 1940; 95 per cent in 1939). That Belgium is still the most 
important reported source of our imports of cut is astounding, 
in view of the date of the invasion of Belgium. While some 
were sold from bonded warehouses in the United States, the 
major portion is credited to Belgian refugees from Portugal, 
Spain, Latin American countries and the West Indian isles. 
The Belgian imports were at the rate of about 50 per cent 
of the average imports of the years 1936 to 1939 and, strangely 
enough, more goods were imported in the third quarter than in 
the second quarter of 1941, and more in the latter quarter than 
in the first. In the first quarter of the year Germany sent us 
539 carats worth $42,337, as opposed to no imports in 1940. 
Thereafter, no stones were imported from Germany. The 
continued growth in importance as cutting centers of South 
Africa, the United Kingdom and Palestine is indicated by the 
increased imports from those countries. 

The Union of South Africa is credited with being the source 
of 78.9 per cent of the rough, but the caption also evidently in- 
cludes the other principal African producers of gem stones, 
the Congo, Angola, Sierra Leone and the Gold Coast. Brazil, 
in dollar value, accounted for 21.1 per cent of the rough, as 
opposed to but 2.8 per cent in all of 1940. 

Imports for the first nine months of 1941 follow: 


CUT BUT NOT SET 
Value Per Carat Price 
$72.69 


1,907,753 
182,652 $13,570,481 





ROUGH OR UNCUT 
Carats Value 


2,977 $ 173,917 
32,995 1,453,330 
13,031 672,363 

5,419 306 , 876 
16,806 792,650 
11,230 599,713 

1,299 68, 291 
36,933 1,709,963 

3,512 190,835 


124,202 $5,967,938 





The war made the 1941 imports, on a monthly basis, wholly 
abnormal (see Diamond Industry in 1939, page 5). 
The total gem imports, in dollar value, for rough and cut 
diamonds are as follows: 
1938 $24,094,00 
1939 35,373,670 
1940 33,605,646 
1941 (nine months) 19,538,419 


DIAMOND CUTTING 

In last year’s review, it was stated that the world’s cutting 
industry had been completely disorganized by the Nazi invasion 
of the Low Countries in May, 1940. In pre-war days these 
countries produced 95 per cent of the world’s cut. It now ap- 
pears that this branch of the diamond industry was more dis- 
rupted than any of us would have believed possible two years 
ago. Only traces of the industry remain in the Low Countries. 
A few of the artisans were able to migrate and are now scat- 
tered over the world; many of them swear they will never 
return to Europe where, if peace is established, their lives 
and their fortunes may again be war-torn. As a consequence, 
infant cutting industries have been~ established at the very 
ends of the world. 
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The German industry must be dead since, even in pre-war 
days, the cutters were contractors who cut for Dutch and 
Belgian entrepreneurs — cutting in Germany being even 
cheaper than in the Low Countries. 

Through a fluke, the United States is the world’s leading 
diamond cutting nation. Borneo and Brazil may have almost 
as many cutters, but they cut with less precision and the value 


of the product is less. Were it not for the war, America would | 
be a poor fourth, trailing well behind Belgium, Holland and | 


Germany. Even before the second World War broke out, a 
few Belgian master-cutters had the foresight to emigrate to 
New York. 

The industry here is increasing in a modest way and the 450 
cutters employed at the end of 1940 had been increased by 
the end of 1941 to over 750 cutters and an equal number of 
apprentices; most of the first and 2/3 of the latter belong to 
the union. There are now over 125 cutting shops in America. 
In a long viewpoint of the ipdustry, it should be remembered, 
however, that the American diamond cutter is one of the most 
highly paid artisans in the world; further, while mechanization 
of the trade and the employment of apprentices in cutting the 
smaller sizes from clean goods may partially counteract high 
wages, high wages and high living costs will render competi- 
tion in the cutting industry difficult, once the war is over— 
except in the “American qualities.” Several New York master 
cutters have gone into the production of melee within the 
past year. Highly specialized machinery permitting the “pro- 
duction line” methods of other American industries has been 
installed in some of these shops, with each worker performing 
one specialized operation as the diamond passes him. The 
Diamond Workers Protective Union of America has _ per- 
mitted these firms to employ apprentices at a relatively low 
wage. A number of expert American cutters and immigrant 
cutters from the Low Countries, brought in under two-year 
visas, are acting as instructors. At least one large producer 
believes that costs of cutting melee will be competitive with 
those of Europe. 

At the end of 1940, from 150 to 200 men were employed 
in diamond cutting in Great Britain. In 1941, the industry 
expanded modestly, to perhaps 250 cutters. A half dozen 
small cutting shops were incorporated, but these were, on the 
average, of low capitalization and even the accumulative effect 
on the industry was small. 

In 1940, 280 cutters were employed in South Africa. Their 
number increased in 1941 to 408, of whom 20 were apprentices, 
and 56 probationers. A few new shops were opened up during 
the year, but although the government is cautiously fostering 
the growth of the industry, labor shortages, lack of apprentices 
high wages and the limited supply of “American quality” rough 
mitigated against any very large increase in the size of the 
industry. Also, capital fears that, once the war is over, the 
Low Countries will again control the field. Johannesburg is 
the principal cutting center. 

It is reported that there are now 17 diamond cutting fac- 
tories in Tel-Aviv, Petach-Tikvah and Natanyah in Palestine 
and the number is on the increase. The stones while small— 
-at least those reaching the United States—are of relatively 
good quality; the poorer qualities go to supply the Eastern 
markets. The number of cutters is probably not much over 400, 
largely refugees from Amsterdam and Antwerp. One report 
is however that early in 1942 there were 32 factories and 
2.500 operators. The South African branch of the Trading 
Company exported to Palestine in 1938 but £8,200 worth of 
rough; in 1941 exports approached £500,000. 

A small diamond cutting plant has been established in 
Cuba, European refugee cutters teaching Cuban apprentices. 
The shop is to specialize in the cutting of small goods. The 
Cuban government allows a drawback of duty when the 
Stones are exported, the United States being the expected 
market. 


WORLD PRODUCTION 


For the second year, due to the war, actual diamond produc- 
tion figures are not available but the estimates in the following 
table are believed to be fairly accurate. World production 
(gems and industrial) in 1941 is estimated to have been 
9,345,075 carats (1.869 metric tons) valued at about $28,000,- 
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000. Compared with 1940, total weight decreased 35 per cent 
and value decreased 19 per cent. The average of the stones 
produced was a better quality than in 1940, both accounting 
for perhaps 78 per cent of the caratage and gem stones for 22 
per cent. Belgian Congo was the leading world producer, 
both in weight (over 68 per cent) and in value (27 per cent). 
The British Empire produced 20 per cent of the total by weight 
and 31 per cent by value. The South African pipe lines were 
not operated and, consequently, all production was from the 
alluvial mines. 

The following table shows, as accurately as available statis- 
tics permit, world production for the past three years: 


World Production of Diamonds, 1939-41, by Countries in Carats 
(Including Industrial Diamonds) 
Country 1939 1940 


784,270 
*10,900,000 
*16,000 
*75,000 
*825,000 
750,000 
30,017 
2,250 


*351,447 
“172,027 


*523,474 112,398.25 
*325,000 *325,000 
*26,764 *27,000 
31,750 34,350 
12,485,318 *14,289,525 9,345,076.50 








1939: Venezuela, India, Borneo, New South Wales, U.S.S.R.; 1940: Borneo, 
india, New South Wales, U.S.S.R., Venezuela; 1941: Borneo, India, New South Wales, 
U.S.S.R., Venezuela. 

Most countries showed a decreased production as compared 
with 1940, although Gold Coast, Sierra Leone and South-West 
Africa showed minor increases. 

Some of the companies are to attempt in 1942 to increase the 


production of industrial stones so necessary today, but can 
scarcely succeed. ‘The long-term outlook, if the war continues, 
however, is for a drying up of production as, due to the isolated 
position of the mines now producing, certain essential supplies 
will be lacking. 


\ 
INDUSTRIAL DIAMONDS 


The use of industrial diamonds grows markedly. World 
consumption in 1941 was probably about 5,500,000 carats, and 
that of 1942 is likely to be 7,500,000 carats. Many of the 
higher grade industrial stones are no longer available and 
consumers must be content with medium grade stones which, 
however, perform their duties satisfactorily. Consumption 
in the better grades greatly exceeds present production. With 
the entry of Russia on the Allied side, the Diamond Corp.’s 
stock became available to her and she at once depleted the 
market of sorted goods. In consequence, all the corporation’s 
sorters were switched to grading industrial stones. For the 
first time in history, in 1942 the year’s demand for industrials 
will equal or exceed current production. 

The United States in 1940 used some 2,000,000 carats of 
industrial diamonds, worth from $6,000,000 to $7,000,000. In 
1941 it is estimated that the consumption was over 3,000,000 
carats, worth from $10,000,000 to $12,000,000. The 1942 con- 
sumption will doubtless show a further increase of from 
40 to 50 per cent to some 4,500,000 carats, while in 1943 con- 
sumption may be 5,500,000 carats if the war continues. 

Stocks in America are believed to be equivalent to almost 
two years’ consumption. The greatest increase will be in crush- 
ing bort. The tremendously large use of diamonds in the War 
effort has increased America’s consumption of industrial dia- 
monds to an all-time high: factory managers who knew little 
of the use of industrial diamonds now know their value, and 
the number of artisans capable of operating diamond-set tools 
has greatly increased. It is probable that the War program 
thus not only increases the quantity of industrial diamonds 





D6804 


For years we have concentrated on the manufacture of quality rings 
for men and ladies. In these unusual times, we believe our experi- 
ence and skill, acquired over a 37-year period, will enable us to pro- 
vide you with an attractive quick selling, profitable line of 
rings and ring mountings. 


SELL THE BEST— THEY COST NO MORE! 
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to be used but will also broaden the use of industrial diamonds 
and hasten the development of uses now in embryo. These 
facts bode well for the industrial diamond to weather any pos- 
sible depression after the War better than most other com- 
modities. 

Due to the War, the use of diamond-set tools and other 
industria! diamonds in Great Britain has greatly expanded. 
Cutters of gem stones in several instances during the year 
have volunteered to cut tool diamonds when the need was 
urgent. 

As to the effect of the war on the industrial diamond situa- 
tion, it nay be remarked that the United Nations control all of 
the African fields of importance and that all the Brazilian 
product is now sold to the United States. Germany, Itaiy, 
and Japan must depend on whatever stock they built up be- 
fore the war and a few stones which came to them from 
Brazil, a trickle which, except for goods possibly smuggled 
in, ceased in June, 1941. Of course, in case of dire need the 
Axis powers can requisition gem stones in jewelry. 

The uses to which industrial diamonds are put may be 
listed in percentages by value as follows: 


I, oi sca ccstsetcdecavnctacents 45 - 40°, 
Diamond-set tools....... a Puewotes sie 30 - 35% 
Diamond dies........ : a ere 
Crushing bort used in bonded tools, wheels, etc... 10 - 7% 
Miscellaneous... ... et ance ie 


DISPLAY FOR VICTORY 
(From page 33) 


8. Vogue for April 15 had an article called “Priority 
Possibilities’ showing costume jewelry that “looks like 
metal, but isn’t’—a fan-shaped clip, bracelets, beads, 
brooches, all made of plastics. Use this page with your 
costume jewelry, and say: “Wear unrationed plastic 
proudly.” 

9. In the “Interesting People” section of the Ameri- 
can magazine for May is one Betty Barit. Betty is 
head of Letters, Inc. She teaches girls how to cor- 
respond with soldiers! Betty stands before a black- 
board bearing some do’s and don’ts of letter-writing. 
Use the magazine open to this page, and place a black- 
board in your window with “Censored and Approved 
Hints on Jewelry” as follows: “Don’t wear too many 
rings; do wear one good ring. Don’t wear two frat 
pins; but wear one by all means. Don’t wear heavy, 
massive jewelry for summer; do wear one of the new 
light plastic pieces,” etc. Show such pieces in the win- 
dow as correspond with your recommendations. 


10. On page 54 of the same issue is a cartoon that 
could be pasted up on a copy card for the above window. 
A young thing, in blue evening dress with a not-too- 
bright look in her eye, is entering a restaurant with a 
soldier wearing two chevrons, and she says to him, “Do 
you mind if I introduce you as a general instead of a 
corporal?” Below this cartoon your own copy might 
read “A girl ought to know the difference—between 
what’s Censored and Approved in jewelry as well as in 
Army deportment.” 


Our little excursion has touched on only a few of the 
editorial features and advertisements that could readily 
serve as the “core idea’ for an effective jewelry store 
window. Dozens of other window treatments could 
have been developed from the same five issues, and 
every issue of any well-edited publication. will be as 
rich in inspiration. 

Next time you look through your favorite magazine, 
you'll find in 15 minutes as many ideas for attention- 
getting displays. 
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Wadsworth Case 


Now .. more than ever before . . Cases designed by 
Wadsworth answer perfectly the demand of today’s 
varied clientele. 


Cases by Wadsworth can open for you the -many new 
vistas of dynamic America. Profit by this new cus- 
tomer demand. 

Offices 


New York: 630 Fifth Ave. 
Chicago: 35 East Wacker Drive 


Wadsworth 


THE WADSWORTH WATCH CASE CO., INC, DAYTON, KENTUCKY 
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CASH PAID 
FOR WATCHES 


And nationally 


known items 


If you have surplus stocks of desirable new 
watches or other nationally known items 
communicate with me. Submit quantities 
and prices. Only new merchandise will be 


considered. Immediate cash payment. 


MAX JELLINEK 


36 West 47th St. New York, N. Y. 


TELEPHONE LOngacre 3-6059 














JULY 10 DEADLINE FOR CHARGE PAYMENTS 


Under Section 5 of Consumer Credit Regulation W, 
approximately 30 per cent of all jewelry store charge 
accounts may be in default after July 10, the deadline 
for payment in full of all charge sales made during the 
month of May or any time previous to May 1. 

The estimate of 30 per cent results from a JC-K 
survey of representative retail jewelry stores, who were 
asked the following questions, which are printed to- 
gether with the average percentage shown in their re- 
plies: 

1—What percentage of your open charge accounts 
are usually paid within 60 days? Answer: 70 per cent. 

2—What percentage of your open charge accounts 
are usually paid within 60 to 90 days? Answer: 2114 
per cent. 

3—What percentage of your open charge accounts 
are usually paid after more than 90 days? Answer: 
814, per cent. 

Inasmuch as the number of days credit allowed for a 
charge sale made during May would range from 40 to 
70 days, depending on the date of the sale, the answer 
to the first of these three questions, based on payment 
customarily made within 60 days, would seem to give 
the clue to the percentage of open charge accounts that 
will be in the clear after July 10. 

As explained in full in last month’s JC-K, a charge 
account is in default when it has not been paid in full 
on or before the 10th day of the second calendar month 
following the calendar month when the sale was made. 
Hence, charge sales made during June must be paid 
on or before Aug. 10, and those made during July must 
be paid on or before Sept: 10 to avoid being in default, 
and the merchant therefore not permitted to make any 
further open charge or installment credit sale to the 
customer until the default has been “cured.” 

Defaulted accounts may be “cured” in one of three 
ways: By payment in full, by putting the account on a 
six-month installment basis, or by the customer’s filing 
with the merchant a statement of necessity and paying 
the amount in arrears in substantially equal install- 
ments over a period of 12 months. 

(A suggested contract form for converting a de- 
faulted open charge account into a six-month install- 
ment credit plan was published in JC-K last month on 
page 68.) 


OPA PERMITS INTEREST CHARGE 


A ruling by the OPA on June 1 definitely permits re- 
tailers to charge interest on charge account balances 
that are transferred to the installment plan, even 
though it was formerly their practice to charge no 
interest on a charge account whether it was paid within 
the normal term or not, and even though the addition 
of this interest would raise the amount paid by the 
customer to a sum higher than the March “ceiling” 
prescribed by OPA. 


ADVERTISING CODE IS DRAWN UP 


Voluntary standards to control and eliminate adver- 
tising offers inconsistent with Regulation W were drawn 
up at a conference of trade association executives called 
by the National Association of Better Business Bureaus 
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in New York June 10. Representing the jewelry in- 
dustry were Charles J. Michaels, of Michaels, Inc., 
Hartford, Conn., ANRJA northeastern regional vice- 
president ; Charles T. Evans, New York, ANRJA sec- 
retary, and William Gibson, of Cole & Young Co., past 
president of NACJ. 

Prime purpose in adopting these standards was to 
remove abuses practiced by a minority of advertisers; 
continued abuses might cause the Federal Reserve Board 
to further amend Regulation W with the effect of licens- 
ing advertising. Here are the voluntary standards: 

1. No advertiser shall make any statement about 
credit terms which is false or misleading or which 
tends to frustrate Regulation W. 

2. No advertiser shall make any offer or represen- 
tation which ‘states or implies that loan or credit terms 
are available, which in fact are not obtainable under 
Regulation W. 

3. No advertiser shall use any statement which states 
or implies that loan or credit terms, permitted by Reg- 
ulation W, under special circumstances or in limited 
cases only, are available generally. 

4. No advertisement shall be so constructed, typo- 
graphically or otherwise, as to create the impression 
that credit terms featured apply to all merchandise, 
loans, credit or services offered in the advertisement, 
when such is not the fact. 

5. No advertiser shall offer allowances or credits, in- 
cluding trade-in allowances, which are fictitious or 
exaggerated or in any way tend to mislead. 

6. When installment credit terms are advertised as 
specific amounts per week or per month, the adver- 
tiser shall refer to the fact that a down payment is re- 
quired, if such be the case. Note: It shall be deemed 
satisfactory, in complying with this standard, if an 
advertiser adopt any one of the following methods of 
compliance: Name the amount of the down payment 
specifically; name the percentage of down payment re- 
quired; state, without qualification, that a down pay- 
ment is required. 

7. When offers to lend money for the purchase of 
listed merchandise are advertised, the advertiser shall 
refer to the fact that such loans are limited to only a 
portion of the purchase price or to the purchase price 
after the down payment. 

8. No advertiser shall refer to an installment credit 
as a charge account. Installment credit is defined by 
Regulation W to mean “an extension of credit which the 
obligor undertakes to repay in two or more scheduled 
payments or as to which the obligor undertakes to make 
two or more scheduled payments or deposits usable to 
liquidate the credit, or which has a similar purpose or 
effect.” 

9. No advertiser shall employ the phrase ‘““No money 
down,” or its equivalent, in connection with a charge 
account. 


Ir you aRrE IN a section where there is an overabun- 
dance of corn this Fall, you might duplicate the atten- 
tion-getting display of a Buenos Aires store. To set off a 
window of handbags, the display head studded window 
props, sides and background with corn and _ then 
Sprayed them in wanted shades. 
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@ The clock in this attractive pen-equipped desk 
set has the ingenious "Pull Wind" patented mech- 


They’re New! 








@The "Locketag” 
sterling silver identi- 
fication bracelet, 
made by L. Cohen & 
Sons, 312 Fifth Ave., 
New York, opens to 
reveal a lover's keep- 
sake photograph. 
Suitable to be worn 
by men and women. 


anism. Made by Phinney-Walker Co., division 
of Semca Co., 30 Irving Place, New York. 


@ Bulova's new 17-jewel 
"Brewster model, cased in 
coral R.G.P., has an attrac- 
tive part-expansion brace- 
let. It retails for $45, tax inc. 


@ Invoking for aviators the aid of St. 
Joseph of Copertino, this medal is 
made in two sizes from bronze, silver 
and gold plate, sterling silver or gold 
and retails at $1 to $25 depending on 
size and material. The Whole World 
& Co., Inc., 104 E. 56th St., New York. 


@ Viking Craft's newest sterling silver 
brooch and matching earrings retail 
for $7 and $5 respectively, plus tax. 
Albert Horwig, 7! Nassau St., N. Y. 


@ Hand-made sterling silver earrings, 

set with various colored stones, to re- 

tail at $3.50. Kimler & Daniel, Inc., 
83 Canal St., New York. 


@ This smartly designed fob watch 

by Wyler Watch Agency, 630 Fifth 

Ave., is cased in 14 karat gold 

and trimmed with one diamond 
and five natural rubies. 


@ The new 3-minute "Time's Up" 

telephone sentinel, retailing at $3, 

is available from Fanny Morse, 
225 Fifth Ave., New York. 
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SETTING FOR 1942 







The Waldorf is looking forward to the week of August \ 
24, 1942. Monday morning of that week, the American 





National Retail Jewelers Association Convention 





opens here. Old friendships will be renewed, new ones 








made. Problems of mutual interest and national im- 


portance will be discussed . . . problems of conserving 





material and meeting wartime schedules. Remembering 







\ past successful ANRJA conventions, we hope that every 


member will attend this most important one of all. 






Waldorf-Astoria 


PARK AVENUE - 49TH FO SOTH = NEV FORA 
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THAT GIRL IN OVERALLS 
(From page 35) 


YOUR SCRAP 


WILL HELP PUT THE JAP 


of stock. Their tendency is to buy the set they like, 


behind the 


OLD GOLD, SILVER, etc. 


plays an important part. 
That is where you can be 
of service. Encourage 
people to bring in their 
old gold. 


The added effort, the extra 
dollar, the spirit, drive, en- 
thusiasm—thats what it 
takes to get the desired 
results. 


Ship your old gold to 


lJrecious 
CHICAGO 


E, &, CO. 


TON ST 





even though a piece or so may be missing, if they are 
assured that the pattern will be continued in the future 
so that they can fill in any missing pieces later on.” 

To analyze just who comprises this great number of 
women in industry who are so vital to the future of the 
retail jewelry trade, let’s check at the North American 
Aviation Co. plant at Inglewood, Cal. Women have 
been drawn into the aviation industry from all walks 
of life. There are former sports champions, waitresses, 
artists, office workers, interior decorators, housewives, 
singers, and no end of Hollywood extras. Miss Jerry 
Holden, pictured here, both at her machine and making 
a purchase in the Bassett store, comes from a well- 
known Santa Monica family. Several years in West 
Coast theatrical stock companies and as a Hollywood 
movie extra did not stop her from becoming a first-class 
drill press operator, with a man’s size paycheck coming 
to her weekly. 

The majority of women hired are unmarried, al- 
though North American Aviation Co. is giving prefer- 
ence to women whose husbands are in the military forces 
of the United States. A few of them have gone to train- 
ing schools to prepare themselves for their work, but 
for the most part they are being taught their jobs by 
the company’s in-plant program of 
working. 

The woman holding perhaps the most unique job of 
all is Elfie Hendricks, who operates an engraving ma- 
chine at the Inglewood plant. She is believed to be the 
only woman who operates one of these intricate devices. 

The Jerry Holdens, the Elfie Hendricks, and their 
thousands upon thousands of sisters who have donned 
overalls to help provide the vast flow of equipment 
needed for modern war are among your best prospective 
customers. Cultivate them. 


learning while 


GIVES WAR STAMPS AT QUIZ SHOW 
(From page 31) 


divided between the jewelry store and the theater. 

As a further tie-in, the jewelry store uses window 
display cards to call attention to the time and place of 
the contest and to the fact that 40 War Savings Stamps 
are awarded weekly. 

Besides appealing to contest-conscious youngsters, 
“Mac” interests sports-minded adults with a 12-inch fea- 
ture called “Your Column,” which runs each Monday 
and Friday on the sports page of the local daily news- 
paper and is open to any club or organization which is 
interested in promoting its athletic activities. 

Editing of the column is handled by Mr. McMullin 
and Larry Gail, a local wrestling promoter, and the cost 
of the twice-weekly columns is divided equally between 
the two men, amounting to about $10 a week for each. 

Except for the names of the sponsors, the column caf 
ries no advertising. In many instances persons submit 
ting news are given a credit line; among these have been 
the golf pro at the country club and the physical director 
of a local gymnasium. 
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NWJA CONVENTION 
(From page 39) 


reduction of the total volume. Silver is 
getting progressively scarcer because of 
its increasing consumption for the war 
and essential civilian industries, and it 
is possible that some form of priorities 
or allocations may be applied to this 
metal in the fairly near future. He told 
of the efforts of himself and his commit- 
tee to obtain a revision of the Treasury 
Department’s silver program, but as he 
jointed out, this matter is so heavily 
loaded with political angles that the out- 
come is utterly unpredictable. 

He concluded with the statement, 
heartily concurred in by the gathering, 
that the jewelry industry does not ex- 
pect any special consideration, but that 
it has a right to ask for careful and 
thorough consideration on the part of 
the governmental authorities before they 
take any drastic action and that no such 
action should be taken unless there is 
a compensating benefit to the war effort. 


OPA JEWELRY CHIEF HEARD 


One of the highlights of the conven- 
tion was the explanation presented by 
Floyd W. Leonard, chief of the Silver- 
ware and Jewelry Goods Section of 
O. P. A., who explained the reasoning 
that led to the adoption of the General 
Maximum Price Regulation and then 
went on to discuss the details of its 
application to the jewelry industry. 

Some control of this sort was essen- 
tial, Mr. Leonarl pointed out, because of 
the fact that the enormous growth in 
national income simultaneously with the 
decrease of available supply of civilian 


goods has left a huge excess of income 
which no merchandise is available to 
satisfy. Unless some means is put into 
effect to control this inflationary gap the 
inevitable result is competitive bidding 
on the part of consumers for the avail- 
able goods with a consequent upward 
spiral of inflation and its aftermath o/ 
years of economic distress which could 
throw all business out of gear for a gen- 
eration to come. 

At first, said Mr. Leonard, O. P. A. 
endeavored to meet the situation through 
special and individual price controls on 
certain basic key materials, but because 
the entire price structure is so closely 
tied together, only an all-over control 
of prices of all goods and service is ade- 
quate to meet the problem. Hence, the 
maximum price regulation which was 
promulgated on April 28. 

Highlights and details of the regula- 
tion as it applies to jewelry, and which 
have been set forth in detail in preced- 
ing issues of THe JeEweLeRs’ CrrcuLar- 
Keystone, were explained by Mr. Leon- 
ard, whose talk was concluded with a 
question-and-answer period, dealing with 
specific situations. 

The afternoon session was principally 
given over to a discussion of the meas- 
ures taken by the industry to safeguard 
its interest through the war _ period. 
Howard L. Carpenter, chairman of 
NWJA’s national defense committee, led 
off with an explanation of the work of 
his group, pointing out that, while 
jewelers must cooperate in the further- 
ing of the war drive, they also have a 
duty to themselves and to the industry 
at large to take all proper measures for 
its preservance. 

We are facing a serious crisis, Mr. 








Carpenter warned, and under present 
circumstances competition in the or- 
dinary manner must be forgotten. The 
job of the manufacturer, wholesaler and 
retailer today is to distribute the avail- 
able volume of goods as fairly as pos- 
sible, with the wholesalers acting as the 
“Service of Supply” which furnishes the 
materials to the retailers in the front 
trenches. The battle cannot be won by 
chiseling, mutiny or fighting in the 
ranks, but only by cooperation. 

Pinch-hitting for George A. Ingleby 
of the Hadley Co., Providence, chairman 
of the industry’s advisory committee of 
the New England Manufacturing Jewel- 
ers and Silversmiths Association, G. H. 
Neimeyer appeared again on the pro- 
gram to answer questions as to the 
activities of this group. 

It has been possible to fight only a 
rear guard delaying action, Mr. Nei- 
meyer said, because whenever there is 
a conflict between the jewelry and the 
war requirements obviously jewelry 
must give way. When it is a choice be- 
tween brass for shells and brass for 
jewelry, there can be only one answer. 
To a query from the audience as to 
whether there might be any possibility 
of obtaining a release of the idle silver 
in the Treasury’s hoard at West Point, 
Mr. Neimeyer re-emphasized the politi- 
cal difficulties involved and also pointed 
out that the Government today, wants 
not only materials, but also man power 
and manufacturing facilities, and conse- 
quently is not particularly disposed to 
make even non-critical materials avail- 
able to ordinary civilian use, because it 
means the use of machinery and equip- 
ment for other than war purposes. 

To a question as to the probabilities 
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for restriction or elimination of the 
making of karat gold, Mr. Neimeyer re- 
peated what he had said in the morning 
and went on to point out that, while the 
manufacturing jewelers could use for 
alloying such copper as they have on 
hand, provided their inventory was not 
excessive, the W. P. B. takes a rather 
strict view of what is a proper and 
normal inventory, and may recall stocks 
which it deems excessive. Jewelry man- 
ufacturing is not necessarily going to 
stop, but there is also no ground for 
undue optimism, Mr. Neimeyer con- 
cluded. 


BUSINESS CONTROL INEVITABLE 

“Legislation, Taxes and What, the 
Future Holds for Us” was discussed by 
A. Blustein, Washington, chairman of 
NWJA’s committee on federal legisla- 
tion and taxes. 

Like the previous speakers, Mr. Blu- 
stein emphasized that the attack on 
Pearl Harbor has changed every aspect 
of the lives of every American, and 
that today the war effort must take 
precedence over all else. 

Reviewing . the enormous demands 
upon the productive facilities, materials 
and man power of the nation—demands 
that are vast, even on the scale of our 
huge national resources—Mr. Blustein 
showed how such things as price ceilings 
and material restrictions are inevitable, 
and that all business can or should hope 
to do is to see that they are fairly and 
equably applied and that our industry 
is not unfairly penalized. 

The question really is, said Mr. Blu- 
stein, one of doing business under war 
time controls as against the impossibility 
of doing any business at all, if we lose 
the war. Therefore, it is necessary to 








take the long view and submit to the 
inevitable for the present, in the trust 
that the victorious conclusion of the 
war will make the immediate sacrifice 
worth the while. 

First of the association’s committees 
on various classes of goods to report 
was the one on jewelry merchandise, 
presented by A. C. Becken, Jr., of Chi- 
cago, as chairman. The great problem 
today, said Mr. Becken, is whether we 
can get enough merchandise to stay in 
business and whether such things as the 
tax burden and the obligation to pur- 
chase war bonds will stop the sale of 
goods. The latter question, he said, 
should not cause undue concern, because 
in England, where taxes even more 
severe than ours have been in effect for 
over two years, experience has shown 
that merchandise is still in good demand. 

Problems that have arisen between 
the wholesalers and various individual 
manufacturers were discussed by Mr. 
Becken, and remedies suggested. Under 
this heading he mentioned such things 
as occasional discrepancies between the 
terms offered by manufacturers’ sales- 
men and those shown on the invoice when 
the goods were shipped, and the need 
for complete impartiality when a manu- 
facturer stages or sponsors exhibits of 
merchandise in wholesalers’ showrooms. 

From the standpoint of service to 
retailers, Mr. Becken said that whole- 
salers today should urge their customers 
to get out of debt and not to incur un- 
duly heavy obligations. Both whole- 
salers and retailers alike may suffer 
operating losses because of the reduced 
volume on which to carry the overhead. 


Hence intelligent economy and efficient . 


management are needed. 








MATERIAL SHORTAGE FOR CLOCKS 


Reporting for the committee on clocks, 
A. C. Wallenstein, Cincinnati, Ohio, who 
substituted for Chairman Willard A. 
Phillips, of the committee, said that this 
committee had undertaken its task the 
past year with two primary objectives: 
1. The elimination of quantity discounts 
on sales of clocks; and, 2, to have manu- 
facturers include the excise tax in the 
selling price. The first had been ac- 
cepted without difficulty, he continued, 
but reported that little success had been 
had on the point of inclusion of the tax 
in the price tag. The material shortage 
has hit clocks severely. Wholesalers buy 
now on the basis of allotment with com- 
plete stoppage of manufacture in pros- 
pect for the very near future—a point 
which was confirmed by representatives 
of the several clock makers in attend- 
ance. 

For the material and supplies commit- 
tee, C. H. Gessler, Los Angeles, chair- 
man, talked of the very limited 
amounts available, with a consequent 
need for holding orders from customers 
to minimum size in order to make the in- 
ventory spread as far as possible. This 
in turn brings up the problem of the 
increased expense in handling a multi- 
plicity of small orders, and he recom- 
mended that price schedules be so 
revised that the charge for single units 
of an item will be higher than the rate 
per piece when bought by the dozen. 

Taking up the topic of American 
watches, J. T. Montgomery, Chicago, 
chairman of that committee, delivered 
an inspiring talk on the theme that, 
while the present situation made it diffi- 
cult to obtain anything like normal sup- 
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plies of American watches, wholesalers 
must remember that 1941 had been a 
banner year and that the profits from it 
were proving and should provide the 
means to help tide over present difficul- 
ties. 

The limited amounts available must be 
distributed with perfect equity from 
manufacturer to wholesaler and from 
wholesaler to retailer, Major Montgom- 
ery said, emphasizing that customers are 
fair-minded and reasonable so long as 
they are fairly treated and clearly shown 
the fairness of the treatment they are 
receiving. He coneluded with a rousing 
plea to attending wholesalers to keep on 
their toes and to hold their organizations 
together to be ready for the times fol- 
lowing the war when an alert, capable 
sales staff will again. be a necessity. 

Walter Mayer, Cincinnati, Ohio, chair- 
man of the silverware committee, re- 
viewed the problems involved in the 
manufacture and sale of silverware 
today with special emphasis upon plated 
goods, the use of base metals for which 
is now entirely stopped. Production 
even of sterling is meeting with diffi- 
culties that were not foreseen some 
months ago. The problem is to make 
available supplies stretch as far as pos- 
sible and to distribute them with the 
utmost fairness. 


URGES DIAMOND EMPHASIS 


For the diamond committee, Chair- 
man Harold Alberts, Boston, pointed out 
that diamonds differ from all other lines 
handled by the wholesaler in that they 
alone are plentiful and divert not one 
iota from the war effort. He suggested 


that greater attention to the merchan- - 


dising of diamonds might be one of the 
solutions to the problem of finding sales 
volume today, and recommended that 
jobbers who have not previously done 
so, give thought under present conditions 
to the development of a diamond de- 
partment. He reviewed the recent trends 
in the diamond market and cautioned his 
hearers against speculation, urging them 
to buy their stones on a basis of sound 
judgment and good business and not 
with an eye to speculative gains. 

Resolutions presented by Silas B. 
Reagan, Indianapolis, as chairman of 
the resolutions committee and unani- 
mously adopted by the convention, in- 
cluded expressions of esteem for the 
three members who had passed away 
since the preceding annual convention— 
George H. Edwards, Edwards, Ludwig 
& Fuller Co., Kansas City; Geo. Kleitz, 
Wilmington, Del., and W. F. Espey, 
Baldwin-Miller Co., Indianapolis. Thanks 
were voted to the officers of the associa- 
tion for their services of the past year, 
to the speakers at the convention, and 
G. H. Niemeyer for the work of the 
Jewelers Vigilance Committee, with 
whom all wholesalers were urged to co- 
operate. 

Another resolution requested the ad- 
visory committee of the New England 
Manufacturing Jewelers and_ Silver- 
smiths to ask manufacturers to take 
immediate steps to handle repairs on 
merchandise returned to them for that 
purpose; and the Jewelers Board of 
Trade was asked to check carefully the 
classification of all concerns listed as 
wholesalers in compiling its next edition 
of the directory to insure the correct- 
ness of such classifications. 

Officers for the ensuing year, all of 


whom were unanimously elected, are: 
President, Arthur P. Care, E. W. Rey- 
nolds Co., Los Angeles, Calif.; vice- 
presidents, H. Alberts, I. Alberts’ Sons, 
Inc., Boston, Mass.; Silas B. Reagan, 
Baldwin-Miller Co., Indianapolis, Ind.; 
R. Dix Edwards, Edwards-Ludwig-Ful- 
ler Jewelry Co., Kansas City, Mo.; 
treasurer, Joseph B. Bechtel, Jos. B. 
Bechtel & Co., Inc., Philadelphia; secre- 
tary, George A. Fernley; assistant secre- 
tary, H. R. Rinehart, Philadelphia. 
Named to the executive committee for 
terms expiring in 1944 were: B. W, 
Moyer, H. B. Hallett, W. G. Swartchild, 
Richard Alberts, Leon Angel, James H. 
Hetzel and Louis A. Gautherat. 


Excise Tax Revenue $4,625,161 


Again increasing but very slightly 
over receipts for the previous month, 
the Retailers’ Excise Tax on jewelry 
yielded $4,625,161 during May, based on 
April sales and collections. During the 
seven months the tax has been in opera- 
tion, a total revenue of $36,587,963 has 
been collected. 

The following comparison shows the 
month by month collections of the tax 
compared to customary monthly percent- 
ages of sales, and their totals: 
Customary 
Percentage 
of Year’s 
Total Sales 


Amount 
of Tax 
Collected 
$1,739,464.79 
.. 38,720,419.74 
. 9,3872,331.40 
8,283,693.40 
. 4,248,651.74 
4,598,241 .68 
4,625,160.90 


Month of Sale 
October 
November .. 
December 
January 
February 
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Udall & Ballou, New York City, $890,000. J. Brock, Elberton, 
Ga., $10,000. Henry Gordon, Lynn, Mass., $5,500. John 
Watty, Miami Beach, Fla., $22,000. J. B. Frontis, Clinton, 
S. C., $15,000. M. Levi, Jacksonville, Fla., $32,000, and 
others whose names we cannot disclose. 
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TRADE CONTROL IN CANADA 
(From page 37) 


table of prices a small retailer whose knowledge of dia- 
monds is not too expert can check if the diamonds he is 
buying are being offered at the right prices. If he feels 
dissatisfied he can complain to the Wartime Prices and 
Trade Board, and the diamond merchant will have to 
prove his prices within the ceilings set. 

Another example of how price ceiling regulations are 
helping the retail merchant is in the matter of watches. 
A necessity, not a luxury, watches are largely imported 
into Canada. Prices have increased, yet the retailer may 
not increase his price. The increases can be carried 
by the wholesaler or importer alone, or be met in part 
by a government subsidy on essential commodities. So 
far few subsidies have been paid on watches, the im- 
porter largely bearing the increased cost. He may 
not increase his price to the retailer. As a result fancy 
watch boxes will shortly be replaced by cardboard 
boxes, which saving is expected to be passed on to the 
retailer. New watch designs have to be approved by 
the Jewelry Administrator of the Wartime Prices and 
Trade Board, Herman Levy of Levy Bros. Limited. 
Hamilton, Ont., under whom R. E. Day of Bulova 
Watch Co. Limited, Toronto, serves as administrator 
for watches. Incidentally, Canadian jewelers are find- 
ing it increasingly difficult to find watch repair spe 
cialists, as most have gone into the armed services on 
instrument work. 
towns have closed up their business and joined the 
Royal Canadian Air Force or other services to work on 


Thus many retail jewelers in small 


repairing fine instruments. Watch repairs in most 
jewelry stores are weeks behind the demand. 

With the price ceilings also set on rents, jewelry 
stores in the Dominion are also assured of no increases 
there due to better business. Rental regulations are 
strict and the landlord must show real need for altera- 
tions to increase rentals, while at least three months 
notice is required to move a tenant in case a building 
is sold and the store needed by the new owner. 

Canadian jewelers are not faced with increased wages 
under the wage ceiling which has been set by the War 
time Prices and Trade Board. No increases may be 
made as of November 6, 1941, except as responsibility 
is increased or a promotion to a more important post is 
made. This applies to sales staffs, all other help, and 
executives. A cost-of-living bonus must be paid to all 
employees, based on the government’s figure as to the 
increase in the cost of living index. With the index 
having levellel off since the price ceilings went into 
operation, the cost of. living bonus has remained that set 
prior to the inauguration of price ceilings. 

New regulations are constantly being added to those 
issued by the Wartime Prices and Trade Board’s 
Jewelry Administrator, to overcome general or specific 
cases of contravention or where loopholes exist in the 
proper carrying out of the regulations. Thus, for in- 
stance, the administrator can force supply where it 
found a manufacturer or importer has stock but refuses 
to sell at ceiling prices to a large buyer who has in the 
past received special discounts which set his ceiling 
price lower than of a smaller buyer. Generally speak- 
ing retailers can buy on a proportionate basis to their 
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previous yearly purchases, depending on the amount of 
merchandise available at the wholesaler, importer or 
manufacturer. With a day to day check on imports, the 
jewelry administrator can keep in touch with all phases 
of the trade, can if necessary close out or padlock sup- 
pliers not cooperating. For the administrator the retail 
storekeeper is the local policeman on the beat. 


"FRILLS" ELIMINATED TO CUT COSTS 


Approval sales and exchange ofi articles made to order 
are also out in an effort by the Wartime Prices and 
Trade Board to eliminate unnecessary costs of produc- 
tion and distribution. Exchanges and refunds in all 
business are limited to within six days of time of pur- 
chase. Customers accustomed to have silverware and 
other merchandise sent out on approval are no longer 
able to have this service, nor may a store pick up any 
merchandise from a customer unless it is defective or 
has been delivered to a wrong address. Even on boxing 
and wrapping of jewelry the Wartime Prices and Trade 
Board has appealed to jewelers to conserve materials. 
and fancy boxes are out, even wrapping being eliminated 
wherever possible. But as one large jeweler stated, “‘it 
is hard to send a wedding present out unwrapped, and 
we are allowed some leeway there.” Incidentally, no 
merchandise under $1 in value may be delivered today 
in Canada. 

These and other frills of the jewelry trade are being 
eliminated on the instructions of the Division of Sim- 
plified Practice of the Wartime Prices and Trade 
Board. This division works with members of the in- 
dustry as well as the Board’s administrators, to develop 


suggestions to eliminate overhead costs to enable re- 
tailers to stay within the price ceiling regulations and 
still stay in business. The division looks at every sug- 
gestion from the standpoint of resultant economy in 
production, distribution or marketing. 


“WHOLESALE-RETAILING” ELIMINATED 


But the regulation which pleases most retail jewelers 
is that which puts “I can get it wholesale” out of the 
dictionary for the consumer. This short-circuiting is 
banned in the dominion insofar as the private individual 
is concerned, another step to help retailers overcome 
some of their increased costs. Canadian jewelers have 
for years been endeavoring to have this evil eradicated. 
Now the government as a war measure has stepped in 
and stopped the practice. 


AN EFFECTIVE PATRIOTIC DISPLAY 


Here’s A SIMPLE but usable idea for dressing up your 
presentations of patriotic paraphernalia. Just set a bou- 
quet in a corner of your window after you attach stars 
each made of either deep red or blue to stark white 
stems for a patriotic spread. Properly done, the stars 
look like flowers. Use the prop to honor the War and 
Navy on their birthday—Aug. 7. Congress authorized 
them in 1789. Also, use it to dress up a display of 
American and Allied motifs for “Atlantic Charter—4 
Freedoms Day.” The date has been variously given as 
Aug. 9—when Roosevelt and Churchill met at sea in 
1941—and as Aug. 18; better watch your newspaper 
for the exact time. 
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These decorative modern horses make soignee bookends or 
mantel decorations and are fine polished quality crystal. 
112" high and retailing at $6 per pair, they are brand 
new offerings by Lyda Norton, 225 5th Ave., New York. 


Qos control, the concise diagnosis of your busi- 
ness activity from week to week, is a factor of 
paramount importance in the successful operation of a 
giftwares department. The necessity of carrying diver- 
sified gift merchandise makes it imperative that a fool- 
proof system of some kind be installed which will en- 
able the jeweler to tell at a glance what items are mov- 
ing and which slow numbers should be immediately 
discontinued. The frailty of human memory is almost 
a certain guarantee that purely visual stock control will 
prove a disastrous boomerang. 

With a minimum of effort, a consistent method of 
stock control will be an effective guide in keeping your 
staple stock to a practical minimum, in line with the 
inventory regulations likely to be promulgated by the 
Government. 

The procedure of installing an adequate system of 
this type is extremely simple. Secure a loose-leaf note- 
book containing regulation stock control sheets. Allot 
one or more pages to each gift manufacturer and then 
list every item ordered from that factory with the cost 
price and retail price in adjoining columns. In your 
ruled off squares, note the number of pieces on hand 
and how many are on order. It is then an easy matter 
to set aside a specific day for your regular check-up of 
each line carried in stock. 

It is often a wise procedure to delegate the task of 
checking various lines to your sales force. In this way 
an active interest can be stimulated which will foster a 
healthy rivalry among them in devising methods of 
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Stock Control Is 
Vital Key to 


Giftwares Suceess 


by VINCENT S, LIPPE, JR. 


These 6" glass blocks are excellent sellers due to their wide 
variety of uses. Priced at $7.20 per doz. wholesale, minimum 
order one doz. Glass block banks are also available at the 
same price from H. H. Turchin Co., 230 5th Ave., New York. 


Chinese brass ashtray features a hard enamel medallion 
decoration in assorted colors at $7.20 per doz. 5!/2" overall, 
it is stocked by Cathay Crafts Corp., 225 5th Ave, New York. 
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Here's the Solution to Your 
Gift Department Problem 


IMPERIAL 
J 4] 
Cape Cop mace CRYSTAL 


Imperial “Cape Cod” Crystal is popular—and it is profitable! It is 
backed by a national advertising campaign in these magazines: Ladies’ 
Home Journal, Better Homes and Gardens, House and Garden, House 
Beautiful, House Beautiful’s Guide for the Bride, Mademoiselle, and 
Sunset. Imperial “Cape Cod” Crystal is always open stock—in a com- 
plete choice of more than 100 pieces. So investigate Imperial “Cape 
Cod” Crystal today as the solution to your gift department problem. 
















For Catalog and Price List, Address: 
DEPARTMENT "J" 


IMPERIAL GLASS CORPORATION 
' BELLAIRE, OHIO 
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Highly polished cranberry and crystal candy box 
measures 7" in diameter and is excellently priced at 
$6.60 per doz. wholesale. Immediate delivery of one 
doz. minimum from Rubel & Fenton, 225 5th Ave., N. Y. 


sales promotion for lines under their individual control. 

It is a common but grave business error to neglect 
reordering a fast-moving line simply because you are 
not aware that the stock is running low. Above all, 
when informed by your stock control of the success- 
ful acceptance of various items, send in your reorders 
to the manufacturer immediately. It is foolhardy to 
wait for the salesman to call and check his line. This 
laxity often goes hand in hand with permitting the 
salesman to make out your order. Though he will most 
often act in complete good faith, it is an accepted fact 
that salable merchandise in one section will not always 
appeal to customers in a neighboring town. 

Therefor, let a careful stock control system be your 
indisputable guide to prevent injudicious reorders of 
slow items as well as underbuying of good numbers. A 
reduction of 30 per cent to 40 per cent in your staple 
stock can be the highly satisfactory result of installing 
this automatic control. 


The four seasons are depicted by these exquisite por- 
celain figures for table or occasional decoration. Fin- 
ished in bisque with gold trim, they are products of the 
famed Vista Alegra factory in Portugal and retail at 
$50 per set. Shown by Charles Hall, Inc., 3 E. 40th 
St., New York. Catalog. 


Both new and un- 
usual, these vari- 
colored handblown 
glass pieces ara 
set on filigree 
metal bases to 
form night lamps 
or casual decora- 
tive pieces. Whole- 
sale: paperweight 
$2.75, perfume 
bottle $2.75 and 
vase $1.25. Shown 
by Koscherak Bros., 
129 5th Ave., N. Y. 


Distinctive smoking accessories 
in fine translucent china from 
the extensive Kaolena line. 
Scalloped cigarette box retails 
at $5; ashtray $2 and the 
matching lighter $1.50. Pro- 
fusely illustrated catalog of the 
complete line will be sent by 
Mary Ryan, 225 5th Ave., N. Y. 


10-pc. miniature tea set 
of fine translucent china 
is decorated with gold 
in America and __retail- 
ing for $5. 3" teapot 
shows relative height of 
pieces. Full-size line of 
gold china ware is also 
available from Levy 
Bros. China Co., 79-83 
5th Ave., New York. 
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Flowers in all their 
natural beauty, 
accented by fine 
gold lines, decor- 
ate these Helsinki 
china tea cups 
and saucers of 
purest white trans- 
lucent china. Set 
of eight retails for 
$5.50. From Fin- 
land Ceramics & 
Glass Corp., 225 
5th Ave., New 
York. Catalog, 
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He. your finest opportunity to see the new items, materials and redesigned lines. 
And because these exhibits are the manufacturer’s most efficient method of showing 
his line you'll find the shows of normal size. Those few who have withdrawn for the 
duration have been replaced by other interesting and saleable lines of non-critical 


i! ‘ae 





materials. 


Be an informed retailer who is meeting 1942’s challenge by an awareness of today’s 
new customers and the new goods to brighten their homes. Shop the show most con- 
venient to you and condense your buying into a single, profitable trip. 


Directed by George F. Little Management, Inc., 220 Fifth Avenue, New York 
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OTPOURRI ... at 225 Fifth Ave., New York. 

Charlie Berman, of Sun Glo Studios, has joined the 
W. P. B. as a technical consultant for the duration. . 
Jack Orenstein, president of Everlast, left for the West 
Coast shortly after ironing out details.of the new de- 
fense contract which his metal factory recently received 
. . . Claude Sperling has created a volume item in glass 
which should prove a Christmas sensation. It will be 
shown for the first time at the Ambassador China & 
Glass Show in Atlantic City and later at the forthcom- 
ing gift shows . . . Lenart Import, Ltd., is showing in 
Room 541 an unusual new line of quality leather which 
includes address, telephone and memo books, desk sets, 
humidors, smoking units and striking quilted leather 
wastebaskets .. . In addition to the well-known Sochard 
line of clocks, Fanny Morse is now showing a smart 
sterling silver container for extra sugar and a miniature 
sterling and crystal hour glass to aid in timing phone 
conversations . . . Finland Ceramics & Glass Corp. has 
just issued a folder illustrating the newest pattern in 
Helsinki, China . . . Dick Hall, of The Hall Co., was 
called to the Army Reserves several weeks ago but 
will continue as active head of his concern . .. Mary 
Ryan’s new brochure of Kaolena china accessories is 
now off the press. 


WHILE THE CURTAILMENT of all but precious metals 
is expected to bring about some changes in the char- 
acter of merchandise to be shown at the gift shows this 
summer, it is not expected to affect the size, extent or 
variety of these important market places. Both the 
Chicago and New York gift shows will be of normal 
size this summer, according to George F. Little, who 
conducts these two leading exhibits. 

* * * 


ASIDE FROM A FEW COMPANIES who will be selling 
from stock on hand, there will be a noticeable absence 
of giftwares made wholly or partially of metal. On 
the other hand, there will be a marked increase in the 
goods produced from other materials. Because a buyer 
may see so many lines at one time and at one place. the 
attendance at all shows is expected to run well above 
normal. Buyers will do less travelling this fall and will 
naturally go where the greatest number of lines are dis- 
played. Advance reports indicate that many jewelers 
are planning to attend the summer gift shows to con- 
sider stocking merchandise to replace restricted items. 
This should bring about a further increase in attend- 
ance at these shows. 

* * * 
Schedule of Summer Gift Shows 


California Gift & Art Show, July 26-31, Biltmore Hotel, Los 
Angeles. 

Chicago Gift Show, August 3-14, Palmer House, Chicago. 

Merchandise Mart Gift Show, Aug. 3-15, Chicago. 

Allied Gift Show, August 23-30, Adolphus Hotel, Dallas. 

New York Gift Show, August 24-28, Hotel Pennsylvania, New York. 

Boston Gift Show, Sept. 14-18, Hotel Statler, Boston. 

Philadelphia Gift Show, Sept. 28 to Oct. 2. 





SEE OUR INTERESTING DISPLAYS 
oe ot 
NEW YORK GIFT SHOW Hotel Pennsylvania 


. and in our permanent New York Show Room 
HOUSEWARES SHOW Atlantic City Auditorium 
CHICAGO GIFT SHOW Room 851, Palmer House 


. and in our permanent Chicago Show Room 


ROBT. P. PIERCE ASSOCIATES, 1532 Mdse. Mart 


BOOK ENDS = BLOCK VASES 
TABLE ARRANGEMENTS 
DECOR in CARRARA 


H.H.TURCHIN CO 


230 FIFTH AVENUE NEW YORK CITY 
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Now, more than ever, ‘The Merchandise Mart proves its 
vital value to buyers, merchandise managers, store owners. The 
nation’s leading sources of giftwares and allied lines, whose 
exhibits are concentrated here, have been inspired by current 
regulations, instead of hampered by them. Here you will see 
ingenuity in designing, clever adaptation of available materials, 
and salability to fit America’s new wants and needs. It’s the 


merchandise you need for volume and profits next Fall and Winter. 


GIFT SHOW 
and 
CHINA, GLASSWARE & POTTERY MARKET 


August 5rd to 15th 


All Under One Roof— 
1958 Home Furnishings Lines ws 





Toe Mercuannoise Mart 


THE BUYING CAPITOL OF THE NATION +- WELLS STREET AT THE RIVER 


CHICAGO 
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Che Lunning Collection 
OF 


STEMWARE 
ANA... 
Earthenware, China, 
Spode F L 0 R F N c F Lamps, Enamelware, 

Bronze, Pewter, Crystal 
The fortunate bride who receives and Woods .. . all, very 


Spode dinnerware is always a prospect fine examples of Amer- 


for additions to her set. ican Craftsmanship in | 
Sole Ageats and Wholesale Distributors America.Write for details. LEATHER 


COPELAND & THOMPSON, INC., 206 Fifth Ave., New York Fi unning Juc 
667 Fifth Avenue, New York 
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READY CASH: 


Ww SHIVER DIAMONDS 
AND JEWELRY ~- 





ERE’S a way to get faster inventory 
turn-over. Send us all your odds and 
ends in silver, diamonds and jewelry. We 
have a ready market for practically every 
one of these items. Being one of the larg- 
est dealers of used silver in the world we 
can pay you high prices for solid silver, 
flat-and hollow ware, active and obsolete, 
new and used. We will mail you our check 
same day shipment is received. Your goods 
are held intact, awaiting your decision. 
Should you want shipment returned, we 
5" Snail Shell Feet insure it and pay transportation charges. 
7" Snail Shell Feet You may be certain of our prompt atten- 
. Dolphin Feet tion always. 


JULIUS GOODMAN JOSEPH A. GOODMAN 


Julius GOODMAN « son 


77 MADISON AVE. @ MEMPHIS. TENN. 
D hone 225 FIFTH AVENUE We have been established 78 years. We cooperate 


AT TWENTY-SIXTH STREET with jewelers wishing obsolete and inactive patterns. 


LExington 2-2524 NEW YORK CITY. 
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IDEAS... 
a 

y YOU'RE AN ALERT jeweler you've already discovered 
l there’s revenue in a complete line of small leather 
goods with insignias of the services—Navy, Marine, 
Army, Air Corps, Infantry. There’s further profit in 
facsimile signatures to be attached thereto. Mark Cross, 
New York City, advertises, “Just give us a sample of 
his signature .% . we'll cut it in gold, and apply it—.” 
The store charges $12 for 14-K gold signature; $7.50 
for gold-filled john henryS. 

* * * 

ApRoPOs LEATHER Goops—next time you feature your 
handsewn bags or luggage, why don’t you spot a big 
hand holding a jumbo needle in your window? Let the 
leather thread or other thread flow through the needle’s 
eye from an expanse of leather on which have already 
been sewed the words, “Bags stitched by hand.” You'll 
be tying in with the trend toward appreciation of the 
finer things in life. 

* * * 

RECREATION EXPERTS expect more and more people 
to turn to quiet hobbies now that speedy self-escape is 
practically impossible. Are you catering to hobby riders? 
Stamp collectors, for instance? They need materials 
sold in a jewelry store: pens, pencils, scissors, port- 
folios, magnifying glasses, stamp holders, etc. You 
might inaugurate your hobby department with a con- 
test to unearth the oldest or most valuable stamp in 
your community for July 26. That’s the anniversary 
of the setting up of the postal system in 1775. 

* * * 


STERLING SILVER—how would you like to sell more of 
it? Macy’s, New York, reach budgeteers hankering for 
sterling by suggesting that brides go on their 
you-go-starter-way.” 


““pay-as- 
Macy’s advertised its version of 
the place setting plan: 
one, or two. 


“Just buy a place setting for 
Then, each month or so, we'll speed another 
setting to your door. Before your first anniversary, 
you'll own a complete sterling service for twelve!’ Place 
setting includes dinner knife, dinner fork, salad fork, 
butter spreader, heavy teaspoon and soup spoon. For 
those who consider such a take-off too ambitious, Macy’s 
recommends starting with one sterling teaspoon, as low 
as 94 cents, and ending up with a dozen by the year’s 
end, through the same pay-as-you-go plan. 

* * 


Many a community “‘ain’t what she used to be.” Are 
you keeping an eye on changes in the complexion in 
your community? A search may reveal a city within a 
city—the one you have always known and a new one 
made up of new defense plant workers, service men, 
etc. This is your new public—it will furnish plenty of 
new business volume IF you find out what the new 
segment is and appeal to it. 

* * * 

Herr’s a NEW IDEA: Suggest showers of gifts to boys 
in service for their birthdays. The jeweler is to be the 
go-between for all givers because he promises to send 
all off at the same time in plenty of time for the indi- 
vidual’s big day. 
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ifs of “Distinction 





CHINA DECORATIVE ACCESSORIES 
No. 2/17-25c VANITY SET 3 pe. No. 2/20-21B CIGARETTE SET 2 pe 
Gold on white or coral....... $7.75 white with flowers and gold, set.$3.50 
No. 1/17 CACHEPOT, ht. 6%”. Set items sold separately in various 
Jade or salmon decor.....ea. $3.00 colors and decors. 





CERAMIC FIGURINES 


No. —— GARDEN SUBJECT No. — BLUE BOY & DUCHESS 
SL Ge” Saver casavascs pr. $6.00 a ate es oe ee pr. $7.50 
No. 34/86A HARP GROUP ea. 7.50 Rich nemdpainten color and or decors. 

No. 34/86B PIANO GROUP ea. 7.50 in traditional style. 





DECORATIVE GLASSWARE 
No. 31/16 CRYSTAL SWAN No. 115/38 COV’D COMPORT, Ruby 
ht. 1 


eau aed eexda ea. $6.25 “Egermann’’ reprod. .....ea. $3.75 
No. 56/122 VASE. white overlay No. 120/11 VASE, 10” Ruby with 
nacodau ces ea. 3.50 hand enamelled flowers...ea. 3 


handpainted 





“DRINKING SPECIALTIES 


No. 115/17 DECANTER, Ruby No. ot Fa “HI-HAT” COCKTAIL 


“Egermann” reprod....... ea. $6.00 S colem, Spe. O06... ccc cees $3.25 
No. 115/16 HIBALL 14 oz. dz. 10.80 No. 115/25 HIBALL 14 oz. gold 
_ ct ——— 8 colors, etched Thistle. doz......... 12.50 

Wiha Seawe wees 3.00 No. 115/24 DECANTER, gold 
No, aaa wieToRY” Hiball pe etched Thistle, ea. ........ 2.75 
All prices net. Special prices for quantities. . 


Every item exclusive with Koscherak, made in America. 
Send for catalog showing hundreds of other new gifts. 


KOSCHERAK BROS., INC. "szw'%as** 
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greetings 


NATIONAL ASSOCIATION 
OF CREDIT JEWELERS. 
welcome to 


| 


| 


TT 
A 


CONVENTION | HW | Pea RATES: 
July 26-29 eae oe From $2.75 to $3.30 
inclusive ot CP $3.85 — $4.40 

The Hotel Sherman is indeed appreciative of the honor 
of being chosen as the host hotel for the joint convention 
of the Associations. Every effort will be made to assure 
your complete comfort and entertainment while you 
are in Chicago. 








be sure to visit the 


college inn 


with its great parade of swing kings 
* duke ellington * charlie spivak 


* jimmy dorsey 
playing in the 
bamboo room and panther room 


no cover charge in either room 


you will also enjoy the celtic cafe and dome cocktail lounge 


Randolph, Clark, Lake and La Salle Streets 


chicago 


drive your car right into the hotel 
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OPA Defines “a Precious Stone” 


Any Ruby, Sapphire, Emerald 

Or Natural Pearl Is "Precious"; 

So Is Diamond Over One Carat 
“How does OPA define a precious 


stone?” jewelers have pondered 
ever since April 28 when the Gen- 
eral Price Regulation 
exempted stones” from 
the maximum price provisions that 


and 


wholesalers’ sales on May 11 and 


Maximum 
“precious 


took effect for manufacturers’ 


for retailers’ sales one week later. 


They got the answer June 16 from 
Floyd Leonard, chief of the Silverware 
and Jewelry Goods Unit of OPA, who 
spoke before 500 retail, wholesale and 
manufacturing jewelers from Western 
Pennsylvania, West Virginia and East- 
ern Ohio at the Pittsburgh Chamber of 
Commerce Auditorium. 

A precious stone, according to OPA 
definition, is: 

(1) Any ruby, any sapphire, any em- 
erald or any natural pearl. 

(2) Any diamond weighing more than 
1.00 carat. (In order to be considered 
a precious stone for exemption from the 
General Maximum Price Regulation, a 
diamond must weigh more than one 
carat; if it weighs less than one carat 
or exactly one carat it is subject to price 
ceiling. ) 

(3) Any semi-precious stone after sale 
by the cutter when the cutter has re- 
ceived more than $100 for sale of the 
stone. 

(4) Two or more diamonds, with an 
aggregate weight of 1.50 carats, set in 
one mounting. 

For the purpose of the regulation, the 
“precious stone” exemption includes any 
mounting in which one or more precious 
stones as above defined are set. Neither 
synthetic stones nor cultured pearls are 
considered “precious.” 

Under this definition, diamond jewelry 
cannot be sold above the March, 1942, 
ceiling unless it contains a diamond 
weighing more than one carat or two or 
more diamonds weighing a carat and a 
half or more together; however jewelry 
set with a natural ruby, sapphire, emer- 
ald or pearl of any size, or set with a 
Semi-precious stone for which it can 
be shown the cutter obtained more than 
$100 is exempt from price regulation. 

Naturally, jewelry set with an emer- 
ald, a ruby, a sapphire or a natural pearl 
of any size whatsoever will not be sub- 
Ject to the price ceiling and need not be 
listed in the Maximum Price List re- 
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quired after July 1. Neither will any 
jewelry set with one diamond weighing 
more than one carat or with two or more 
diamonds with a combined weight of one 
and a half carats or more. 

Most retail jewelers will find the great 
majority of their stone-set goods subject 
to the regulation; where it is open to 
question whether the cutter received 
more than $100 for the semi-precious 
stone in question, the retailer may be 
able to get information from the manu- 
facturer or wholesaler from whom he 
bought the gem or the gem-set article 
or jewelry. When stones have been cut 
abroad, importers’ invoices may eventu- 
ally have to be consulted. But it would 
seem difficult or impossible, in the case 
of some exceptionally large and fine 
semi-precious heirloom gem that a jew- 
eler purchases and resells, for the 
jeweler to determine whether the cutter 
(who knows when or where?) obtained 





$100 when he originally sold the stone. 

“The jewelery industry is interested 
in controlling the value of the dollar,” 
Mr. Leonard told the big Pittsburgh 
meeting, at which Leonard D. Helfer, 
president of the Retail Jewelers Asso- 
ciation of Western Pennsylvania, pre- 
sided. “Several weeks have elapsed since 
the regulation and only recently was the 
definition of precious stones released. 
We tried to write it so that the truly 
precious stone—the collector’s item— 
would be excluded from the regulation, 
and so that no undue hardship would be 
inflicted upon the jewelry industry.” 

The new definition of a precious stone 
replaces the tentative definition previ- 
ously published in these columns. Under 
the informal] definition first given out and 
now replaced, mounted goods would be 
exempt only if manufactured as one-of- 
a-kind and predominantly valued for 
their precious stone content. 


Leonard Answers Questions from Floor at Pittsburgh Meeting 


In a question-and-answer period, Mr. 
Leonard gave the following additional 
information: 

Q. How is it possible to establish a 
ceiling price on a diamond when no two 
people can agree as to its value or 
quality? A. OPA, in defining precious 
stones, specifically shied away from 
quality and value, and used only carat 
weight. You, as a dealer, know what 
you sold a particular ring for during 
March, 1942. 

Q. Is a one-carat diamond regarded 
as a precious stone under the definition? 
A. The diamond must be over one carat 
before it can be considered a precious 
stone. 

Q. Is a pair of earrings, each con- 
taining an .80 diamond, exempt from 
the regulation? A. Yes; since earrings 
are sold in a set and the total weight 
of the two diamonds would be 1.60 car- 
ats, this would bring the aggregate 
weight of the diamonds to more than 
1.50 carats and therefore the earrings 
would be exempt. 

Q. Does a perpetual inventory showing 
identification and sale price during 
March of each item in stock during 
March, 1942, consecutively numbered, 
suffice as a base period record as re- 
quired by section 11 of the regulation? 
A. From OPA’s standpoint it is the 
best record as to what you sold that 
item for during March. However, if 
your cost prices are also shown, it is 
rather doubtful whether you would want 
to use that as your base period record, 
since any person can ask to see your 
base period records during business 
hours, and you certainly would not want 
to show a customer or competitor your 


cost prices. If you can in some way 
cover up your cost so that it will not be 
shown, such record would be the best 
you could possibly have. 

Q. Will it be necessary to keep a de- 
tailed description of each ring sold or 
offered for sale during March, 1942? 
A. No. Your stock number or manu- 
facturer’s number is sufficient descrip- 
tion. 


FILE “COST-OF-LIVING” PRICES 


Q. Is it necessary by July 1, 1942, 
to send in a list of ceiling prices of 
every article in a jewelry store, includ- 
ing repair work? A. Definitely not. 
The only list that is filed with your War 
Price and Rationing Board is that. show- 
ing the ceiling prices of cost-of-living 
commodities. (A model form for such 
list was published in JC-K last month.) 

Q. What items are usually handled in 
a jewelry store that would be consid- 
ered cost-of-living items? A. Radios 
and phonographs; vacuum cleaners and 
carpet sweepers; small appliances: 
irons, toasters, glass coffee makers and 
mixers, floor lamps and bridge lamps, 
light bulbs, china and pottery tableware 
(in sets only). 

Q. Do watch repairs come under the 
maximum price regulation? <A. OPA 
has given much thought to this prob- 
lem and has decided that each indi- 
vidual jeweler knows what he charged 
in March for a particular job, and he 
therefore should be able to establish 
a ceiling price for repairs and charge 
no more than he did during the March 
base period. Therefore, watch repairing 
does come under the regulation. 

Q. May a manufacturer increase the 
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sale price of an article beyond the price 
for which he sold it during March, 1942, 
if the cost of manufacture has increased 
30 per cent because of higher wages? 
A. No. The regulation specifically 
states that the manufacturer cannot in- 
crease his eost beyond that of March, 
1942. However, there is also a provi- 
sion in the regulation under section 18, 
which would give such a manufacturer 
a right to apply to OPA for relief. 

Q. In the manufacture of rings where 
the stones differ in size and the rings 
come out heavier, is it justifiable to raise 
the price over the March ceiling? A. It 
depends on how much greater the size 
of the stone is. Your judgment in that 
case would have to prevail. If you have 
a .05 stone and put in an .08 stone, such 
ring would be a different item and the 
price for it would be increased. If the 





ring only comes out heavier, then since 
the manufacturer usually makes v1 a 
set, the average would have to be taken, 
and the price could not be raised. If 
they are intentionally made heavier, then 
they become a new item and the price 
could be raised. 

Q. Is it justifiable to raise the price 
of rings if stones cost much more than 
those used in March? A. No. The cost 
does not govern. However, if the sale 
of such rings at the March price would 
cause you undue hardship, you may ap- 
ply for relief under section 18 (a). 

Q. Does the regulation affect special 
orders—that is, creating a new piece of 
jewelry from a customer’s stone? A. 
There has been no official ruling on this 
yet. However, and this is very unoff- 
cial, we believe OPA will rule that spe- 
cial orders are objects of art. 


Optical Goods Under Ceiling; Other Questions Answered 


The following rulings, including some 
asked by JC-K, were issued last month 
by other OPA executives: 

Q. Are prices of commodities sold or 
services supplied by opticians, optome- 
trists and oculists covered by the Gen- 
eral Price Regulation? A. An optician 
who makes or sells eye glasses, lenses, 
and similar articles, pursuant to pre- 
scriptions supplied by others, is selling a 
commodity, and his prices are controlled, 
including any price he may separately 
charge for any service rendered in con- 
nection with sale of such articles. Like- 
wise an optometrist who, whether a 
physician or not, examines eyes and fills 
prescriptions for glasses, is selling a 
commodity, the price of which is con- 
trolled by the Regulation, and any ser- 
vices performed by him in connection 
with the sale are covered by the Price 
Regulation. On the other hand, the 
services of an oculist, who is a physician 
and who, in his professional capacity, 
does not sell glasses, are not subject to 
the Regulation. His services are specifi- 
cally exempted as “professional ser- 
vices. 

Q. Can a store start making a small 
charge for a gift packaging service, for- 
merly supplied without charge? A. No. 


CAN ADD SERVICE CHARGE 


Q. A retailer formerly sold clothing 
on 30 days credit, and charged no inter- 
est on the account, whether it was paid 
in that time or not. Federal Reserve 
credit regulations now require that un- 
paid balance be transferred after 30 
days to installment account. The re- 
tailer now desires to add 6 per cent 
interest to the unpaid balance, after 30 
days, when it is transferred to the in- 
stallment plan. Is this a violation of the 
General Maximum Price Regulation? 
A. Neo. 

Q. Are religious articles like crucifixes, 
rosaries, statues, religious pictures, 
prayer books, etc., exempted from price 
control? A. Bibles and prayer books 
are books, and therefore exempt as such. 
Crucifixes and rosaries are covered by 
price control, unless they are excepted 
as antiques. Religious statues and paint- 
ings are exempt if they are original and 
unique sculptures or paintings. 

Q. Are Indian silver and turquoise 
jewelry “objects of art” exempt from 
the General Price Regulation? A. No. 
The phrase “objects of art” covers ar- 
ticles of the same general class and 
character as “paintings, etchings and 
sculptures.” To be an object of art an 
article must be the product of an indi- 
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vidual’s skill and unique in the sense 
that it is not identical with any other 
artistic product. Handicraft articles 
are not excluded from control by the 
Regulation, nor is jewelry. 

Q. Are hand carved wooden animals, 
brass and china vases, small elephants, 
dogs, etc., made mostly of china and 


-poreelain, exempt as “objects of art?” 


A. No. 
Q. Can an item which was sold in 
March, 1942, be dropped now and rein- 


stated next fall at a higher price? A. No.. 


The seller’s March maximum for this 
item will remain its ceiling price. 

Q. Where a seller, in March, had the 
practice of giving free repair service 
and replacement of defective parts for 
a certain period after the sale, may the 
length of the period for free service or 
free replacements or both, be reduced 
without diminishing the prices? A. The 
period for either the free service, or the 
free replacements, or both, may not be 
reduced without proportionately reduc- 
ing the price. 

Q. Is second-hand merchandise cov- 
ered by the General Maximum Price 
Regulation? A. Yes, except when such 
merchandise is among the items specific- 
ally excluded from the regulation. 

Q. If a manufacturer or retailer in- 
cluded a tarnish-proof chest, without 
additional charge, in connection with 
the sale of silver flatware of a certain 
number of pieces or above a certain num- 
ber of dollars, and did so consistently 
during March, is he obliged to maintain 
the same practice? A. He must con- 
tinue to furnish the chest without addi- 
tional charge at a price for the total 
service of flatware no higher than the 
highest price which he charged for a de- 
livery of the same service during March. 


ONE ENTRY FOR SAME MODELS 


Q. How elaborate must be the sched- 
ule of ceiling prices which the retailer 
must maintain after July 1? A. All 
items of the same style, model, kind and 
price can be covered by one entry in 
the statements or price lists required. 
Different models or styles or items sell- 
ing at different prices must be entered 
separately. If two watch models of the 
same make are the same in all respects 
except the case, and the one with the 
more intricate case sells for a dollar 
more, each model takes its own ceiling. 
The price for the model with the more 
intricate case cannot be taken as the 
ceiling for the other model. 

Q. In connection with the ceilings on 





repairs effective July 1, is the jeweler 
or repair shop required to have a sepa- 
rate ceiling for each of the various 
trades, or does the highest price which 
he charged in March for a given opera- 
tion, regardless of the kind of watch 
upon which the operation was done, be- 
come the governing factor? For ex- 
ample, to clean and oil a 7-jewel watch 
a repair shop might have been charging 
$2.50, with a price of $3.50 for a 15- 
jewel watch, and $5 for a 21-jewel or 
railroad model. A. Where, during 
March, a jeweler’s prices for certain re- 
pair operations varied according to the 
value of the watch and the number of 
jewels in it, his ceiling for the repair 
operation is not the price he charged 
for the highest-grade watch. There is 
a separate ceiling price for each class 
or grade of repair service as fixed during 
March, acordine to the grade of the 
watch involved. 


AUCTION SALES REGULATED 


Except for a bona fide auction of 
used household or personal effects, auc- 
tion sales are subject to the General 
Maximum Price Regulation. When 
goods are sold, item by item, the legal 
maximum price for each item sold (the 
maximum price for which that item was 
sold by each seller in March) will be 
the auction maximum. If two or more 
people bid the maximum or ceiling price, 
leading to a tie, OPA suggests drawing 
lots. In the case of bulk sales, the 
maximum price for each item must be 
listed and the price for the lot must 
not exceed the aggregate of the maxi- 
mum prices. Items not under price 
control must not be included in the same 
bulk with controlled items. 


Ceiling Prices for Repairs 
Must Be Prepared Sept. 1 
And Filed with OPA Sept. 10 


Special provisions to meet the distinct 
price contrel problems involved in the 
consumer services field caused Price Ad- 
ministrator Henderson on June 23 to 
transfer all consumer services connected 
with commodities from the General Maxi- 
mum Price Regulation to separate ceil- 
ing provisions. 

Applying to the repair of watches, 
clocks and jewelry, as well as hundreds 
of other services, Maximum Price Regu- 
lation No. 165—Consumer Service be- 
came effective July 1. Like the G.M.P.R., 
the new regulation sets the ceiling as 
the highest price each individual estab- 
lishment charged during March, 1942, for 
the same service or for a similar con- 
sumer service most nearly like it. 

All sellers of consumer service are 
required to keep records of actual prices 
charged during March, as well as pricing 
methods used. Each such seller must 
prepare before Sept. 1 and keep in his 
establishment a statement showing the 
highest. prices he charged for consumer 
services supplied during March, the 
pricing method, if any, which was used, 
together with a list of customary allow- 
ances, discounts and other price differ- 
entials. 

A duplicate of this statement must be 
filed on or before Sept. 10 with the near- 
est War Price and Rationing Board. 

No price posting is required for con- 
sumer services. 
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Trade Would Prefer Raise 
in Minimum Fineness 
To an Overall Curtailment 


Restrictions on the use of copper for 
other than military purposes appeared 
last month to be heading for some sort 
of restriction on the production of karat 
gold, in most of which copper is an es- 
sential, even though a small, element. 

Basic Order M-9-C, as every jeweler 
is well aware, has been amended several 
times, with each amendment imposing 
more and more severe restrictions upon 
the use of copper until now the War 
Production Board is getting down to 
consideration of industries and products 
whose consumption even in normal times 
is almost infinitesimal. 

Early in June representatives of the 
jewelry industry were notified that a 
meeting between themselves and WPB 
officials would be held in Washington on 
Friday, June 12, to consider what, if 
any, limitations should be placed upon 
the use of copper for alloying karat gold. 
Hurriedly summoned conferences of 
various divisions of the industry con- 
sidered the problem from two aspects— 
first, whether any limitations at all 
would be necessary in view of their small 
consumption of the metal in this field. 
Second, whether in the event some form 
of limitation should prove unavoidable it 
would be less onerous to have the limita- 
tion in the form of moving upward the 
minimum karat quality (which would 
mean a lessening of copper use for alloy 
purposes), or to have an over-all limi- 
tation placed upon the total consump- 
tion of copper by the industry. 

Consensus of opinion throughout all 
branches of the industry, including the 
class ring and emblem manufacturers 
who normally are large producers of 
10 karat quality, seemed to be that a 
raising of the minimum karat quality 
would be less disrupting than a limi- 
tation upon over-all consumption—pro- 
viding any restrictions should prove 
necessary. The Jewelry Manufacturers 
Advisory Committee and the Jewelers 
Vigilance Committee were prepared to 
go to Washington with those instructions, 
but at the last minute the meeting was 
postponed and at the time of going to 
press no date has been set for a hearing. 

Meantime, G. H. Niemeyer, chairman 
of the Jewelers Vigilance Committee and 
president of Handy & Harman, had 
submitted on June 8 to L. C. Upton, 
chief of the Consumers’ Durable Goods 
Branch of the WPB, a memorandum 
setting forth some cogent arguments 
against the need for any limitation. 

The memorandum pointed out that if 
a limitation were decided upon presum- 
ably its objectives would be: 

1. To save critical metals 

2. To convert man power to war pur- 
poses 

3. To convert manufacturing facilities 
to war purposes. 


KARAT GOLD YIELDS BIG TAX 


The memorandum included facts and 
figures showing that with the consump- 
tion of only 24 tons of copper per year 
valued at $6,000, the karat jewelry manu- 
facturing industry uses more than 
$33,000,000 worth of fine gold from 
which it produces jewelry with a re- 
tail value of approximately $200,000,- 
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WPB May Restrict Copper in Karat Gold Alloys 





000. This, in turn, provides $20,000,000 
of revenue for the Federal Government 
on the retail sales tax and additional 
millions in the form of corporate and 
individual income taxes from manufac- 
turers, wholesalers and retailers through- 
out the country. Few, if any, other cases 
can be cited in which higher value is 
created with less critical use of war ma- 
terials or labor. This value, in turn, 
helps to offset inflationary trends by 
siphoning off some of the increased pub- 
lic purchasing power. 

With respect to objective No. 2, Mr. 
Niemeyer pointed out particularly that 
most of the larger jewelry plants are 
located in such cities as New York, Chi- 
cago, Newark, Providence and Attleboro 
where the labor situation is compar- 
atively easy and where, therefore, for 
most of the employees who would be 
thrown out of work by the shutting down 
of jewelry plants it would be difficult if 
not impossible to find other employment, 
particularly since these employees are 
largely in the older age brackets and 
have no training or skill that is adap- 
table to most war work. 

He also pointed out that most of the 
larger manufacturers of precious jewelry 
are already doing all of the war work 
which their facilities permit and that the 
carrying on of the production of karat 
gold jewelry uses only equipment and 
men who could not be converted to war 
production. 

Similarly, he explained that machinery 
and equipment in jewelry manufacturing 
plants is capable of handling only light 
work of a specialized nature and is not 
adaptable to war production to any ap- 
preciable extent beyond that to which it 
is already being used in those plants 
which have been able to obtain sub-con- 
tracts. 

Furthermore, because industrial dia- 
monds are badly needed for war work 
and are a by-product of the mining of 
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the larger stones used for jewelry, the 
stoppage of jewelry manufacture and the 
consequent lessening of demand for gem 
stones would be likely to have a dam- 
aging effect upon the production of 
industrial diamonds with consequent 
damage to a vital war material. 

Jewelers recognize, said Mr. Niemeyer, 
that we are in a war and that every- 
thing must be subordinated to that fact, 
but he urged that it would not be proper 
to place restrictions upon an industry 
which might cause the ruin of many with- 
in it unless there were a compensating 
benefit to the war effort. Such a com- 
pensating benefit as shown by the ev- 
idence seems unlikely to be attained and, 
therefore, the harm that would be done 
to the economic structure would not be 
repaid by the furtherance of war ac- 
tivities. 


1/40c COPPER IN $100 RING 


A further development of the argu- 
ment was presented by W. W. Schwab, 
president of J. R. Wood & Sons, in a 
memorandum to another WPB official, in 
which it was pointed out that manufac- 
turers of karat gold jewelry of 14-karat 
and better consume only about two and 
one-half tons per year and that only 
about 1/40th of one ounce of copper, with 
a valuation of perhaps 1/40th of one cent, 
is used in the production of the typical 
engagement ring selling for about $100 
and producing $10 in excise taxes in ad- 
dition to employment in the manufactur- 
ing, wholesale and retail establishments. 

The amount of copper saved by fur- 
ther restraining its use in jewelry would 
be microscopic, Mr. Schwab emphasized, 
and could not compensate for the disrup- 
tion of the economic lives of the many 
thousands of citizens who are dependent 
upon it through this channel. 

What the final outcome will be is, of 
course, still uncertain pending the con- 
ference. 








Canadian Jewelers Contribute Five Hurricane Fighters 
Bearing Names Symbolic of the Industry 





Representatives of the Canadian Jewelers’ Association are seen inspecting an advanced 

training plane at the Ottawa Air Station during the ceremony in which they presented a 

check for $109,014.76 to the government for the purchase of five Hurricane fighters. At 

right, B. K. Ekblad, president of the association, presents the check to Wing Commander 
J. L. Hurley, officer commanding the station. 


Members of the Canadian Jewelers’ 
Association, setting aside one-half a cent 
of every dollar received for merchandise 
sold, have raised $109,014.76, which has 
been given the Canadian government for 
the purchase of five Hurricane fighter 
planes. The planes, which are the 
jewelers’ contribution to the Dominion’s 





war effort, will be named “Diamond 
Dart,” “Silver Streak,” “Golden Arrow,” 
“Jeweled Comet” and “Time Meteor.” 

B. E. Ekblad, Toronto, president of 
the Canadian Jewelers’ Association, pre- 
sented the check to Wing Commander 
J. L. Hurley, commandant at the Ot- 
tawa Air Station. 
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Platinum Stocks and Transfers Must Be Reported 


¢ ——__——__..., 


HOW JEWELERS WILL REPORT PLATINUM SALES AND PURCHASES 
Form PD-513 (Sales) Will Start Like This: 


Wt. of 
Customer’s Metal Sold, 
Business Troy Ounces 


Housewife 0.075 





Inventory, Sale or Purchase 
Of Less Than 1 Oz. a Month 
Need Not Be Filed with WPB 


Description of 
Material Sold 


Diamond ring 


Customer’s Name 
and Address 
Mrs. John Doe, 628 Main St., 
Centerville, O. 


Smith Refining Co., Erie St., 
New York City 


To prevent American platinum from 
falling into enemy hands, (the Axis is in 
such need of it that German agents have 
been paying three times the market price 
before smuggling it out of the United 
States), jewelers and all other persons 
who own, buy or sell an ounce or more 
of platinum or platinum alloys, with the 
exception of completed jewelry and cer- 
tain laboratory and industrial forms of 
platinum, must henceforth report their 


Refiners 2.115 Old platinum jewelry 


Form PD-514 (Purchases) Will Start Thus: 


Wt. of Metal 
Seller’s Purchased 
Business Troy Ounces 


Housewife 0.873 


Description of 
Material Purchased 


Old bracelet 


Date of Seller’s Name 
Purchase and ‘Address 


6-4-42 Miss Clara Smith, 20 Elm St., 


inventories, purchases and sales to the 
United States Government. 

Purpose of General Conservation 
Order, issued by the War Production 
Board on June 2, is to help the United 
Nations maintain their monopoly over 
platinum, which has many important war 
uses, including fuses, fire-control appa- 
ratus and the production of nitric acid 
for explosives. If it seems a hardship 
for you to fill out the required papers, 
remember that your cooperation in the 
controlled sale of platinum and platinum 
products will help towards victory. 

Reporting on stocks. In the text of the 
order, “Every person who, on the 31st 
day of May, 1942, or on the last day 
of any month thereafter, has title to or 
control of, one (1) or more troy ounces 
of platinum or platinum alloys, exclusive 
of platinum cr platinum alloys contained 
in items listed in Schedule A attached, 
shall, on or before the close of business 
on the 15th day of the succeeding month, 
report to the War Production Board, on 
Form PD-512, the quantity and descrip- 
tion of platinum or platinum alloys 
owned by him, or in his possession or 
control, the business in which he is en- 
gaged, and such other information as 
may be required.” 

Since schedule A lists “jewelry, except 
scrap or uncompleted forms thereof,” 
together with dental alloys and certain 
platinum equipment used in industry and 
laboratories, many refiners’ customers to 
whom WPB sent forms, assumed that 
they would not have to report the plati- 
num content of finished jewelry in their 
possession. 

However, Lawrence Burman, of 
WPB’s Washington office, senior indus- 
trial specialist in charge of platinum, ex- 
plained that anyone who has title to 
one or more troy ounces of platinum, 
except completed jewelry and the other 
exceptions, must report all his holdings 
of platinum. Mountings, not completely 
set with stones, are classed by WPB as 
“uncompleted jewelry.” 

Therefore, you do not have to report 
your stock at all if you have in your 
possession less than one troy ownee of 
platinum scrap or mountings not com- 
pletely set with stones. 

But, if you have a troy ounce or more 
of platinum scrap and/or mountings not 
completely set with stones you must re- 
port your stock, including your inventory 
of unfabricated platinum (in pure metal, 
in alloys, in scrap, in ores, residues, 
matte, etc., in process of refining, in 
process of fabrication and in other 
forms) and your inventory of fabricated 
platinum (in tubing, rod, special shapes, 
etc., in new complete jewelry, in new 
jewelry complete except for stones, in 
incomplete jewelry, blanks, mountings, 
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Centerville, O. 


6-12-42 Jones Bros. Co., Newark, N. J. 


Manufacturing 
jewelers 0.500 


20 ring mountings 





etc., and in scrap jewelry, with or with- 
out stones, as well as in other chemical, 
industrial and dental forms. 

Reporting on sales. WPB makes it a 
particular responsibility of every person 
selling, delivering or disposing of pla- 
tinum to assure himself that the pur- 
chaser is entitled to receive it under the 
order. 

Therefore, every person who sells or 
disposes of platinum or platinum alloys 
as above defined during any calender 
month must on the 15th day of the fol- 
lowing month report to the WPB, on 
Form PD-513, the quantity and descrip- 
tion of platinum or platinum alloys sold 
during the month, together with the 
name and address of each customer to 
whom the platinum or platinum alloys 
were sold, the weight of the platinum 
in troy ounces and a description of the 
material sold. 

When, in any month, a_ jeweler or 
other person’s sales of platinum amount 
to less than one troy gunce of scrap, 
incomplete jewelry as defined in the 
order, or other forms of platinum not 
specifically exempted from the order, he 
will not be required to file a report on 
sales. 


Reporting on purchases. L.ikewise, 


when in any one month, a person buys 
one ounce or more of platinum and 
platinum alloys as above explained (for 
jewelers, this would chiefly mean buying 
old platinum jewelry from customers or 
buying new mountings not completely set 
with stones) he must report on or before 
the 15th day of the following month to 
the War Production Board, on Form 
PD-514, the names, addresses and _busi- 
nesses of the persons from whom he re- 
ceived the platinum or platinum alloys, 
together with the weight of the metal 
purchased and a description of what he 
purchased. 

Naturally, if a jeweler’s or other per- 
son’s purchases of platinum, with the 
exception of complete jewelry, do not 
amount to one troy ounce during a 
calendar month, he will not have to re- 
port for that month. 

Any or all of the forms are to be 
submitted in duplicate to the Miscellan- 
eous Minerals Branch, Ref. M-162, War 
Production Board, Washington, D. C. 
The forms can be obtained either from 
there or from the nearest WPB office, 
whose address can be learned from your 
local Chamber of Commerce or news- 
paper. 











WPB Rules Predominant Use 
Determines Building Class 
When Construction Is Planned 


In issuing interpretations clarifying 
Conservation Order L-41 which pro- 
hibits residential construction costing 
more than $500 and commercial con- 
struction exceeding $5000 in one con- 
tinuous 12-month period without express 
authorization, WPB = announced that 
where a building is used for two or 
more purposes, it should be classified 
according to its predominant use. Thus, 
a three-story building with a store on 
the ground floor and living quarters 
on the two upper floors, would be classi- 
fied as a residential building and con- 
sequently no more than $500 might be 
spent on construction. 

Another interpretation ruled that 
the estimated cost of construction need 
not include the cost of used material 
which has been taken from a building 
and is to be used in construction work 
provided there is no change in owner- 
ship. It was also considered not neces- 
sary to include in the total cost estimate 





the cost of labor in incorporating such 
material. The estimated cost of a 
project, under the interpretation, in- 
cludes the cost of certain equipment, 
chattels, fixtures or articles physically 
incorporated in the building and used 
as a part of the building. Also are 
included items which cannot be de- 
tached without materially injuring 
them or the building. 

It was ruled that movement of earth 
—ditch digging, grading, etc.—where no 
other material except earth or other 
unprocessed material is involved, should 
not be included in the cost of the project. 

Construction authorized by WPB does 
not have to be included in the cost quota 
allowed in the order. Thus, a manu- 
facturer working on war goods and re- 
ceiving WPB authorization for new con- 
struction may still spend, without au- 
thorization, up to $5000 for construction 
in the 12-month period. 

Painting and redecorating needed to 
maintain the premises in reasonably 
satisfactory condition or to return them 
to that condition have been ruled per- 
missible. 
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Farm, Scarsdale, N. Y. 


Great pains taken by Joseph Frier, chairman, and the committee 
consisting of Leo Asche, Harry Blasi, Harry Herman, Frank Bren- 
nett, George Ringen and Morris Rivkin, resulted in a bang-up all- 
day affair for the 318 persons attending. Undaunted by a broiling 
sun, Maiden Laners and many friends took to the baseball diamond 
Others, of a more sedentary | 
turn, engaged in plying pasteboard under the trees. Middle-of-the- | 
roaders, too active for cards and too cautious to risk sunstroke, | 
Food, of course, appeared at fre- 
quent intervals and under various guises during the day. 

After a substantial steak dinner in the evening which replenished 
to some extent the energy consumed during the day, prizes for the | 


and acquired lobster-like sunburns. 


tried quoits and African golf. 


Credit Jewelers to Hear 
Government Experts 
On Wartime Regulations 


A program of exceptional interest and 
timely value has been planned for the 
annual convention of the National Asso- 
ciation of Credit Jewelers, announces 
Secretary J. Frank Newman. 

The meetings, which are to be held at 
the Hotel Sherman, Chicago, from Sun- 
day, July 26, to Wednesday, July 29, 
inclusive, are to be addressed by such 
prominent authorities as Floyd W. Leon- 
ard, Chief of the Jewelry and Silverware 
Division of the Office of Price Adminis- 
tration, who will describe and explain 
the workings of the price ceiling regula- 
tion, and Paul Hodge of the Federal Re- 
serve Bank of Chicago, who will analyze 
and interpret the controls upon consumer 
credit, with especial attention to Regu- 
lation W—a subject that is obviously 
of prime importance to every credit 
jeweler. 

Other prominent speakers have also 
been invited to deal with other im- 
portant topics, but final arrangements 
have not yet been completed. Round- 
table discussions on details of credits, 
collections, advertising, merchandising, 
and store management are also planned. 

The merchandise show may prove to 
be of minor importance—less than a 
third as many exhibits having signed up 
as were on hand last year, but the 
business sessions promise a convention 
of exceptional value and interest. 

The list of exhibitors follows: 

Atlas Novelty Co. H. Hamburger Ca, 





Bardach & Gran 

Bass-Luckoff, Inc. 

Bristol Seamless 
Ring Co. 

S. J. Busch, Ine. 

Ed Cain & Co. 

A. Cohen & Sons 
Corp. 

Elgin American Co. 

Eversharp, Inc. 

Ss. W. Farber, Inc. 

Filso Corp. 

Flyer Bros. 

A. Edward Fisher 
Co 


Marvin Freedman 

Griffon Cutlery 
Works 

J. H. Gross & Co. 

B. & E. J. Gross 
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Ine. 

Helbros Watch 
Corp. 

L. Heller & Son, 
Ine. 

Imperial Pearl 
Syndicate 

Joseph H. Jacob- 
son & Sons, Inc. 

Kinsley-Kovsky 
Jewelry Mfg. Co. 

Frank M. Katz, 
Ine. 

Kent Products Co. 

Kushner & Pines, 
Ine. 

Harold Liffton Co., 
Inc. 

L. Luria & Son, 
Inc. 


No unlucky day for jewelry salesmen and their friends, the 13th of 
June proved to be an excellent choice for the annual picnic of the 
Maiden Lane Outing Club, held for the second year at Schmidt's 
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THE SUN SHONE ON MANY MAIDEN LANE BOYS AND THEIR FRIENDS, BUT NOBODY MADE HAY 


present. 


year's affair. 


various athletic contests were awarded and the door prizes were 
distributed. The sum of $450 was donated to the Army and Navy 
relief societies, represented by a soldier and a sailor who were 


A floor show, following the dinner, departed from a rule observed 
by many jewelers’ meetings in recent years, and presented clean 
but hilarious entertainment for the assemblage. Following the show, 
the usual period of conviviality ensued at which, to coin a phrase, 
“new friendships were made and old ones were renewed." 

Mr. Frier, after thanking all those who contributed prizes and 
participated in the Army-Navy Relief benefit, announced that Harry 
Blasi, Barasso & Blasi, Newark, would head the committee for next 
Others appointed to the 1943 outing committee in- 
clude Dave Weinberg, Bristol Seamless Ring Co.; Andy Anderson, 
Ripley & Gowan; Herb Faithful, Bayer, Pretzfelder & Wills; Sol 
| Gordon, Julius Knapp, Parkel & Knapp; Elliot Marks, and Morris 
Seigel, J. J. Schmukler & Sons. 





Harry B. Mahan 
Co. 

C. & E. Marshall 
Co. 

Mastercrafters 
Mfg. Co. 

Monarch Watch 


Co. 
National Silver 


Paul H. Samuels, 
Inc. 
Schrager & Co., 


ne. 

W. A. Sheaffer 
Pen Co. 

M. H. Shiman & 
Co., Ine. 

Silberman-Kohen 
& Wallenstein 


oO. 
The Parker Pen Simons-Michelson 
Co 


oO. 
enry Pauls e 4 - 
Henry Paulson & Stern & Stern, Inc. 
Louis Stern Co. 


oO. 
Plainville Stock 7 
va (Also Waite 


Co. 
M. A. Reich Evans Mfg. 
S. Riekes & Son Co.) 


Stetson China Co. 


Royal Novelty Co. : 
Swartchild & Co. 


The Charles Roth- 


man Co. S. Toepfer, Inc. 
Herman S. Rubin The Weisen-Hart 
Co. Press 


Says Inventory Control 
Will Be Departmental 


The bugaboo of store-wide inventory 
control, announced as a possibility by 
WPB in April causing a flurry among 
jewelers and other retailers who fore- 
saw an overstock of one item holding 
up orders of other goods, was dismissed 
by Joseph L. Weiner, deputy director 
of the Office of Civilian Supply of the 
WPB, June 15. 

Addressing the National Retail Dry 
Goods Association in Chicago, he stated: 
“If any inventory control plan has to be 
put in, it will not call for dumping of 
stocks. It will be on the basis of lines 
and departments in the store, not on a 
storewide basis. It will take into ac- 
count seasonal factors and normal stock- 
sales relationships. We will look with 
favor upon regulation only as it is 
needed to insure equitable distribution 
among stores and among consumers in 
our war effort.” 

Implications of this stand are that re- 
tailers over-stocked on such items as 
watches will be able to purchase and 
bring up low stocks of rings, clocks, 
other merchandise. A “feeler’? WPB 
release on inventory control in April 
hinted that an over-stock in any depart- 
ment might hold up orders for an entire 
store until store-wide stocks were re- 
duced to a given level. 

The entire problem of inventory con- 
trol was considered by representatives 
of 17 national associations of retailers 


| (including ANRJA) at a meeting: held 


in New York, June 3. Eight points 
were emphasized and met with univer- 
sal agreement, viz: (1) The effective 
date of any program should not be 
sooner than Jan. 1, 1943, possibly Feb. 
1; (2) There should be differentiation 
between goods with different rates of 
turnover (WPB originally assumed a 
four-time turnover on all classes of 
goods); (3) An adequate allowance 
should be made for sales in war pro- 
duction areas; (4) Adequate allowance 
should be made for recently expanded 
companies; (5) Additional allowance 
should be made for stores distant from 
markets; (6) Ample provision should 
be made for special seasonal problems 
of inventory control; (7) Administrative 
requirements should be simplified as far 
as possible and (8) No control should 
be exercised over inventories of goods 
which are not scarce. 

A committee of 13 met with Weiner, 
June 11, in an attempt to fathom the 
Government’s attitude on inventory con- 
trol. Possibly as a result of this meet- 
ing, WPB announced June 16 that the 
Office of Civilian Supply would survey 
the entire inventory situation with an 
eye (1) toward determining whether 
inventory control is necessary; (2) if 
it proves necessary, what goals should 
be set and (3) how such controls should 
be administered. OCS forthwith set up 
an inventory research action and ap- 
proached a nationally-known marketing 
authority to take over the job. First 
job will be to gather data on the con- 
dition of retail inventories, thus provid- 
ing a statistical picture of the retail 
inventory situation. These data may 
also answer the question: “Whom, if 
anyone, does the current inventory sys- 
tem hurt? and furthermore, does it in- 
terfere with the war effort?” If it is 
found that the situation hurts no one 
and does not impede war work, OCS 
may recommend that the entire ques- 
tion of inventory control be forgotten; 
a thing which WPB, after the flurry 
caused on first introducing the question, 
would undoubtedly be happy to do. If, 
however, the statistical check reveals 
an unequal distribution of inventories, 
then some action will be necessary and 
OCS will have to decide what objectives 
the inventory control policy will, have. 
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Chronometers 
and 
Sextants 
WANTED! 


LARGEST AND BEST EQUIPPED CHRONOMETER REPAIR SHOP IN AMERICA 


Authorized by the Navy Department to procure them, we will 
pay you a fair price for your chronometer . . . regardless of its 
condition. Also for chronometer clocks and sextants. Railroad 
watches and Waltham auto clocks, too, if they have winding indi- 
cators. A fair price guaranteed. No obligation on your part. 


Our expert mechanics are specially trained for the intricate re- 
pair work required. After being completely overhauled, chro- 
nometers, etc., are then turned over to the government at the 
Navy’s appraised valuation. 


SHIP TODAY. FAIR PRICE GUARANTEED. 
NO OBLIGATION ON YOUR PART. 
SPECIALIZING IN REPAIRING, COMPLICATED TIME-KEEPING MECHAN- 
ISMS, MARINE CHRONOMETERS, AVIATION CHRONOGRAPHS, SEXTANTS, 
REPEATER WATCHES AND STOP WATCHES. 


ESTIMATES CHEERFULLY FURNISHED 


ROTH BROS. CHRONOMETER CO. 


104 EAST 23RD ST. NEW YORK CITY 
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WPB Grants Individual Permission 
For Limited Civil Watch Production 
Till Factories Get 100% War Work 


Several American watch manufactur- 
ers last month were granted individual 
permission by the War Production 
Board to produce for a limited period 
a small proportion of their normal out- 
put of civilian watches. 

The exceptions to the revised and 
tightened copper conservation order 
were intended only to permit the watch 
manufacturers to preserve their organi- 
zations intact, until such time as the 
flow of war orders and the retooling of 
the factories permit 100 per cent con- 
centration on such war products as 
chronometers, elapsed time indicators, 
stop watches, jewel bearings and various 
other aeronautical, navigational and fir- 
ing mechanisms. 

Clock manufacturers also obtained in- 
dividual exceptions to the copper and 
brass restriction order, permitting cer- 
tain manufacturing operations and as- 
sembly work over varying periods. 

Blanket permission was given for the 
assembling of watch and clock move- 
ments finished prior to June 15 into 
cases not made of copper or copper base 
alloy, although the blanket permission 
did not apply to manufacturing, process- 
ing or finishing watch and clock cases 
or any other parts of watches or clocks. 

Told that it was not the intent of the 
order to halt the casing of imported 
movements, watch importers continued to 
produce complete watches from _ im- 
ported movements. 

The following members of a Jeweled 
Watch Manufacturing Industry Com- 
mittee were announced to cooperate with 
the Division of Industry Operations of 
the War Production Board: C. M. Ken- 
dig, president, Hamilton Watch Co., 
Lancaster, Pa.; T. Albert Potter, presi- 
dent, Elgin National Watch Co., Elgin, 
Tll.; I. E. Boucher, general manager, 
Waltham Watch Co., Waltham, Mass.; 
John H. Ballard, president, Bulova 
Watch Co. New York; Roland Gsell, 
president, Mt. Vernon Watch Co. New 
York; and Benjamin Lazrus, president, 
Benrus Watch Co., Waterbury, Conn. 
Robert Beatty, section chief in the Con- 
sumers’ Durable Goods Branch of WPB, 
serves as presiding officer. 


Watch and Clock Industry 
Shows Gain in Wages and 
Hours During April 

Average weekly earnings in the clock, 
watch and time-recording device indus- 
try were 3.9 per cent greater in April 
than in the previous month and 28.2 per 
cent higher than April, 1941, acording 
to statistics released by the U. S. De- 
partment of Labor. Average hours 
worked per week were 1.8 per cent more 
than the’ preceding month and 8.2 per 
cent more than for the corresponding 
month of the previows year. 

In the jewelry manufacturing indus- 
try, April earnings were 1.8 per cent 
higher than March and 22 per cent 
higher than the same month a year be- 
fore. Average hours worked per week 
were 3.5 per cent less than March, but 
3 per cent more than April, 1941. 

April earnings in the silver and silver 
plated ware industry were 1.5 per cent 
less than in March but 20.3 per cent 
greater than April, 1941. Average hours 
worked per week were 2.4 per cent less 
than March but 2.1 per cent greater thar 
the same month of the previous year. 
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MAY SALES SHOW 8 PER CENT GAIN 


Ze) 


NEV, 44 UTAH | COLO 
‘c AL < : Z i 7 
, y 


# LESS THAN O.5 % 
BB NON-REPORTING STATES ~ \\ 
INSUFFICIENT DATA 





Independent jewelry store sales during May, 1942, were 8 per cent 
greater than those for the same month of 1941, according to data supplied 
by stores in 34 states to the Current Statistical Service of the Census Bu- 


reau. 


While not as great an increase over the previous year as had been 


shown in the jewelry industry in some other months, the figures compared 
most favorably with sales of independent merchants generally, which dipped 
to four per cent less than that of May, 1941. 


The relatively conservative increase 
may well be explained by the applica- 
tion, in May, of Regulation W and price 
ceilings. The former, making “easy 
credit” a thing of the past, undoubtedly 
cut down some sales volume. Price ceil- 
ings, guaranteeing constant prices on 
most items in jewelry store stocks, cut 
short much buying previously done be- 
cause of the feeling that prices would 
soon rise. 

Oregon rose to top place during May 
with sales 24 per cent above those for 
the same month of the previous year. 
Washington took second place with an 
increase of 19 per cent. Oklahoma came 








One aspect of the May sales picture 
was the sudden dip of two war-boom 
states, Connecticut and Michigan. Reg- 
istering increases of 23 and 27 per cent 
respectively in April, these states 
showed decreases during May. 

As the accompanying map discloses, 
five other states experienced sales 10 
per cent greater than May, 1941: 
Nebraska, with an increase of 16 per 
cent, Massachusetts, with a 14 per cent 
gain, Indiana registering a 13 per cent 
gain, Alabama up 11 per cent, and Iowa 
showing an increase of 10 per cent. 























































































































third with an jncrease of 18 per cent, 
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Wholesalers’ Sales, Inventories 
Greater than '41, Lower than March 


Wholesale jewelers’ sales during April 
showed a 16 per cent increase over the 
Same month in 1941 but were four per 
cent less than March of this year accord- 
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ing to data supplied by 39 firms to the 
United States Census Bureau. 'Twenty- 
three firms reported inventories 10 per 
cent better than April, 1941 and three 
per cent less than March, 1942. Sales 
for the first four months of the year 


were reported 23 per cent better than | 


for the corresponding period of 1941. 








THEY’RE NEW 
EARRINGS 












STERLING SILVER, 
HAND-MADE, SET WITH 
COLORED STONES 


TRADE KD MARK 


KIMLER & DANIEL, INC. 
83 Canal St. 








New York 








Earrings in various patterns in 14 Kt 
Green and Red Gold 


St. Christopher Key—14 Kt in three 
sizes; also Bill Clips, Charms and 
Links to match 


Love Knot Ring—14 Kt Red and Green 
Gold Combination in four sizes Bar- 
rings, Cuff Links and Studs to match 


Our comprehensive line of 
Gold, Platinum and Enam- 
aled Novelties, including 
Vanity, Cigarette and Card 
Cases are distinctive and 
have sales appeal. 


CLIFFORD A. MILLER & CO., Inc. 


Manufacturers 


64 West 48th Street 
New York 
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QUICK-LIVE—CASH 
for your 


NEW or OLD STOCK 


DIAMONDS—Loose or mounted, per- 
fect or imperfect pointers to any 
size carat, large or small quantities. 


WATCHES — Hamilton, Waltham, 
Elgin, Longines, Bulova, Gruen, Ben- 
rus and other American or Swiss 
watches (in any condition); also Rail- 
road watches. Send us your trade in 
watches and old movements, regard- 
less of their condition, also Waltham 
Auto Clocks with indicators (only). 


WATCH ATTACHMENTS—in metal, 
so‘id gold, gold filled or plated; ladies’ 
or gents’. rn Soe aed 
JEWELRY—Solid Gold: or Gold Filled 
set with or without d‘amonds; old or 
new, large or small quantities; Cus- 
tom Jewelry. 


CLOCKS and INSTRUMENTS — 
Chronometers, Sextants, Chrono - 
graphs—Optical, Electrical and other 
instruments, large or small, expensive 
or inexpensive. The .U. S. Navy 
needs them urgently. 


STERLING SILVER—Wanted 100,000 
ounces in Flatware or any article re- 
gardless of condition the article is in. 
The high price we pay will surprise 
you. Send us a load today and gei the 
CASH. Highest prices paid for your 
o!'d Gold, Gold Filled or obsolete 
jewelry. 

GENUINE and SYNTHETIC 
STONES—Loose or set; we supply 
the manufacturers that make the 
stone jewelry you buy. You will be 
well satisfied with the prices we will 
pay for your lot of stones. 


TOOLS and EQUIPMENT—Diamo-d 
Setter’s, Watchmaker’s, Jeweler’s or 
Optician’s, no matter how new or ob- 
solete they are we will pay you a 
high price for it. 


JEWELRY BOXES — Longines, 
Bulova, Gruen, Hamilton, Benrus 
watch boxes, ring or other jewelry 
boxes. 

MISCELLANEOUS—Fountain pens, 
electric razors and any other elec- 
trical appliances — GUNS, RIFLES, 
FIREARMS, CAMERAS, Etc. 


| pay highest prices for complete stores; 
with or without fixtures. 


You can send us your merchan- 
dise with confidence, subject to 
return at our expense if price is 
not satisfactory. 

Licensed and Bonded — Refer- 
ences. SEND TODAY — WITH- 
OUT DELAY. 





Write—W ire—Telephone 


IRVING SACK'S 
JEWELRY CENTER 


130 Hester St. New York City 
Tel. Walker 5-9265—Canal 6 | 8533 


IRVING SACK’S JEWELRY CENTER 
130 Hester St., New York City 


Gentlemen: I am shipping you a package <on- 
taining: 


which I estimate to be worth $ 

understood, however, that you will send me a 
check for a greater amount if your own appraisai 
of the merchandise is higher; . . . On the other 
hand, should your appraisal be loWer you will 
notify me accordingly. If your price is not ac- 
ceptable you will return the merchandise at your 
expense. ; 


Signed 




















Hoosier Horos Will Aid War Effort in Their Shops, 
“Indiana Plan" Calls for 50,000 Firing Pins per Week 


Announcement of a survey of Hoosier 
watchmakers to determine how many 
lathes, tools and workmen are qualified 
to help produce precision instrument 
parts for the nation’s war effort fol- 
lowed the convention of the Watch- 
makers Association of Indiana, held at 
the Hotel Antlers, Indianapolis, June 18. 

The information contained in the 
survey will be made available to mem- 
bers in a short time so that production 
of firing-pins can be undertaken by mem- 
bers desiring to cooperate in the “Indi- 
ana plan,” according to L. R. Douglas, 
of Indianapolis, managing director of 
the association. Under the plan, watch- 
makers will be expected to devote at 
least three hours a day to the produc- 
tion of 50,000 firing pins a week for the 
Borg-Warner Corp., Rockford, II}. 

“Practical tests have shown that such 
firing pins can be produced on a watch- 
maker’s lathe in his own shop with such 
equipment usually found in modern re- 
pair shops,” Mr. Douglas said, “and 
while this program may mean_ that 
watch repair work may be temporarily 
‘shelved’ to produce these pins, the 
Hoosier watchmakers are willing to un- 
dertake the work as a patriotic project.” 

Addressing the watchmakers at the 
convention, Mr. Douglas declared, 
“Never before in history has ‘split-sec- 
ond time’ been so vitally important in 
successful warfare as it is today in this 
all-out survival war, and this split-sec- 
ond time accuracy will help America 
and her allies win the war. 

“Shops throughout Indiana will be 
producing things badly needed in our 
munition making,” he continued. “Our 
skilled technicians are already doing 
their part in helping to keep _ the 
watches of our doctors, nurses, factories 
and military officers accurate, and Indi- 
ana watchmakers will play an _ even 
more important part in helping to win 
this war in giving their time to precision 
instrument operations.” 

As the session closed, Z. O. Craig, of 
Crawfordsville, was elected president 
of the organization, succeeding William 
J. Rhooda, of Gary. Other officers 
elected were Frank A. Kroetz, of Val- 
paraiso, vice-president; Thomas FE. 
Cook, of Indianapolis, secretary-treas- 
urer, and L. R. Douglas, of Indianapolis, 
managing director. Directors elected 
were H. Walter Schaefer and Marcus 
Furstenburg, both of Indianapolis; Wil- 
liam J. Olson, Gary; Charles E. Car- 
baugh, Auburn; Herman Lodde, New 
Albany; Glen McCrea, South Bend; 
Paul R. Sheddrice, Middletown; J. B. 
Groves, Evansville; Walter H. Klauss, 
Ft. Wayne; Edison Abbott, Kokomo; 
Alfred Schoenman, Peru; John F. Holls- 
man, Seymour, and Frank J. Martz, 
Crawfordsville. 

Speakers in addition to Mr. Douglas 
included Elliott French, of Indianapolis, 
federal field representative of the U. S. 
Department of Labor, who spoke on 
“Relative Instructions for Apprentices 
in Skilled Crafts;” Joseph G. Wood, In- 
dianapolis attorney who talked on “Ad- 
ministrative Boards,” and Mr. Schaefer, 
whose subject was “Unfair Advertis- 


ing. 


Use of 17 Materials Barred 
In Church Goods Manufacture 


The use of critical material in the 
manufacture of church goods was or- 





dered curtailed by WPB General Limi- 
tation Order L-136, issued June 14. The 
order provides that on and after June 
23, 1942, no manufacturer may produce 
or assemble any church goods containing 
any of the following materials: alumi- 
num, cadmium, chromium, copper and 
copper base alloys, cork, phenolic plas- 
tics, methacrylate plastics, lead (except 
for solder), magnesium, mercury, nickel, 
rhodium, rubber, silk, tin and tin plate, 
zine and alloy steel. 

During the three month period begin- 
ning June 1 and for each three months 
thereafter until otherwise ordered, manu- 
facturers of church goods may use an 
amount of iron and steel which may not 
excced 50 per cent, by weight, of the 
total amount of iron, steel and critical 
materials used during a corresponding 
three month period in 1940. The use of 
gold and silver is restricted. 

The sale of stocks of iron, steel and 
restricted material is forbidden except 
in articles permitted to be made under 
the order, to other manufacturers for 
use in articles they are permitted to 
make, to fill orders with a preference 
rating of A-l-j or higher, to the De- 
fense Supplies Corporation, the Metals 
Reserve Corporation, or other govern- 
ment agencies set up by the R.F.C. 


Chicago Guild Joins Illinois Horos, 
Back Agitation for State Licensing 


Affiliating with the Illinois Watch- 
makers Association, the Chicago Hore- 
logical Guild on June 19 lent its full 
support to a state-wide campaign to 
license watchmakers. S. G. Brolin, presi- 
dent of the group, resigned his position 
and assumed the post of president of 
the state association, his chair being 
filled by J. F. Macke. 

Henry T. Mortenson of the [Illinois 
RJA spoke at the meeting, discussing 
price ceilings and their effect on the 
jeweler and watchmaker. A summary of 
the proceedings at the national conven- 
tion was presented and Mr. Macke, in 
his capacity as national trustee, called 
attention to the program for a national 
watch inspection week. Milo C. O'Dell, 
of Waukegan, a new state member, pre- 
sented a talk on watch repair price ceil- 
ings, merchandise prices and the list to 
be prepared for July 1. The Guild’s 
first full-fledged lady watchmaker, Mrs. 
Genevieve Stanton, was welcomed at the 
meeting, as was another new member, 
Alban B. Reich, of Dalton. 

There will be no business meetings 
of the group during July and August, 
but plans are under way for a rally at 
the Museum of Science and Industry in 
Jackson Park, August 2. 


Kaufman Heads Retail Institute 


Cecil B. Kaufman of Kay Jewelers, 
Washington, D. C., has been named 
chairman of the temporary organizing 
committee of a new association, the Re- 
tail Credit Institute of America. Speak- 
ing about the filing of incorporation 
papers in Albany, N. Y., June 22, he 
stated: “The first and foremost duty of 
all retailers is to help win the war re- 
gardless of the effects on their business _ 
interests. The Institute is pledged to 
loyally and unreservedly, in spirit and 
letter, fulfill every requirement of our 
Government and, to the limit of our abil- 
ity, serve every need of our country. 
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WEB May Ration Silver; 
Users Look to U. 8. Mines 


Silver used henceforth for jewelry, 
‘“. $ ” 
silverware and _ other non-essential 
products may be confined to newly-mined 
domestic silver, priced on the basis of 
the 71.11 cents an ounce which the United 
States Treasury pays in accordance with 
existing legislation. 

Continued supply of foreign-produced 
silver, at a selling price of 35% cents an 
ounce, was apparently out of the picture 
after two important developments late 
last month: 

(1) The War Production Board was 
reported ready, early in July, to limit 
the use of all the anticipated 1942 im- 
ports of 100,000,000 ounces to the war 
industries and essential purposes. 

(2) Handy & Harman, on June 26, 
announced to the trade that they were 
“at present unable to allocate any foreign 
silver for use in industry and the arts for 
the month of July.” 

“Increased demands for silver with 
priority ratings and orders for silver 
for coinage for friendly allied countries 
are largely responsible for this situa- 
tion,’ the Handy & Harman statement 
continued. 

“Because of these shortages in the 
supply and contemplated restrictions 
by the War Production Board upon the 
use of foreign silver for the arts and 
so-called non-essential purposes, manu- 
facturers may be forced to use domestic 
silver on the basis of the Government 
price of 71.11 cents an ounce or go out 
of business as an alternative.” 

In addition, the company stated that 
it was impossible for them to say what, 
if any, new allocations of silver can be 
made for July until they can determine 
more definitely what supplies are going 
to be available. 

The letter then inquired whether the 
firm’s customers would be interested in 
domestic silver (American-mined and 
refined silver sold by law on a basis of 
71 and a fraction cents per ounce), if 
foreign silver is unavailable. 

With the demand for silver from the 
war industries and the arts running at 
the rate of 140,000,000 ounces a year— 
against a supply of 100,000,000 ounces— 
silver suppliers undertook the rationing 
of silver late in April. War industries 
had to be allotted their growing needs, 
leaving less and less for jewelry and 
silverware manufacturers, who mean- 
while were in greater need than ever be- 
fore for silver because of their inability 
to obtain other metals. 

Another difficulty in the “informal” 
rationing of foreign silver was the re- 
ported development of a black market, 
with prices as high as 50 cents an ounce 
being paid for Mexican silver. 

The impending WPB silver limitation 
order would divert all of the 35% cent 
foreign Silver to “essential” uses, except 
Perhaps reserve stocks now owned by 
the various jewelry and silverware manu- 
facturers. : 

Baker & Co., another principal sup- 

1 si 
piler of silver to the trade, stated to a 
JEweELERs’ Crrcutar-Krystone represen- 
tative that that firm would continue its 
Present system of rationing and de- 
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liveries until such time as WPB might 
issue a regulation governing the distri- 
bution of silver for industrial uses. 

The Government evidently does not 
intend to release any part of its silver 
hoard to manufacturers of “non-essen- 
tials.” Its 47,000 tons (1,370,000,000 
ounces) of “free silver” stored at West 
Point are being loaned to war plants for 
“bus bars” and other uses in connection 
with the manufacture of aluminum, mag- 
nesium, synthetic rubber, etc., and will 
be returned to the Treasury, after the 
war, physically intact and unharmed. 

However, proposals have been made 
to loan to war industry some of the 
Treasury’s 40,000 tons (1,166,000,000 
ounces) of silver which are pledged 
against silver certificates, so long as a 
sufficient quantity of the metal is re- 
tained to back up the two billion dollars 
worth of certificates in circulation. 

Observers feel that such a bill, if 
enacted into law, would provide the war 
industries with enough silver so that 
some supply of foreign silver might be 
made available for “non-essential” manu- 
facturing, thus indirectly relieving ci- 
vilian lines. 

OPA price ceilings threaten hardships 
if manufacturers are not permitted to 
charge more for products made with 
71.11¢c. newly mined domestic silver than 
they charged, during March, for similar 
goods made from 35% cents imported 
silver. Fearing that while producers of 
certain lines could absorb the doubled 
cost of silver without loss, the majority 
of manufacturers would be squeezed out 
of operation (in first-quality flatware 
the manufacturer has been paying half 
as much for the actual silver as he ob- 
tains for selling the manufactured 
article), efforts are being made to have 
OPA ease the ceiling requirements. 

The major silverware manufacturers 
have fair reserve stocks of silver bought 
at the world market price, and these 
stocks are believed sufficient for some 
months’ production, especially since they 
are concentrating on a limited number 
of their top lines and are geared 60 to 
70 per cent to war production. Some 
iewelry manufacturers, too, have been 
holding substantial reserves against 
such an emergency as this. 

But the smaller silverware houses and 
the majority of the jewelry-makers, who 
only recently turned to silver from the 
now-banned brass, white metal and other 
base metals, have no such backlog of 
silver. 

Reflecting the growing silver shortage, 
superimposed upon the ban on_ other 
metals, about 15 small firms in Provi- 
dence have ceased operations altogether, 
although keeping a skeleton office force 
to finish up and, in some cases, to pro- 
vide a foundation for a working force 
to resume operations if the situation 
should take a turn for the better. 

These shutdowns, coupled with sharp 
curtailment by other firms, have spelled 
a cut of almost 6000 from the payrolls 
of Providence plants since Jan. 1, about 
one-third of the 17,562 employed in 
October of last year. 

Not. only has the silver shortage 
forced curtailment but it has made some 
manufacturers refuse orders until they 
know how they stand regarding ability 
to obtain supplies. 














WHEN you need 
Anything in Stones 





¢ DON'T HUNT BLINDLY 
© Come direct to STONE 
HEADQUARTERS 


® Accurate, Prompt, Intelligent Service, 
handling everything in stones from 
Amethyst to Zircon... 


N. NATHAN & CO. 


INCORPORATED 
PRECIOUS STONES ond PEARLS 
610 FIFTH AVENUE, NEW YORK 


SINCE /A\ 190! 


HF 


PROVIDENCE BRANCH: 40 Fountain St. 





A Complete LAPIDARY 
ORGANIZATION ... 
Specializing in 
® CUTTING and ENGRAVING 
®@ INCRUSTING and DRILLING 


@ MATCHING and JOBBING 
STONES of all TYPES 


Be 


71 NASSAU STREET 


NEW YORK CITY 
(*Affiliated with S. Nathan & Co., Inc.) 
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GENUINE 


WHOLE 
PEARLS 


— All Sizes — 


GENUINE 
RUBIES & 
SAPPHIRES 


Squares, Rounds and 
Fancies 


GENUINE 
ZIRCONS 


Whites and Blues 


GENUINE 
GARNETS 


Rounds and Ovals 


AMETHYSTS 
TOPAZ 


AGATES 
Plain or Drilled 





* 


Mail Orders Promptly 
Filled 





Special Attention to 


CUTTING 
ENCRUSTING 
DRILLING 


MAX STERN & CO. 


Importers 


17-23 John St. New York 
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Vs. Free Repairs for Soldiers 
Editor, Jewerers’ CrrcuLar-KeEysToneE: 

It is quite possible that you will not 
agree with part or all of the following. 
I anticipate, however, that you will give 
it the space it requires in your worthy 
magazine. I have a hunch that there 
will be a great number of readers who 
felt just as provoked over that “un- 
usual” item as I did. 

The “Speaking of the Jewelry Trade” 
column (May issue) tells an unusual 
story of an Illinois jeweler who, stirred 
by patriotic fervor, advertised free 
watch repairing to the boys in the armed 
forces. Editors of this magazine seemed 
quite impressed, speaking of it as “a 
generous, public-spirited, fine and pa- 
triotic offer.” To this writer, however, 
it appeared like one of those cheap ad- 
vertising schemes intended, primarily, to 
“catch” more and better sales. 

This free watch-repairing advertiser 
adds stupidity to insult by explaining 
“that the store’s two watchmakers, both 
beyond draft age, are giving their time 
to do the work while the firm is con- 
tributing the materials.” (How big 
hearted!) It reminds one of the fellow 
who exclaimed: “Sure, I’ll be .proud to 
display the Stars and Stripes in front 
of my home, providing you furnish the 
flag.” 

Why do so many store owners, both 
small and big—especially the latter, use 
the watch repair department as a char- 
ity institution? Why don’t they give 
away merchandise instead of the ever- 
disregarded watchmaker’s time and 
skill? How about offering “our boys” 
a free watch attachment, a crystal, a 
new dial with each watch repair? Or 
how about a free identification bracelet, 
with their name on it, with every $5 sale? 
Or how about offering them, as we do, 
a 20 or 25 per cent discount on every- 
thing they purchase? We fully realize, 
of course, that this simply means a cut 
in profits. But it seems quite logical to 
assume that if one is eager to publicize 
his patriotism in 12-inch four-column ads 
he should likewise be willing to pay the 
price—out of his own pocket book. 

There are many and various ways of 
showing our sincere appreciation to the 
men in military service, just as there 
are numerous ways to please the general 
public. But as a store owner who spends 
a great deal of his time at the bench, 
this writer is sternly opposed to any ad- 
vertising scheme or publicity stunt 
which tends, directly, or even indirectly, 
to cheapen our trade or degrade many 
of its fine and skilled craftsmen. 

Arnotp B. Davinson 
Arnold’s Jewelry Studio 
Los Angeles, Cal. 





Long Guarantees Criticized 
Editor, Jewrerers’ Crmocurar-KEYSTONE: 

Why should’a jeweler guarantee a 
watch or clock any length of time? Two 
of our leading watch and clock manufac- 
turers only guarantee their products 
free of defects for 90 days, so why 
should the individual jeweler be the goat 
and exceed their period? 

When manufacturers removed their 
one year guarantee on watch cases it did 
not go down so well, but now you never 
hear of a watch case guaranteed any 











TO THE EDITOR... 














a, 
—— 


number of years and I, for my part, 
like the guarantee off cases. The watch 
cases of good, reputable manufacturers 
will always stand up and give satisfac- 
tion and it always should be the same in 
watches or clocks. Starting July 1, I 
will not guarantee anything, whether 
sales or repairs, for longer than 90 days 
no matter what the past guarantees were, 
I think if this matter was brought to the 
attention of your readers, there would 
finally be no guarantee on anything in 
the future. Jewelers have been foolish 
enough in the past on this guarantee 
baloney. 

A. Cu. Riesz 
Ryan’s Jewelry Store 
Baraboo, Wis. 
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JULY 


6-18 International Home Fur- 
nishing Market, Merchan- 
dise Mart, Chicago. 

26-28 Southern Eastern China, 
Glass and Gift Show, Tut- 
wiler Hotel, Birmingham, 


Ala. 

26-29—NACJ Convention, Hotel 
Sherman, Chicago. 

26-31 Los Angeles Gift Show, 
Hotel Biltmore. 


AUGUST 


3-8 Western Home Furnish- 

ing Market, Western Mer- 

chandise Mart, San Fran- 
cisco. 
hicago Gift 

almer House. 

3-15 Merchandise Mart Gift 
Show and China, Glass- 
ware and Pottery Market, 
Merchandise Mart, Chi- 
cago. 

9-14 San Francisco Gift, Lamp 
and Housewares Show, 
Palace Hotel, San Fran- 
cisco. 

23-27 Seattle Gift, Lamp and 
Housewares Show, Hotel 
Olympic, Seattle. 

23-30 Southwestern Merchandise 
Exhibitors, Baker Hotel, 
Dallas. 

23-30 Dallas Gift Show, Hotel 
Adolphus. 

24-28 225 Fifth Ave. Gift Show, 
New York. 


24-28 ANRJA Convention, Wal- 


3-14 Show, 


dorf-Astoria Hotel, New 
York. 
24-28 New York Gift Show, 
Hotel Pennsylvania. 
SEPTEMBER 
6-11 Kansas City Gift Show, 
Hotel Phillips, Kansas 
City, Mo. 

14-18 Boston Gift Show, Hotel 
Statler. 


28-Oct. 2 Philadelphia Gift Show, 
Hotel Benjamin Franklin. 
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The offices of the International Jew- 

elry Workers Union, Local No. 1, A. F. 
of L., have been moved to 1650 Broad- 
way. 
4 Bernard Hirsch, associated with the 
Irving O. Hirsch jewelry store, West 
New Brighton, S. I., married Miss Ev- 
elyn Cohen, June 7. 

Henry J. Ludwig, jewelry distributor, 
of "17 W. 44th St., and Mrs. Ludwig, 
celebrated their silver wedding anni- 
versary June 6 at Vasa Temple, The 
Bronx. 

q The B. B. Crystal Co., 160 Varick St., 
has taken additional space on the 7th 
floor of the same building, and will in- 
stall new equipment and fixtures in their 
more commodious quarters. 

q Samuel Auguss, for 30 years con- 
nected with the firm of Aisenstein- 
Woronock & Sons, is now associated with 
the new firm of David Woronock & Sons, 
630 Fifth Ave. 

4 Members of the firm and employees of 
Jacob Cohen & Sons, wholesale jewelers, 
tendered a dinner to Samuel Cohen, June 
28, at Jimmy Kelly’s restaurant, Green- 
wich Village. The occasion was the ob- 
servance of his 25th wedding anniver- 
sary. 

qd Irving Sacks, 70-72 Bowery, New 
York, formerly the Metropolitan Credit 
Co., is offering to purchase dead or 
slow stocks of gold, platinum, silver or 
filled watches, jewelry, costume jewelry 
and novelties. The firm has been in busi- 
ness for 35 years. 

4 Henry H. Harteveldt, president of the 
Harvel Watch Co., has announced that 
he is organizing a committee of golf 
club leaders along the eastern seaboard 
to adopt the slogan “Keep ’Em Fit.” 
The drive will be part of the National 
Physical Fitness campaign. 

q Graff, Washbourne & Dunn, New York 
silversmiths, have announced the elec- 
tion of Eugene Rossi as treasurer of 
the firm. Mr. Rossi’s election is the re- 
sult of the retirement of Cleveland A. 
Dunn and the subsequent elevation of 
Harrison W. Conrad to the presidency. 
q Louis Soloman, heretofore a_ stone 
salesman for Edward Lembeck & Bros., 
68 Nassau St., was inducted itno the 
Army June 13. Night before, he was 
given a military-type watch at a testi- 
monial at the Edison Hotel, attended by 
30 stone importers’ and manufacturing 
jewelers’ salesmen. 

q James Schulz, watch importer and 
manufacturer of fine precious-metal 
watch cases and watch attachments, was 
host to many of his friends in the trade 
at a cocktail party Friday afternoon, 
June 19, to celebrate the formal opening 
of his spacious new offices and factory 
at 304 E. 45th St. Visitors saw quar- 
ters, open from three sides to unob- 
structed natural light, approximately 
three times the size of those formerly 
occupied at 15 W. 47th St. 

q The inauguration of a drive to pur- 
chase $100,000 worth of War Bonds by 
the members of the Bronx RJA was 
a leading feature of a meeting of that 
group held June 10. The first pur- 
chase of the drive, a $1000 bond, was 
made by M. Kirschenbaum, 37 E. 137 
St., the other members quickly following 
suit, and it is hoped to exceed the speci- 
fied total. At the meeting, which was 
the last to be held until September, the 
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members were told that the Feinberg 
Fair Trade Bill, recently vetoed by Gov- 
ernor Lehman, would be re-introduced 
in the Assembly in November. Discus- 
sions and explanations of price ceilings 
and credit control were also features of 
the meeting. 


Brooklyn RJA Discusses Taxes 

q “What constitutes taxable repairs?” 
was the major topic for discussion at 
the meeting of the Brooklyn RJA held 
June 17. Steps were taken to clear up 
confusion in the minds of those present 
who were uncertain as to just how the 
tax on materials for certain repairs 
would be charged, and explanations were 
also given on price ceilings and credit 
controls. A discussion of inventory con- 
trol disclosed that those present felt 
that such a measure would be impractic- 
able for jewelry retailers. It was also 
disclosed that the Feinberg “Fair 
Trade” bill would be reintroduced into 
the State Legislature in the fall. 


Struss Store Goes Out of Business 


q The Struss Jewelry store, 3500 Ber- 
genline Ave., Union City, N. J., went 
out of business June 1 after two weeks 
of police court litigation arising from 
an alleged violation of a local “Fly-by- 
Night” ordinance. Carl M. Struss, the 
proprietor, announced his retirement on 
the advice of a physician and advertised 
that a sale would be held to dispose 
of his $50,000 stock. The firm of Case 
& Robinson, New York, were retained 
to sell his remaining stock. Local jew- 
elers immediately filed a complaint 
against Case under an ordinance requir- 
ing transient salesmen to secure a $300 
license. The fine was paid but other Union 
City jewelers claimed that the sale was 
continued by a Case employee named 
Miller, although Struss maintained that 
he had resumed management of the 
store. Case and Miller were ordered to 
stay out of the store and, when it was 
closed June 1, the complaints were with- 
drawn. 





To Refrain from Misrepresentation 


The Federal Trade Commission has 
ordered Hyman and Abraham Langsam, 
trading as Model Home Supply Co., 34 
E. 12th St., New York, to cease and 
desist selling or otherwise disposing of 
merchandise by means of a_ lottery 
scheme. The respondents dealt in jewel- 
ry, cosmetics, clothing and electrical 
and household articles. Directing that 
the firm cease representing that mer- 
chandise was given to their representa- 
tives free and that shipping charges 
were paid by the respondents, the com- 
mission found that none of the so-called 
premiums of gifts were given free but 
were either purchased by the labor or 
services of the respondents’ representa- 
tives or the price was included in the 
prices of other articles which the rev- 
resentatives had to sell before procuring 
a premium or gift. According to find- 
ings, the respondents did not pay all 
shipping charges on their products, but 
their representatives were required to 
pay certain specific sums as shipping 
charges on a number of the respondents’ 
articles of merchandise. 

(Please turn to page 61) 





“ORIENTA” 
CULTURED PEARLS 
of QUALITY 
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65 NASSAU STREET 
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OMEGA 


The watch of world precision record 
NORMAN M. MORRIS 
WATCH CORP. 


608 Fifth Ave... . New York 








FRIEDMAN GEM CO., INC. 


5,000,000 
ROYAL MARCASSITES 
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Delivered in Sealed Packages 


ZIRCONS wre 


CULTURED PEARL NECKLACES 
CHINESE JADE 


71-73 Nassau St., New York City 
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ENCRUSTERS | 
STONE RINGS ENGRAVED 
@ CRESTS @ DRILLERS 
@ COATS-OF-ARMS @GEM CUTTERS 
@ SCHOOL AND FRATERNAL EMBLEMS 
Estimates furnished without obligation 
BRAUNFELD & MEHLMAN 





108 Fulton St. New York, N. Y. 
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BEAD SPECIALIST 
All Kinds of Genuine Stone Bead Necklaces 
Earrings Pendants Bead Bracelets 


Selections on request to responsible Jewelers. 
Necklaces lengthened and restrung 


DOUBRAVA CO. 
12 John St., New York City 











ETERNA WATCH COMPANY 
OF AMERICA, INC. 


MAKERS OF FINE WATCHES 
SINCE 1856 


580 FIFTH AVENUE, NEW YORK 
Telephone BRyant 9-8660-8689 








LADIES’ ZIRCON RINGS LADIES’ PLATINUM 
BIRTHSTONE RINGS & GOLD MOUNTINGS 


GOLD CROSSES Solitaire- Wedding- Fancy 
10 Kt. & 14 Kt. ' 
as GENTS’ RINGS 
1/20—12 Kt. G. F. Plat. & Gold 


JOSEPH A. RICH 


Mfrs. of Plat. & Gold Jewelry 
62 W. 47th St. New York, N. Y. 














269 So. 9th ST. 


SIMONS BROS. CO. 
THIMBLES 


PHILADELPHIA 
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MARCASITES 


GENUINE SWISS—ALL SIZES 
GENUINE OPALS 
GENUINE AMETHYST 
GENUINE TOPAZ 








MAX SCHUSTER 


10 WEST 47th ST. 
NEW YORK 











iz GOLD 


SILVER 
PLATING 


Silverware Repaired 
Equal to NEW 
Removing of Engravings 


WM. HERTEL & CO., Inc. 


Silversmiths & Platers 
17 W. 45th St. 
New York City 


“23 years at the same 
address” 


(Before) 
(After ) 








SPECIAL ORDER WORK 
on Hand Made 


PLATINUM RINGS 


Write for Estimates 


K. ABRAHAM 
47th St. Diamond Center 
54 W. 47th St., NEW YORK 
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Lad Who Sent Final Messages from Besieged Corregidor 
Greeted Uncle, Longines-Wittnauer Materials Manager 


The fall of Corregidor, one of the 
most terrible and dramatic episodes yet 
to occur in World War II, saw the 
heroic transmission of last messages 
from that point by Sgt. Irving Strobing 
of Brooklyn. Surrounded by dead and 
wounded, the heroic operator described 
the advance of Jap forces, the smashing 
of bombs around his “shack,” the heroism 
of General Wainwright whom he called 
a “right guy” and finally, when the mo- 
ment for evacuation had almost arrived, 
sent a message to his family. 

“My name is Irving Strobing,” he 
tapped out, “Get this to my mother. Mrs. 
Minnie Strobing, 605 Barbey St., Brook- 
lyn. They are to get along OK. Get 
in touch with them as soon as possible. 
My love to Pa, Joe, Sue, Mac, Carry, 
Joy and Paul. Also to all the family 





and friends. God bless them all, hope 
they’ll be there when I come home. Tell 
Joe wherever he is to give them hell for 
us. My love to you all. God bless you 
and keep you. Love. Sign my name 
and tell mother how you heard from me.” 

“Mac,” mentioned in the message, ig 
Mac Friedman, an uncle of the heroic 
operator and in charge of the materials 
department of the Longines- Wittnauer 
Watch Co. “Carry,” also named, is 
Friedman’s wife, and “Joy” and “Paul” 
are his two children. The family has 
lived with Strobing for over 18 years, 
Needless to say, Mr. Friedman is ex- 
tremely proud of his hero-nephew and, 
of course, also pleased at being men- 
tioned, together with his family, in a 
radio message which will go down in 
history. 





School Ring Manufacturers Unite, 
Good-will, Trade Ethics are Aims 
Representatives of 16 firms specializ- 


ing in the making of school rings and 
pins met at the Hotel Waldorf-Astoria, 


New York, June 9-11, and organized the — 


Educational Jewelry Manufacturers’ 
Association. A. O. Packer, Dieges & 
Clust, New York, was elected president 
of the group; L. H. Rather, Star En- 


graving Co., Houston, Texas, was elected * 


vice-president; M. E. Stouffer, Spartan 
Jewelers, Buffalo, was named secretary, 
and John H. Mahoney, Bastian Bros., 
Rochester, treasurer. 

According to Mr. Packer, the organi- 
zation represents the first successful at- 
tempt by firms engaging in scholastic 
jewelry manufacture to present a united 
front. He asserted that the primary pur- 
pose of the group will be to create good- 
will and, eventually, to establish a firm 
basis for good trade practices. 

Directors of the newly-formed organi- 
zation include Daniel C. Gainey, Josten 
Mfg. Co., Owatonna, Minn., chairman; 
L. G. Balfour, L. G. Balfour Co., Attle- 
boro, Mass.; Harry Herff, Herff-Jones 
Co., Indianapolis, Ind.; Thornton J. 
Manry, Green Co., Kansas City, Mo., 
and George Spies, George Spies, Inc., 
Chicago, Ill. Other firms represented in 
the association are Alan Shiman, Inc., 
Newark, N. J.; Dorst Mfg. Co., Cincin- 
nati, Ohio; Harcourt Co., Louisville, 
Ky.; Loren Murchison, Newark, N. J.; 
Robbins Co., Attleboro, Mass.; Standard 
Ring Co., and Robert Stoll, Inc., New 
York, and Harry C. Bradshaw, Newark, 
N. J. 


Appliance Sales Start Decline 


Curtailment in production of a variety 
of electrical appliances was finally re- 
fiected in distributors sales figures for 
May when, for the first time since the 
start of the war, sales volume dipped 
below the corresponding month of the 
previous year. 

Chief reason for the drop was de- 
clining production which for the great 
majority of small appliances stopped 
altogether May 30. Although manu- 
facturers had been allowed to operate 
at a higher rate in May than that of 
the previous year, a steady decline in 
material inventories prevented many 
from seizing the opportunity. 

In general, retail stocks are still 
heavy and even though shipments from 
manufacturers and_ distributors are 
starting to dwindle, stores will have 





enough goods to carry them through 
until the end of the year. The variety 
of previous years will be lacking, of 
course, but there will be sufficient mer- 
chandise on hand to care for demands. 


New York State RJA Is Told 
Silver Demand Exceeds Supply 


Re-electing all incumbent officers, the 
New York State RJA was primarily 
concerned with discussions of supply 
problems and price controls at its an- 
nual convention held at the Hotel 
Seneca, Rochester, May 18 and 19. 

Russel G. Scheer, past-president of 
the group, stated that while many jew- 
elers believe supplies of most materials 
are available, silver now being received 
from Canada and South America is in- 
sufficient to meet the demands of a pub- 
lic silver purchasing wave such as exists 
at present. 

Installation of the re-elected officers 
came at the end of the two-day session. 
Alfred Morrel, New York, was retained 
as president; E. Lathrop Sunderlin, 
Snyder & Co., Rochester, as secretary, 
and E. R. Brigham, Oneonta, as treas- 
urer. 
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A. SPIER 


7 WEST 45th STREET 
NEW YORK CITY 
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Jeweier Heads "Vineland for Victory Day" Campaign, 
Town of 25,000 Buys $600,000 in War Bonds and Stamps 















Left—Washington officials examine a copy of the poster used in Vineland's highly success- 

ful War Bond test drive. Left to right: New Jersey Congressman Elmer H. Wener, F. E. 

Pulte, Jr., Chief of Retail Stores Division, U. S. Treasury; Frannlin Lamb, special consultant 

to the Retail Stores Division, U. S. Treasury; Arthur Scholz, secretary of the Vineland Chamber 

of Commerce, and A. B. D'Ippolito, Vineland jeweler, chairman of the drive. Right—Chair- 

man D'Ippolito sells the first bond of the drive to Congressman Wener over the counter of 
his. jewelry store. 


Angelo B. D’Ippolito is a jeweler in 
Vineland, N. J., a typical small Ameri- 
can town. And Vineland was chosen 
by the U. S. Treasury Department to 
test Secretary Morgenthau’s notion that 
Americans would buy a billion dollars 
worth of War Bonds a month and buy 
them voluntarily. Mr. D’Ippolito, pos- 
sibly because he deals in precious com- 
modities, was named chairman of the 
town’s drive to purchase $250,000 worth 
of the world’s most precious commodity 
—freedom. . How well he did his job, and 
how well his townspeople responded is 
evidenced by the nation-wide publicity 
given to Vineland’s purchase of $618,- 
000 worth of bonds in a one-day, all out 
drive. 

A whirlwind campaign of Vineland 
proportions has, possibly, never oc- 
curred before; certainly there is no 
precedent in recent times. With a local 
population of not quite 8,000 persons 
and embracing a territory with a total 
population of 25,000, Treasury officials 
were at first dubious about setting the 
town’s quota at $250,000. Mr. D’Ippo- 
lito, whose first two initials. gave him the 
nickname “Abie,” however, insisted on 
this goal. Previous to the day decided 
on for the drive, he would call on one 
person after another at various meet- 
ings, point a finger and say “I’m not 
taking ‘No’ for an answer!” He would 
then issue his orders and everyone 
seemed to contract his enthusiasm. They 
appreciated his sincerity of purpose and 
the way in which he threw himself 
wholeheartedly into the task of raising 
what appeared to be an impossibly large 
sum of money, and agreed with him that 
it was not one man’s job but that every- 
one in the town. 

May 29th, the day scheduled for the 
test, was named “Vineland for Victory 
Day” and assumed the aspect of a civic 
holiday. Flags and bunting decked the 
buildings, posters proclaiming the slogan 
“The U. S. is Watching Vineland,” and 
an enormous parade, featuring civic offi- 
cials, celebrities, school schildren and 
defense workers was scheduled. By mid- 
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morning the post-office and two banks 
announced that. sales of bonds and 
stamps had reached a total of $375,000, 
far in excess of the quota. By mid- 
afternoon sales had exceeded the $400,- 
000 mark and local high-school girls 
were pressed into service to help count 
the bonds and stuff the money into 
packing boxes. Too busy selling bonds 
and stamps, the post-office was unable 
to keep tabs on sales after 10 a. m. and 
bank tellers, running out of bonds, is- 
sued receipts for the money which flowed 
in. 

The buying and selling of War Bonds 
became the only occupation in town on 
“Vineland for Victory Day.” Towns- 
folk hurried up and down Landis Ave., 
the main street, waving fistfulls of bonds, 
one man displaying $9,500 worth fanned 
out like a poker hand. A 20-year-old 
lunch wagon waiter pressed $600 into 
Chairman D’Ippolito’s hand saying 
“Sock her in—it’s my life savings!” 

Volunteer salesmen showed amazingly 
ingenuity in promoting sales of bonds 
and stamps. Free airplane rides were 
given to every purchaser of a $100 bond 
at the local airport, an 82-year-old lady 
taking her first ride in this fashion. A 
taproom proprietor levied fines ranging 
from 10 cents to a dollar in War Stamps 
on “cusswords” according to their hue 
and took in $100. A clergyman auc- 
tioned off three pups for $38 which he 
promptly invested. A glass company, 
engaged in war work, gave 2,500 em- 
ployees an extra week’s pay and asked 
that it be invested in bonds and stamps. 

To Chairman D’Ippolito went thanks 
from the Treasury Department for 
showing that America—which Vineland 
typifies—is like that. There are thou- 
sands upon thousands of Vinelands in 
the United States, all towns which can 
roll up the same sort of record. But to 
the little South Jersey town with the 
energetic jeweler goes the credit for 
showing that Americans need not be 
bludgeoned into supporting the war 
effort through compulsory savings plans. 


Named Optical Administrator 


Appointment of Charles R. Johnson, 
New York, to take charge of the op- 
tical goods unit of the O.P.A. consumer 
durable goods branch, was announced 
June 12 by Donald H. Wallace, acting 
director of O.P.A.’s General Products 
Division. Mr. Johnson formerly was 
president of the General Optical Co, and 








the Kryptok Co., both of Mount Vernon, 
N. Y., and vice-president of the Shur- 
on Optical Co., of Geneva and Rochester, 
N. Y. 





South Africa Asks Watch Supplies 


Martin & Sutherland, 25-29 von 
Brandis Bldgs., Johannesburg, South 
Africa, watch dealers and jewelers, are 
contemplating opening a further branch 
of their business to deal in watch ma- 
terials and accessories. To this end, they 
are anxious to secure illustrations, cata- 
logues and price-lists of glasses, tools 
and equipment from American manu- 
facturers. 





q A. Speir, formerly of Amsterdam, is 
now specializing in re-cutting and re- 
pairing diamonds with a factory at 7 
W. 45th St., New York. 





4q Martin L. Ehrmann, New York dealer 
in mineral specimens, has given up his 
business for the duration and assumed 
the rank of captain in the U. S. Army. 
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Rebuild Your 
Watches NOW 


Your watch movements are too valuable 
—and watches are too scarce. Send your 
movements to us TODAY. We'll convert 
them into the most modern watches at 
a very reasonable price. We will supply 
cases, dials, and all necessary materials. 
A trial will convince you of the type of 
work we do... and of our reliability. 
Credit cheerfully given to rated firms. 


OXFORD WATCH CO. 
82 BOWERY, NEW YORK 




















WATCH MATERIAL 


Parts for all makes of 
Swiss & American watches. 


Prompt mail service. 
Write for Catalog C 
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220 BROADWAY NEW YORK 
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For Immediate Delivery— 


ORDER NOW—NO = RATIONING—WE 
CAN SUPPLY UP TO A DOZEN OF A 
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CAN WATCHES—ELGIN—WALTHAM—HAMIL- 
TON—ILLINOIS. 


ALSO A COMPLETE LINE OF AMERICAN AND 
SWISS MATERIALS FOR ALL MAKES IN GENU- 
INE AND IMITATION. . .. Write for catalog... . 


ORDER NOW 


CENTRAL WATCH MATERIALS 
& SUPPLY CO., INC. 
134 South Eighth Street, Philadelphia, Penna. 
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805 Sansom Street « 
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ORDER YOUR 
TELECHRON and REVERE 
Electric Clocks 
SETH THOMAS CLOCKS 
WESTCLOX PRODUCTS 
INGERSOLL WATCHES, ETC. 
REPAIR DEPT. SUPPLIES 
From authorized Distributors 


JOS. B. BECHTEL & CO., INC. 


729 Sansom St., Philadelphia 
(Satisfactory service for 46 years) 








BOWMAN 


Technical School 
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Watchmakers 
Engravers, Jewelers 
Wri free book ‘Your 





Future and Our Seheol’’ 
JOHN J. BOWMAN, Director 
Bowman Pa. 
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TILMORE WATCHES 


LATEST STYLES IN LADIES' AND GENTS‘ 
Also fapel novelty watches and the popular waterpreet 
wateh for the man in serviee. 

Write for price-list. 

Solely distributed by 
CENTRAL WATCH MATERIALS & SUPPLY CO.,INC. 
134 S. 8th Street Philadelphia, Penna. 
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q@ Herman Kornfeld, diamond setter for 
H. Henry Seletsky at 718 Sansom St., 
was married June 7 to Miss Julie 
Machles at the Majestic Hotel in Phila- 
delphia. Friends from “the street” acted 
as ushers. 

q The Sansom Street Business Men’s 
Association of which William Pickens is 
president, has decided to postpone its 
annual banquet until the fall due to the 
pressure of work connected with jewel- 
ers’ war efforts. 

4q The show-window contents of the jew- 
elry store of John D. Enright on the 
southeast corner of 13th and Sansom 
Sts. were scattered over the pavement on 
May 24 when two automobiles collided 
and one of them crashed through the 
window. 

q According to the U. S. Bureau of La- 
bor Statistics, wholesalers inventories of 
jewelry in Philadelphia during April 
were 2 per cent greater than March 
but 11 per cent less than April, 1941. 
Sales by wholesalers 15 per cent below 
March levels and 1 per cent below April, 
1941, 

4q Serg. Frederick Weisberg, who joined 
the U. S. Army’s Air Corps last July, 
paid a surprise visit to his old friends 
along “Diamond Row” during a furlough 
in June. Employes, together with the 
management of the House of Milner 
where Weisberg was employed at the 
time of his enlistment, quickly arranged 
a party at which he was the guest of 
honor. 

¢q Employes in factory No. 1, Harrison 
plant of the RCA in Camden, N. J., have 
ae in odd pieces of old jewelry 
and knick-knacks and melted them up 
for special pins to be worn by each em- 
ploye during the plant’s “war on waste” 
campaign. Enough reclaimed material 
was left over to make up a trophy for 
the department doing the outstanding 
job each month. 

q The Horological Guild of Philadel- 
phia held its last scheduled monthly 
meeting of the season June 9 with H. R. 
Pedrick, vice-president of the Horologi- 
cal Association of Pennsylvania, presid- 
ing. Mr. Pedrick reported that many 
members of the Philadelphia chapter 
have left the jewelry business to con- 
tribute their assistance to Uncle Sam’s 
war efforts. The next regular meeting 
of the local guild will be held on the 
second Tuesday in September. The state 
association will hold its annual meeting 
in either July or August. 


Jewelers, Other Merchants 
Unite in War Bond Drive; 
"Retailers for Victory" 


Retail jewelers throughout the coun- 
try, together with store-owners of every 
other line, have pledged themselves to 
sell War Bonds and Stamps in an 
amount equal to 4 per cent of their 
July, 1941, sales volume in the “Retail- 
ers for Victory Drive,” July 1-31. In 
addition, retailers have pledged to en- 
roll all employees in the Treasury De- 
partment’s 10 per cent payroll allot- 
ment plan for the purchase of bonds and 
stamps. 

On July 1, retail stores throughout 
the nation held a 15 minute “Whiteout 
for Victory” at noon-time, a period dur- 
ing which only War Bonds and Stamps 


were sold. Other outstanding events in 
the drive will be a “Corsage for Victory 
Day,” July 10, when corsages made up 
of War stamps will be sold; an “Ameri- 
can Heroes Day,” July 17 when stamps 
and bonds will be sold in honor of 
heroes of all wars, and “Victory Days,” 
July 30 and 31, when a whirlwind cam- 
paign of bond-selling will wind up the 
drive. 

Other aspects of the “Retailers for 
Victory Drive” will include specially 
decorated show windows, provocative 
newspaper advertising, and store rallies, 
The day that each individual store meets 
its payroll allotment and 4 per cent sales 
quota will be designated as “Treasury 
Day” and the store will be permitted to 
display a Treasury insignia announcing 
the fact. 

On August 3, city, county and state 
retail chairmen will report the results 
of the “Retailers for Victory Drive” at 
a luncheon in Washington. Treasury 
and other government officials will at- 
tend and Rosalind Russell, cinema star, 
will be the guest of honor. 


Silver Shy? She has it to Burn! 


When Mrs. Baker Terry of Clayton, 
Mo., found a silver after-dinner-coffee 
pot in her fireplace, she was puzzled. 
Remembering that she had burned a 
large log there the previous evening, she 
examined the vessel and discovered that 
it was apparently of pre-Civil War vin- 
tage. She has concluded that it must 
have been hidden in a hollow tree for 
safe-keeping during the war. 
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| Elgin—Hamilton—Waltham Watches 


Seth Thomas—Westclox 
Waltham Clocks 


Serving the Trade Since 1857 
906 Chestnut Street, Philadelphia 








ELGIN — WALTHAM — HAMILTON 
BULOVA — GRUEN 
REBUILT WATCHES 


of the better kind, for the better Jewelers, 
of every description in Swiss and American 
for ladies and gents.—Orders filled promptly. 
We also carry a full line of watch cases of the 
latest styles in every description at the lowest 
market prices. 


Write for Cataloa. 
CENTRAL WATCH MATERIALS & 
SUPPLY CO., INC. 


134 S. 8th St. Phila., Pa. 
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SCHOOL FOR WATCH MAKERS, 
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Broad and Somerset Streets 
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q Between Jan. 1 and June 9, 5,339 
jewelry workers filed claims for unem- 
ployment compensation benefits at the 
R. I. Board. 

qW. A. H. Wells has been reelected 
president of the Metals Finding Manu- 
facturers Association. Also named were 
R. A. Ward, vice-president, A. E. Leach, 
treasurer, and Ben Cate, secretary. 

4 May payrolls in R. I. jewelry and sil- 
verware manufacturing plants were 4.5 
per cent below those of April but re- 
mained 15.3 per cent above the like 1941 
month, the Federal Reserve Bank of 
Boston reports. 

q Gottlob Armbrust, president and 
treasurer of the Armbrust Chain Co. and 
the American Ball Co., has been named 
to the advisory committee of the Indus- 
try and Production Division of the R. I. 
State Council of Defense. 

q Local members on the WPB-ap- 
pointed costume jewelry advisory com- 
mittee are: George Ingleby, Frederick A. 
Ballou, Jr.. Henry Peterson, J. Carlton 
Bagnall and Gottlob Armbrust. The 
only local man on the precious jewelry 
committee is Edgar M. Docherty. 

q Frederick A. Ballou, Jr., of B. A. Bal- 
lou & Co., and president of the N. E. 
Manufacturing Jewelers’ & _ Silver- 
smiths’ Association, has been named a 
member of a WPB advisory committee 
on officers’ military insignia. E. R. Wik 
marth of W. H. Blackinton & Co., Attle- 
boro Falls, also was named to the com- 
mittee. 

q A large section of the manufacturing 
and retail jewelry firms in Rhode 
Island is taking an active part in the 
voluntary payroll savings plan for the 
purchase of War Bonds and Stamps. 
Many manufacturers have changed their 
working hours in a move to cooperate 
with local officials who are working to 
stagger traffic loads and avoid conges- 
tion during the normally peak hours. 





Heads Waterbury Clock Co. 


Joakim Lehmkuhl, a Norwegian manu- 
facturer in this country on a diplomatic 
visa, became president of the Water- 
bury Clock Co., Waterbury, Conn., June 
1. He succeeds Charles H. Granger, a 
member of the firm for 36 years. 
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REED & BARTON 


SILVER POLISH 


A superior polish—made by sil- 
ne for jewelers’ use and re- 
sale. 

Freight now prepaid in U. 8. in 
specified minimum lots — jeweler 
receiving full 100% profit. 

REED & BARTON - Tauntofy, Mass. 


ATEN ATs OAT AY Om MOAT ALE 
DESIGNING - BROCADING 
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NORTH ATTLEBORO ENGRAVING CO. 


ATTLEBORO FALLS, MASS 
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. The Providence Journal 


PROVIDENCE PAPER PROTESTS 


The Providence Journal published on 
June 13 an editorial and cartoon on the 
silver shortage and its threatened effect on 
the jewelry manufacturing industry, nor- 
mally the state's third largest, arousing con- 
siderable comment in local services. The 
editorial declared it was amazing and 
shocking that the industry is suffering from 
such a shortage while the country has the 
largest stock of the metal in its history. It 
denounced the entire silver situation as a 
political affair and asked “What is this 
State's delegation in Congress doing about 
it?" The cartoon was as is shown above. 





Canadian Board Bans White Metal; 
Other Restrictions Placed on Jewelry 


Canadian jewelers will face a distinct 
shortage of silverware in the next few 
months following an order issued by the 
Wartime Prices and Trade Board bring- 
ing under control britannia, or white 
metal, used by the silverware, jewelry 
and kindred trades. The order provides 
that no person may buy, sell or use in 
manufacture any britannia metal with- 
out written permission from the WPTB 
administrator. Every person possess- 
ing the metal must submit a detailed 
inventory. 

The Canadian agency has also released 
a statement that in the future costume 
jewelry will be made from such mate- 
rials as wood, shells, plastic and maca- 
roni. It has also been stated that candle- 
sticks, finished and unfinished jewelry 
parts, ornaments and the like will no 
longer be eligible for subsidies formerly 
granted to enable such goods to be kept 
within the retail price ceiling. Watch 
movements and parts are still eligible 
only when, prior to import, an agree- 
ment with respect to subsidies has been 
entered into with the Commodity Prices 
Stabilization Corp., the subsidy-paying 
concern. ’ 





q Platinum was’ at onetime used by 
counterfeiters and aluminum could only 
be afforded by persons of great wealth. 
Yes—and once they made beer cans 
from tin. 
















in the U.S.A. 


Successful credit jewelers know how pennies saved 
mount into dollars earned. That's why so many. 
important operators like Laubheim’s (12 stores) 
and hundreds of others are regular users of the 
monthly WOLFSHEIM & SACHS DISPLAY CARD 
& PRICE TICKET SERVICE on exclusive tranchise. 
They're getting the biggest 2c worth in the U.S.A. 
because that’s the average cost of the 350 display 
units in each month's W&S Service. 

FULL MONTH’S TRIM FOR ONLY $6.95 


TRY IT FREE FOR 10 DAYS 


If you don't think 1*’s an unbeatable val- 
ue, return the service without obligation. 
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In stock and cut 
to your Special Order 
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WHAT OTHERS CAN’T 
—WE DO! 


Our men are starting their 
regular Fall trips with 
complete stocks 
Immediate delivery 
of merchandise no longer 


available. 


WAIT FOR THEM! 
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BALTIMORE, MD. 
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TERLING 
HOLLOWWARE 


fi. G. Schult; Company 


423 E. Lombard St. Baltimore, Md. 








Jewelry Repairers’ Handbook 
by J. G. Keplinger 
Price $1.25 — Postage Paid 
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q Ben F. Rosumny, with Klein & Son, 
Montgomery, Ala., has been designated a 
Registered Jeweler by the American 
Gem Society. 

q At a dinner tendered the employes of 
Shad & Tucker, Jacksonville, Fla., jew- 
elers, Mrs. M. S. Turtle was announced 
as new store manager for the firm. 

q Ferdinand Kohner, of Max Kohner, 
wholesale jeweler at 21 W. Baltimore 
St., Baltimore, left for New Mexico on 
June 12 and will make his residence in 
that area. 

q Frankie Bell, popular city sales- 
woman for Ewing Bros., wholesale jew- 
elers of Atlanta, has resigned to accept 
a position with the Claude S. Bennett 
Co., of the same city. 

q.G. L. Canady, of Lumberton, N. C., 
has returned to his store and settled 
down to business again after convalesc- 
ing from an operation at the Duke 
Hotel, in Durham, N. C. 

q Archie Starcher, formerly with the 
Fink Jewélry Co., Fort Smith, Ark., 
and now with a jewelry firm in Hono- 
lulu, recently telephoned friends in Fort 
Smith that he, his wife and son Tommy 
are all alive and well. 

q W. R. Kingston, watchmaker for the 
LeGrand Jewelry Co., Atlanta, has re- 
signed to take a position as aviation 
instrument repair expert at the new 
Army Air Corps base at Orlando, Fla. 
Earl Herrin takes his place. 

q Induction of Ed Lovett into the Army 
has caused some reorganization in At- 
lanta; James E. Adams replaces him as 
store manager for the Walter R. Thomas 
Co., and W. B. King has assumed the 
post of acting secretary-treasurer of the 
Georgia RJA. 

4 Visitors to the Baltimore wholesale 
market during June included Murray 
Fitterman of the Jewel Box, New 
Berne, N. C.; Victor Heiner, Roanoke, 
Va.; C. G. Jordan of D. P. Paul Co., 
Norfolk, Va., and Milton Greene of the 
Jewel Box, Galax, Va. 

q In keeping with the trend of the times, 
Maier & Berkele, Inc., Atlanta, have in- 
troduced two new services for customers: 
a telephone service, by which accounts 
may be opened over the telephone and 
merchandise sent to a customer’s home 
for examination and selection, and a 
mail-order and shopping service, by 
which merchandise will be sent for ex- 
amination, free of charge, to out-of-town 
customers and prospects. 

q Twenty officers and employes of the 
material department of Ewing ‘Bros., 
Atlanta wholesale jewelers, met at He- 
reen’s restaurant, June 1, for a testi- 
monial dinner tendered to J. J. Scheff, 
head of the material department of the 
firm, who is retiring after 23 years of 
service. The affair was topped off by 
the presentation of a handsome golf 
bag and clubs as a token of apprecia- 
tion by his associates. Before going with 
Ewing Bros., Mr. Scheff was for 17 years 
associated with E. & J. Swigert Co., 
Cincinnati. 

q For the first time in many years the 
“Engel Caravan,” a mobile detachment 
of J. Engel & Co., Inc., Baltimore, will 
not make its holiday goods trip. This 
selling expedition in previous years con- 
sisted of a car and trailer carrying a 
pretentious display of luggage, dresser 
sets and novelties, and visited many 





Southern key cities in May and June, 
The selling trip is deemed unnecessary 
because of the extent of the demand 
compared with the volume of goods on 
hand, and also because of the restric- 
tions placed upon tires and gasoline. 

q The movement in Baltimore to reac- 
tivate the local Jewelers’ Association 
has gotten under way. The scope of 
the organization is to be broadened in 
that it will take in as members not only 
the jewelers but watch repairers and 
all others connected with the business. 
It was expected that a full organization 
would be installed the early part of June, 
but some complications were encountered 
and the final line-up was delayed until 
a meeting late in June, at the Emerson 
Hotel. The gathering was addressed by 
Leo McCormick, local director of the 
Office of Price Administration, who spoke 
on price ceilings. The committe in 
charge of the arrangements for the meet- 
ing included David R. Lakein, one of the 
most active movers for reorganization, 
as chairman, and Howard C. Heiss, Dave 
Morstein and Judson S. Mealy as the 
other members. Mr. Mealy is the re- 
cently elected president of the Mary- 
land, Delaware and District of Columbia 
Association. 


Stieff Co. Has Triple Anniversary 


The silversmithing establishment of 
the Stieff Co. at Weyman Park Drive 
and Keswick Road, Baltimore, was the 
scene of a triple celebration, May 29, 
with a dinner and entertainment ar- 
ranged in honor of the 50th anniversary 
of the company, the 50th anniversary of 
the connection of Miss Martha K. Stein- 
acker with the corporation, and the en- 
trarice into the house of the third gen- 
eration of the Stieff family in the person 
of Charles C. Stieff, son of the president, 
Gideon N. Stieff, and grandson of the 
founder, Charles C. Stieff. Miss Stein- 
acker was the recipient of a check for 
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DECLARED 
“INDEPENDENCE” 


No one can say that the U. S. Jewelry 
Company is independent because it has 
more orders than it can fill. We’re keep- 
ing our old friends and making new 
ones—because every inquiry is getting 
the service and’ attention it deserves. 
And, be assured, there is no favoritism 
or discrimination in the distribution of 
our products. 


US.SEVEERY CO 


Baltimore & Liberty Sts., Baltimore, Md. 
importers of Easton Watches 
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$1,000 and an autographed photo of the Victim of "Construction Freeze" 
president in recognition of her long and 


valued services. In return, she pre- The Boswell Jewelery Co., Tulsa, Okla., 


sented Mr. Stieff with a pipe, and an was one of the first jewelry stores to feel 
anniversary book with the names of all the effects of Conservation Order L-41 
of the 150 employes in it. which limits commercial construction to 


an outlay of $5,000. A. Y. Boswell, owner 
of the store, was prepared to engage 





Tennessee Watchmakers and in a $20,000 modernization and building 

J | End JC-K program when the order was _ issued 

eeers eee ‘i and, although the materials were all 

Stand on Repair Ads on hand, all work over $5,000 was 
stopped. 


At the June meeting of Guild No. 1 
of the Tennessee Watchmakers and Jew- 
elers Association, the following resolu- 
tion was adopted after the lr at Gem Lab Gets Plaque 
body had heard the report of a talk 
given at the UHAA convention in Chi- 
cago: 


“Be it resolved, by Guild No. 1. *  -Fasret Plague 
Tennessee Watchmakers & Jewelers As- Se: SOY Is OMEN Te ES 
sociation, in regular meeting assembled. ; BOF IREY EACHED 
that: Guild No. 1 heartily endorses the ose 2 Puce 
stand taken by Mr. Fred V. Cole, editor entuaun in a emetiaaen ie 
of THe Jeweters’ Circutar KEYSTONE. HENS ETS 


RESUME OF 19t REL, BEERS Bpanesan faces 


upon watch repair price advertising; ee ee 
that: he and his magazine be commended — poppe a 
for the remarks made along this line 
before the Chicago convention and that: 
a copy of this resolution be spread upon 
the minutes of this meeting and the sec- ' gages pang: 
retary hereby instructed to write Mr. 
Cole commending his efforts upon our 
side in this fight against unfair and un- 
ethical repair price advertising.” 

Guild No. 1 of the Tennessee organi- 
zation has been agitating for ethical re- 
pair price advertising for nine years. 





The Retail Jewelers Research Group recently 
presented the above sterling silver plaque 
to the Gemological Institute of America in 
honor of the late Godfrey Eacret. The in- 
Gift Show Motto: "Keep ‘Em Buying” scription states: "This laboratory is dedi- 

The theme of the 16th California Gift cated - the memory of Godfrey Eacret who, 
and Art Show scheduled for July 26-31 as president of the California State Jewel- 








at the Biltmore Hotel, Los Angeles, will ers’ Association, vice-president of the Amer- 
be “Keep "Em Buying.” A veriture in ican National Retail Jewelers Association, 
victory values will be demonstrated to president of the Retail Jewelers Research 
the nation’s gift, art and decorative buy- Group and the first chairman of the board 
ers with practical alternates for ar- of governors of the Gemological Institute 
ticles no longer procurable. Craftsmen, of America, through his moral, physical and 
designers and manufacturers will offer financial encouragement, did more than any 
thousands — of products from materials other man in our industry to keep alive the 
not essential to the Victory program. vision and ideals of Robert M. Shipley and 
— thereby make possible a living and perma- 

REMEMBER PEARL HARBOR! nent memorial in honor of its founders.” 





Charlotte Jewelers Pose for the Cameraman 





Lining up for the camera's scrutiny at its regular meeting in May, the Charlotte, N. C., 
Jewelers Association presented the united front seen above. Those snapped are, in the 
usual order, seated: S. Miller, Lloyd McCall, W. A. Shaw, Paul Arnold, Charlie Little, Sam 
Citron, Ike Ashendorf, James McClure, J. C. Mosback, Ben Goldsmith and George Braun- 
stein; standing: David Levy, Charles Greenman, A. S. Blankenship, John Dudley, George 
Wahl, Harold Wall, Nelson Page, Secretary Alfred Smith, President G. D. Bruns, J. Jackson, 
P. Levine, Max Usilowitz, M. A. Eastwood, J. R. Mclver, George Mooney and Maurice Neiman. 
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Wolfsheim 2 Sachs 
WINDOW DISPLAY 
SERVICE 


**People say I’m super-crit- 
ical... a tough buyer but 
they all agree my windows 
are beautifully trimmed. I've 
used the W&4S WINDOW 
DISPLAY CARD & PRICE 
TICKET SERVICE for 3 years and I still wonder how 
WES provides 350 really gorgeous display cards, in 
5 colors mind you, and some as tall as 24 inches 
for 2c each—$6.95 A MONTH.” CREDIT JEWELERS 
everywhere, Uneeda, Olsen & Ebon and 
others praise this tremendous display card 
value. It may still be available in your city 
on an exclusive basis. 


am wTRY IT AT OUR EXPENSE = om og 


Let me try one month's service Free. x 
I understand I can return it in 10 





a days without obligation or cost. 
g Name... | 
& Address 5 


Wolisheim ¢ Sachs. Inc. 


20 WEST 47th STREET - NEW YORK, N.Y 















SAFE! ECONOMICAL! 
And 
EASY TO USE 


KANTOR’S 


Sunshine 
SILVER POLISH 


Made especially 
for Silverware 


Recommended by Jewelers and 
Silverware manufacturers as an 
efficient cleaner and polish that 
restores to tarnished and soiled 
silver its original lustre. 

3 sizes—4 oz., 8 oz., 16 oz. Retail 
| for 30¢, 50¢, 85¢. Counter dis- 
play FREE 
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q Leslie S. Soldwell, Lake City, Fla., 
who came to Peoria, Ill., to attend the 
funeral of his mother early in June, spent 
several days in Chicago with relatives 
and friends in the trade. 

4 Harry Levy, president of M. Schuss- 
ler & Co., San Francisco, spent several 
days in Chicago early in June on a busi- 
ness trip East and stopped for the 
N.W.J.A. convention returning. 

q Howard A. “Hal” Eyster, wholesale 
dealer in material and findings, Seattle, 
spent a few days in Chicago last month 
enroute to Canton, Ohio, his old home. 
Mr. Eyster devotes much time to writing 
movie scenarios and short stories for 
magazines under the name of Hal Kelley 
Eyster. 

q Rubenstein Bros., manufacturers and 
wholesalers, have greatly enlarged and 
remodeled their space on the 12th floor 
of the Mallers building. Much of the 
additional space was made necessary by 
the increase of business in the trade 
watch repairing department which was 
inaugurated a year ago under the direc- 
tion of I. Josephson, and has grown from 
two watchmakers to 12. 

4 A special meeting of the West Side 
Retail Jewelers Association of Chicago 
was held on the evening of June 8 at 
the Midwest Athletic Club for a discus- 
sion of problems arising from the price 
ceiling situation. President James Had- 
raba explained the object of the meeting 
and introduced the attorney for the or- 
ganization, Benj. L. Sacks, who discussed 
the regulations and answered questions. 


Chicago Credit Jewelers Meet; 

Jones Installed as President 
Following the regular monthly dinner 

of.the Chicago Credit Jewelers, at which 


newly elected officers were installed, an 
open session was held, with President 


Val Jones, Jones & Baumrucker, presid-— 


ing. All retail jewelers of Chicago were 
invited to the meeting and more than 100 
were in attendance. 

Consumer credit and maximum price 
regulations, labor relations and the re- 
cently adopted code of ethics were topics 
of discussion and Robert Smiley, of the 
Better Business Bureau, commended the 
code of ethics and urged a strict observ- 
ance of the advertising rules. George 
Applebaum, Marks Bros., told how the 
code had been developed during the past 
year and stated that a strict observance 
of the code tenets would do more than 
anything else to correct evils of the 
trade. A. Newmark, Newmark’s, re- 
lated how efforts were being made by 
union organizers to form a union of jew- 
elry store clerks under the auspices of 
A. F. of L. and stated that employers 
are following the rules of the N.L.R.B. 
in that employees may join a union or 
refuse. He said that employers would 
resist the efforts of organizers who, by 
threats of pickets, try to force them to 
sign in for all their employees. Their 
counsel advised that the law does not 
require an»employer to advise or force 
an employee to join a union. 

Newly elected officers installed at this 
meeting are: Valentine Jones, Jones & 
Baumrucker, president; Philip Martin, 
Martin Jewelers, vice-president; Joseph 
Hirtenstein, Federal Jewelers, treasurer 
and Ben Halpern, Halpern Jewelers, 
secretary. Directors are: George Apple- 


baum, Marks Bros.; Harry Swartz, 
Swartz Bros.; Virgil Nerad, Frank Ne- 
rad Co.; M. Z. Holland, Holland’s 
Stores; Harry Iglow, Wolf’s Jewelry 
Stores; Louis Litt, Litt Jewelry Co, 
and W. E. Renich, Wm. E. Renich Co, 


C. J. A. Golfs Despite Rain 


The Chicago Jewelers Association, 
celebrated rainmakers, had a typical day 
for their golf outing, June 11, but all 
the showers and downpours did not pre- 
vent the more than 80 members and 
guests from completing their 18 holes at 
Brookwood Country Club, home grounds 
of recently elected President R. Schell 
Hulbert. Following the golf tourney a 
dinner was held at which Mr. Hulbert 
asked chairman W. H. McGreevy to an- 


R. SCHELL 
HULBERT 
Host to 
Golfers 


nounce the winners and present the 54 
handsome prizes. Among the guest 
awards Ray Rust won low gross, 80, and 
R. Kaskinsky low net, 58. For members. 
Jack Casey won low gross, 77, and How- 
ard Seebeck low net, 57. Then came 
Fred Warnecke, 62, Wm. Hanish, 64, 
and on down the list to Harry Arenson 
who received a set of rope quoits for the 
remarkable score of 151. It was a fine 
day regardless of rain and fitting inau- 
guration of the Hulbert regime. 


Named to Michigan War Bond Staff 


Leonard N. Simons and Lawrence J. 
Michelson, of the Simons-Michelson Co. 
Detroit advertising agency catering to 
the jewelry industry, have been appoint- 
ed to the’ Treasury Department War 
Bond Staff for the state of Michigan. 
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Udall & Ballou sale on Fifth Ave., 
New York, largest sale of the kind 
ever made, and is now booking sales 
for the rest of the year. No sale too 
large or too small to receive personal 
attention. 

COMPLETE STOCKS BOUGHT FOR CASH 

ADDRESS 


207 So. Wabash Ave., Chicago 
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Chicago Jewelers Hear Leonard, 
Wells Discuss Price Ceilings 


At a meeting of retail jewelers of 
Chicago and nearby cities called by the 
Illinois RJA in the Louis XVI Room 
of the Hotel Sherman, June 18, about 
200 jewelers were present to hear Floyd 
W. Leonard, chief of the Silverware and 
Jewelry Section, O.P.A., Washington, 
D. C., and F. B. Wells, Price Supervisor 
of Chicago district explain price ceilings 
and methods of handling and answer 
questions puzzling the jewelers. Harry 


HARRY YASEEN, 
Illinois RJA 
President 


Yaseen, president of the Illinois RJA, 
presided and introduced Secretary Mor- 
tensen who in turn presented Mr. Wells 
and Mr. Leonard. They were able to 
make the jewelers realize the importance 
of observing the regulations, and how 
much more simple the operation is than 
it appears to some. One point developed 
by the speakers was that tags on “cost 
of living” articles cannot bear merely 
the legend “C.P.,” but must state “Ceil- 
ing Price” or “Our Ceiling Price.” 


Son & Prins Observe 50th Year 


Son & Prins Co., diamond importers 
at 55 E. Washington St., Chicago, and 630 
Fifth Ave., New York, are celebrating 
the 50th anniversary of their founding. 
In 1892 S. S. “Sollie’ Son, a diamond 
cleaver of Amsterdam, came to America 
and established the business in Chicago. 
Twenty years later Henri J. Prins, a suc- 
cessful business man of Chicago, also 
originally from Amsterdam, became a 
partner. In 1921, when Mr. Prins died, 
his son, D. J. B. “Jack” Prins, succeeded 
to his father’s interest and the name be- 
came Son & Prins. In 1927 Mr. Son 
died and Jack became active head of the 
concern. 

Born in Johannesburg, South Africa, 
Mr. Prins came to America as a youth. 











During World War I he saw service as 
a member of the famed Rainbow Divi- 
sion and, after the Armistice, became 
associated with the firm of Charles 
Adlers’ Sons. Two years later he joined 
the Prins firm. A director of the Chi- 
cago Jewelers Association for two years, 
he is also a member of the Golden 
Roosters of Chicago and the National 
Jewelers Board of Trade. 

In 1933 the organization was incorpo- 
rated as Son & Prins Co. Associated 
with Mr. Prins are Phil C. Abrams, vice- 
president, and Edgar Hume. Until Hol- 
land was invaded the company main- 
tained an office at 17 N. Achtergracht, 
Amsterdam, under the management of 
a European associate. 





Forty Years in Trade, Still Bats 100 


“Forty years is some time to stick in 
the old game, but I’m still batting 100 
per cent,” is the report of J. W. Owsley, 
Chickasha, Okla., jeweler. Originally 
entering the business in 1902 with G. W. 
Halton, Mr. Owsley has remained in ac- 
tive control since 1905 when he bought 
his partner’s interest. Recalling how 
tastes in jewelry have shifted, Mr. Ows- 
ley states that 40 years ago the popular 
merchandise was ‘Tiffany diamond 
mountings, bar pins, silk watch fobs, 
white ivory dresser sets and cuff links. 
“In those days,” he adds, “every girl had 
a collection of souvenir spoons and a 
keen desire to add to a collection of 
cut glass ware.” 





Use of Cellophane Curtailed 


Under the provisions of Limitation 
Order L-20 as amended June 8, 1942, 
the use of cellophane in the packaging 
of numerous products sold at retail was 
restricted by the War Production 
Board. Existing stocks were excepted. 
Among the products no longer per- 
mitted to be wrapped in cellophane are 
silverware, fountain pens, pencils, leads, 
greeting cards, playing cards, jewelry, 
clocks, watches, cameras flashlights, 
leather and leather products. 





q Harry Goldberg, proprietor of a 
Tulsa, Okla., jewelry store has hit upon 
something new in protective devices— 
an automatic tear gas ejector hooked up 
to the show window. It works, too— 
a would-be thief who smashed the win- 
dow, fled in confusion when it went off. 


All bawled up, probably. 














lowa Watchmakers Study Gem Stones 





Members of the Horological Association of lowa, far from being in a rut and concerned 
only with mainsprings, movements, etc., devoted an entire meeting recently to the study of 
gem stones, In the photograph to the left one of the members, R. L. Wicker, Fort Dodge, 
examines a stone for inclusions, using 30 power on the diamondscope. At the right, H. C. 
itkberg, a registered jeweler of Fort Dodge, explains the function and use of various gem- 
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testing instruments. 
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EXTENDED COVERAGE 
ENDORSEMENT 


Now! ‘Your property can 
be protected against all 
these hazards in one 
policy! 
Covering: 

Fire Loss 

Windstorm 

Hail Loss 

Explosion 

Aircraft 

Vehicles 

Smoke Damage 

Riot Loss 





Write today for full 
particulars. 
fire policies 


Present dividends on 


33 1/3%—25% on windstorm and ex- 
tended coverage. 
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Good Condition 
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50 
12 or 16 Size Hunting 


73, $2.00 — 15J, _— THE PRICE OF 


NEW MATERIALS 


Wheels, pinions, 

let forks, etc., 
‘or all watches. 
Send sample of 
what you want! All 
Guaranteed! Remit 
only if satisfactory. 













73, $1.50 — 15J, $2.00 
6% Reet. 
— 154, $2.50 


. $2.00 
10% L6J. $1.00 153.$1.50 











DOTVLVD 404d GNIS 








GRAFNER BROS. 


GENERAL LINE 
VALUE AND ASSORTMENT 
SPECIALIZING 
IN 


DIAMONDS 


818 LIBERTY AVE. PITTSBURGH 














A GENERAL LINE 
FOR THE JEWELER 


DIAMONDS—WATCHES 
JEWELRY—CLOCKS 
SILVERWARE 
THE SAMUEL 
WEINHAUS 


COMPANY 


800-808 LIBERTY AVE. 
PITTSBURGH — PA. 


Jewelry Repairing 
DIAMOND SEITING ENGRAVING 
Strictiy Trade Shop 


ee Orn oER & tales 
© Bldg., Pittsbur re 
AT.7848 - AT.495 ?. 

















LEON MILLER 


Outstanding Values in 


DIAMONDS 
MOUNTINGS 


403 Clark Bldg., Pittsburgh, Pa. 

















HELM & HAHN CO. 


gs ve fZ ings 


* 
MANUFACTURERS BLDG. 
PITTSBURGH, PA. 











q Edgar C. Henry of R. S. Robinson & 
Son is now recovering at home after two 
months in the hospital. 

q Biggard & Co. held their seventh an- 
nual exhibit of holiday goods in the Blue 
Room of the Roosevelt Hotel June 7-15. 
q Clark Building jewelers are raffling 
off three War Bonds per month, those 
on the third floor giving away one bond 
and those on the fourth floor two. 

q Specially printed invitations were sent 
to the Pittsburgh wholesalers by Saul 
Taper on the occasion of the formal 
opening of his new store in Butler, Pa. 
q Alexander S. Kirby, credit manager 
of Hardy & Hayes, was appointed na- 
tional chairman of the jewelry group of 
the National Retail Credit Association 
which met in New Orleans June 15 
and 16. 

q Reflecting the limitation of new 
watches, watchmakers are doing much 
more rebuilding than formerly, accord- 
ing to Morris Goldstock, Clark Building 
supply man. New cases are particularly 
in demand, he states. 

¢q Visitors to Pittsburgh markets during 
June included Syd W. Prague, general 
sales manager of C. & E. Marshall Co., 
who visited the local branch; L. Rosen- 
thal, Lockport, N. Y., who called on 
Samuel Weinhaus & Co., and Lawrence 
Fiscus of New Kensington, who made 
the rounds. 

q Leonard D. Helfer, president of the 
Retail Jewelers Association of Western 
Pennsylvania, has been appointed a 
“minute man” of the Billion Dollar War 
Bond Committee and, together with a 
committee he has selected, will make 
radio speeches covering the jewelry in- 
dustry and address civic bodies urging 
bond purchases. 

q William O. Smith, director of the 
Western Pennsylvania Horological In- 
stitute, attended the U.H.A.A. conveu- 
tion in Chicago during May and deliv- 
ered one of the main addresses on the 
subject “Modern Methods of Teaching 
Horology in. Technical Schools.” Mr. 
Smith is also president of the Pennsyl- 
vania Horological Guild No. 1. 

q Featuring a large window display of 
the Louis Aisenstein collection of X VIth 
and XVIIth Century watches recently 
described on the “Hobby Lobby” radio 
program, Spear & Co. have installed a 
jewelry department on the first floor of 
their new 16-story store. Arthur Fox, 
formerly with the Rudolph Bros. chain, 
Syracuse, is the manager of the new de- 
partment. 

q Leonard D. Helfer, president of the 
Western Pennsylvania RJA, has stated 
that the organization has been sending 
out special bulletins and carrying out 
a general educational campaign to ac- 
quaint jewelers with the provisions of 
all new rules and regulations issued by 
OPA. Local dealers have adjusted their 
newspaper advertising and credit regu- 
lations to comply with the new rulings. 
q Business trips away from Pittsburgh 
occupied many of the local wholesalers, 
including J. M. Kurtz of the J. M. Kurtz 
Co., who visited West Virginia; W. M. 
Bonn of M. Bonn & Co., who visited New 
York; J. B. Bernstein, of J. B. Bernstein 
Co., who combined business with pleasure 
in Chicago and Joseph M. Levy of the 
Royal Novelty Co., who visited New 
York and Providence. 





Northern Ohio Gemos Hold Clinic 


Students of gemology from Northern 
Ohio and Pennsylvania assembled at 
Western Reserve University, Cleveland, 
for a lecture on silver and the platinum 
metals and an instrument clinic devoted 
to various gem testing devices June 4, 
Dr. Henry Donner, leader of the guild, 
presented the lecture and demonstra- 
tions of the gem-testing instruments 
were given by Carl Nelson of the Kerr 
Jewelry Co., Leslie Mosier, William 
Theiss of the Webb C. Ball Co., and 
Harold Myers of the Fred Myers Co, 
Specimen gems were used in the demon- 
strations. 

No further sessions of the gemologists 
will be held until next fall when a new 
series of lectures will be inaugurated. 


Wars always add new words to the 
vocabulary and this time the jeweler 
has supplied it. “Eternity rings,” small 
circles of diamonds worn by brides after 
the honeymoon and departure of soldier 
grooms, act as guards for engagement 
ring, wedding ring, bride. 
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They’re In The Army Now 





Though we declared a new policy of 
brevity for this column in our last issue 
what with practically everybody and his 
brother joining the services, we are going 
to let the bars down for young Reade 
Tilley, Jr. Son of the Clearwarter, Fla., 
jeweler. Tilley was cited in this column 
in May for bagging an Axis plane over 
the English Channel. We were prema- 
ture. Late dispatches state that the 
93-year-old officer in the American Eagle 
Squadron has been awarded the Distin- 
guished Flying Cross for valor in recent 
air battles over Malta. Credited with 
destroying four enemy aircraft and al- 
most certainly downing a fifth, Tilley 
thus becomes an Ace in full standing. 
The office Byron, slaving many an hour 
with dictionary and slide-rule, finally 
emerged with the following which is, we 
believe, the first (and probably last) 
poetical plaudit to appear in this 
column: 

Not one to dilly-dally, 

But rather, zoom and dive, 
The total Tilley-tally 
Of Axis planes is five. 





In battle he’d not falta, 
O’er Channel he bagged one, 
And then four more at Malta— 
Egad! He’s just begun. 


Astride the hoss is 
Henry H. Brown, 
former salesman for 
the National Whole- 
sale Jewelry Co., 
Baltimore, now at 
Fort Oglethorpe, 
Ga. If the animal's 
head was not in the 
way one might see 
newly-won corporal's 
stripes gracing 
Hank's arm. 


q Hitherto, Pittsburgh jewelry circles 
have contributed many a good man to 
the armed forces. This month the pace 
becomes downright dizzy with reports 
of some 18 Smoky Cities joining the 
fray: Horatio Petrocelly, a Clark Build- 
ing jeweler now in the Medical Corps at 
Camp Meade; Captain Volmrich of Rock- 
ney & Volmrich re-enters the service; 
Alfred Boas of the Leon Miller firm en- 
ters the Army July 6; Edwin L. Gluck 
of M. Gluck & Sons now at Selma, Ala., 
taking advanced Air Corps training, and 
William Rosenstein, Clark Building 
Jeweler, who has sold out to Triangle 
Jewelry Mfg. Co. now is in the armed 
forces. Helm & Hahn report three of 
their employes now in the Army: Paul 
. Helmstadter in the chemical division, 
George Thoma in the Quartermaster’s 
Department and Harry Strothman in 
the Anti-Tank Division. John Betera, 
watchmaker at Loftis Bros., is now at 
Camp Meade working on precision instru- 
ments; Theodore E. Amdur, for ten 
years with the J. B. Bernstein Co., is 
now at Camp Hoke, La., and Jack Kraus 
of the House of Kraus is now in the 
Air Corps at Sheppard Field, Texas. 
William J. Kappel of Kappel’s reports 
that his two sons, William D. and Her- 
bert J., are at Camp Lee and Camp 
Blandings respectively. J. M. Kay of 
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THE MICHAELS BOYS ARE ARMY MINDED 





Having four sons in the Army is 
something of an achievement. Having 
four officers for sons is an even more 
remarkable achievement, but it is a fact 
that Irving Michaels, New Haven, Conn., 
may well boast of. ‘The four lads, all 
possessors of remarkably fine educations, 
are pictured above in order of seniority: 
First Lieutenant Howard Irving 
Michaels, Yale ’33 and the father of four 
daughters, is now in the Corps Area 
Service Company, Fort Williams, Maine; 
First Lieutenant Arnold _ Lester 
Michaels, Yale ’35, is now in the Infantry 





at Fort Meade, Md.; Second Lieutenant 
Irving Michaels, Jr., University of Penn- 
sylvania, *43 (joined before completing 
his course), is now in the Communica- 
tions Division, Camp Edwards, Mass., 
and Second Lieutenant Roy Allen Mich- 
aels, Yale, 37, Los Angeles School of 
Optometry, B.S. and O.D., ’36, Univer- 
sity of Southern California, ’39, is now 
in the Signal Corps, Fort Benning, Ga. 
All four of the lads received military 
training while prepsters at Culver Mili- 
tary Academy and the three eldest were 
actively engaged in the Michaels-Jewel- 
ers retail stores throughout Connecticut. 





S. H. DeRoy & Co., recently commis- 
sioned a lieutenant in the. air corps, is 
now at the Roney Plaza, Miami Beach; 
William O’Tool of Grafner Bros is the 
fifth member of the firm to enter the 
Army; Arnold Freedman, also of Graf- 
ner’s, has wired that he is safe in Aus- 
tralia; William C. Imhoff of the Samuel 
Weinhaus Co. is now stationed at Fort 
McClellan, Ala.; Robert Posner of Pos- 
ner’s, Mt. Pleasant, has joined the col- 
ors; Gerald Shaw, son of Henry Shaw, 
of the LeRoy Jewelry Store, Akron, O., 
is in the aviation crops at Dayton, and 
A. Doubet of E. & A. Doubet, Erie, Pa., 
is in the Ordnance Dept., Aberdeen, 
Md. 


Hy Suritz, formerly 
with Barry's, Rock ° 
Hill, S. C., has earn- 
ed his corporal's 
stripes after only 
seven months in the 
Army and expects 
to be tapped short- 
ly for Officer's 
Training. Now at 
Camp Gruber, 
Cookson Hills, Okla. 





4q Military intelligence from Cincinnati 
discloses that Oscar B. Wise, formerly 
with William F. Grassmuck Sons, Inc., 
is now stationed in the Army Ordnance 
Division, Boston, Mass.; Seymour L. Ad- 
ler, formerly store manager for the Rich- 
ter Jewelry Co., is now an Army Air 
Corps instructor at Sherman Field, 
Texas; Louis Hummel, II, son of Louis 
Hummel, Fourth St., jeweler, is now 
awaiting a commission as an ensign, and 
Frank T. Techau, formerly with the 
Gunther Jewelry Co., has made good 
and is now a technical sergeant at Camp 
Cooke, Calif. The Greenwold-Grift Co. 
reports three stars on its flag now: Mor- 
ris Reis now with American forces in 





Australia, Robert Uthe, son of Edwin 
Uthe, department manager for the con- 
cern in the Army Air Corps, and a third 
man, John Murphy, just enlisted in the 
Marines. 

q Philadelphia, city of brotherly love, 
can boast of something better than a 
meek approach to the war. Sam Spear, 
an engraver for Henry Seletsky, has 
joined the colors; Arnold Gordon, son 
of Harry Gordon, Sansom St. whole- 
saler, left for training May 19; Albert 
Becker of the clock department of 
Bailey, Banks & Biddle Co., is now 
with the Infantry at Fort Meade, and 
Fred Weisberg, formerly with the 
House of Milner, Sansom St., has been 
reported promoted to a sergeancy at 
Moore Field, Mission, Tex. Two sons 
of Philip Kind, secretary of S. Kind 
& Sons, Chestnut St., are in the chevron 
class: Philip Jr. at the Naval Aeronau- 
tical School, Jacksonville, Fla., who has 
received an ensign’s commission and 
brother Samuel, now a_ student at 
officer’s training school, Fort Knox, Ky. 
q Harold A. Rosenquist, for the past six 
years advertising manager the Hadley 
Co., Providence, R. I., and a former 
Field Artillery Reserve Officer, reported 
for active duty during June and was 
assigned to the public relations depart- 
ment of the First Army Corps, Boston. 


Herman Rosenblatt, 
former New York 
and New England 
salesman for the S. 
J. Surnamer Co., 
New York advertis- 
ing agency and well 
known to many in 
the trade, is now 
stationed at Miami 
Beach, Fla., in the 
capacity of perma- 
nent party drill in- 
structor. 











Greenwold Grift Co. 


Howse 5 , ‘ Se rliceé 
th STREET. CINCINNATI, OHIO 


VIRGIN Diamonds 
CELLINICRAFT Jewelry 


ELGINS @e HAMILTONS (Zones S 


IS WEST 


Lines of quality and style that give you pro- 
tected profit You can recommend these lines 
to your customers with confidence 





PROMPT SERVICE ALWAYS 


GERWE-FROHMAN CO. 


Wholesale Jewelers 


CINCINNATI 











DIAMOND-CUTTING 


EXPERT WORK 
FAST SERVICE 


LITWIN & SONS 
114 West 6th Street, Cincinnati, Ohio 


FOR EVERY RETAIL JEWELER 


SEE “The Line Beautiful’ for 
=your Fall buying. 
Extensive lines of Ladies’ 
and Gents’ gold set rings. 
Diamond Rings. 


Latest styles of jewelry in 
the new sterling silver, gold- 
filled quality. 


Our salesmen will call on you soon 


NOTE: Ui the New Fall Line 
KLEIN BROS. CO. 


617 Vine St. Cincinnati, Ohio 


———A MUST———_ 








WESTERN TRAY & CASE CO. 


MANUFACTURERS OF QUALITY 
JEWELERS’ TRAYS AND CASES 


Write for Designs and Prices 
427 PLUM ST. CINCINNATI, O. 














94 





q Anthony Lamping, watch repairer for 
Beck & Dolf Co., Camp Washington, 
married Miss Mary Evanchyk, June 27. 
q The Silverman Co., manufacturing and 
wholesale jewelers, 525 Walnut St., are 
enlarging their quarters about one-third 
and installing new fixtures and equip- 
ment, 

q Welcomed back at their jobs last 
month after recovering from _ illnesses 
were Ed Schwager, West End jeweler, 
and Carl Schreiber of the Wallenstein 
Mayer Co. 

q Robert Stocker and Robert Henge- 
hold, employes of the Schumer Bros. Eo. 
for more than 20 years, left their jobs 
there during the past month and became 
associated with Rosfelder Bros., manu- 
facturing jewelers, 413 Race Street. 

q Miss Virginia F. Rodgers, sales repre- 
sentative for the Frank Herschede Co., 
became the bride May 26 of Albert Mot- 
teram, former traveling representative 
of the International Silver Co. who re- 
tired recently after 28 years of service. 
The couple have moved to Memphis, 
Tenn. 

4q Two jewelers who have left their posts 
to take defense jobs in the Government’s 
war program are Nobert J. Mecklen- 
borg, former salesman for Mecklenborg 
& Gerhardt, now at the Wright Aero- 
nautical Co., Lockland and Earl Robin- 
son, watch repairer for Louis E. Hum- 
mel, Jr., who went with the Lackner Co. 
¢q Hubert Hueil was general chairman of 
the seventh annual basket picnic of the 
Cincianati Guild of the Ohio Watchmak- 
ers Association, held at Gehram’s Grove, 
June 7. The Queen City’s watchmakers 
and repairers turned out en masse to 
take part in a score of athletic contests 
and enjoy swimming, dancing and re- 
freshments. 

q Despite his 79 years, Charles Rein- 
statler, who retired after nearly half a 
century in the trade, desires to do his 
part in the present emergency. Last 
month he applied for a post as air raid 
warden in his neighborhood but found 
there were no openings. He is still shup- 
ping around for some other defense job 
he might handle. , 

q Walter Bleska of the Gerwe-Frohman 
Co. was host at the annual dinner dance 
of Rooney Post V.F.W., June 5, at the 
Hartwell Country Club. A good repre- 
sentation of the jewelry trade was pres- 
ent including George Hook, Mercantile 
Library Building; William Effler, Mt. 
Healthy, and Philip Effler, St. Bernard, 
their wives and friends. 

q More than 150 jewelers, including out- 
of-town guests, forgot war worries and 
relaxed at the annual picnic of the Cin- 
cinnati Wholesale Jewelers and Manu- 
facturers Association, June 10 at Ryland, 
Ky. Clarence Loeb of Litwin & Sons 
was presented with a watch in appre- 
cition of his work in arranging the event 
annually for more than 20 years and the 
program’s only mar was the absence of 
Arno Dorst, a “regular” who was ill this 
year. The retailers trounced the whole- 
salers 10 to 8 in a baseball game while 
prizes in the golf competition went to 
Carrol Seghers, Ed Jacobs, Joe Vogel- 
sang, L. J. Dolf, Joe Golde, Bill God- 
frey and John Shira. Golde was big win- 
ner in running events anc John Gerwe, 
Jr., took honors on the tennis court. 
Among other out-of-town guests, some of 








whom drove more than 250 miles to at- 
tend, were William Godfrey, Elgin 
Watch Co.; Ray McCoomb and William 
Pearlman, Hamilton, O.; Ed Springer, 
Ft. Wayne, Ind.; Reese E. Williams, 
Cythiana, Ky.; Fred Metz, Denver, Colo.; 
Jack Hagle, Washington, Ind.; Leo 
Simon, Vincennes, Ind.; C. J. Smith, 
Walton Watch Co.; Howard Evans, and 
Harold Hubbard, Urbana, O.; Al Levin- 
son and his son Stanley, Indianapolis, 
Ind., and Bert Faris, Springfield, O. 


Cincinnati Firm to Introduce 
Diamond-Cutting to Midwest 


The first large-scale diamond-cutting 
works in Cincinnati will open soon as a 
defense industry. Incorporated June 9 
with a capitalization of $50,000 the com- 
pany will be known as the Litwin Dia- 
mond-Cutting Works and will specialize 
in the cutting of industrial diamonds for 
use in the manufacture of engineering 
tools. 

For the purpose of training young 
men Akim Litwin, who heads the firm, 
has applied for State and Federal ap- 
prenticeship rights. “The apprentices we 
will accept will be about 16 or 17 years 
old” he said, “and will be paid nothing 
very inviting at first but at the end of 
the first year of service will receive $18 
weekly, $33 at the end of the second year, 
and after that will begin to reach the 
upper bracket salaries.” 

Desiring to compete with European 
diamond-cutting firms in production of 
industrial diamonds and the cutting of 
smaller diamonds for jewelry, Litwin 
has secured the services of four expert 
diamond cutters trained abroad. They 
include Jule Fainberg, a Belgian refu- 
gee who learned the trade in his home- 
land before the war, Maurice Eyseman, a 
refugee from Holland, and two Ameri- 
can-trained young men, Irving Best and 
Harold Weinstein. The new plant will 
have both European and American dia- 
mond-cutting wheels in use. The types 
contrast sharply, the European machines 
having the vertical spindle and outside 
motors and the American type lacking 
the vertical spindle but having a “stream- 
lined” motor. The new works will be 
housed on the fourth floor of the build- 
ing at 114 W. 6th St. 


Ease Fluorescent Restrictions 


Retailers fearing that they would have 
to abandon their fluorescent lighting fix- 
tures because of Order L-78 restricting 
the production and sale of tubes, took 
heart at the announcement, June 14, of 
a relaxation of restrictions on tubes 
rated at 30 watts or less. The action, 
effected by Amendment No. 2 to the 
order, was taken because the types re- 
leased have little direct use in war plants 
and, also, to avert unnecessary disloca- 
tion in industry and labor. 
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Elmer C. Read of Kettel Blake & 
Read, Inc., Washington St., opened up ion: 


west, divided into two schools of opin- 
i one maintaining that they were 








his suramer home on Cape Cod early in 
June. In the meantime his son Ells- 
worth is carrying on at 387. 

q Harvey B. Locke, Amesbury, Mass., 
jeweler, has a flower garden that has 
for many years been one of the show 
places of the town. Those who have 
seen his 1942 productions report that 
all other years have been surpassed. 

q Employees of the Waltham Watch Co., 
2400 strong, signed up for purchase of 
War Savings Bonds June 5 to a total of 
$6500 a week, or ten per cent of the pay- 
roll. An incentive for this showing, per- 
haps, is the fact that 80 employees of 
the firm are now in the armed forces. 
q F. Friedstadter, a watchmaker at 373 
Washington St. for 14 years, discon- 
tinued work for the trade and closed 
his office July 1. He came to Boston 
37 years ago and has been associated 
with several large a For several 
years keenly interested in perfecting 
aeronautical instruments, conducting an 
experimental laboratory for that pur- 
pose, he is widely known to New Eng- 
land craftsmen. 

q Among New England jewelers visit- 
ing wholesalers during the month of 
June were W. E. Blanchard, Gloucester ; 
Albion Keith, Portland, Me.; Robert 
Abbot, Lowell; Holmberg & Douglas, 
Brookline; Mr. and Mrs. C. E. Cotter, 
Lowell; D. A. Robinson, Framingham; 
W. Kelgore, Wills & Hicks, Auburn, 
Me.; Mr. and Mrs. John Peterson, 
Needham; Mr. and Mrs. L. Blaine Lib- 
bey, Milford, and A. U. Burque, 
Nashua, N. H. 

4 For the first time in many years there 
will not be any vacation at the Waltham 
Watch Co. The annual vacation is 
usually held during the first two weeks 
of July for a general check of machinery 
and equipment, but this year the major 
part of all manufacturing facilities is 
engaged in war production. Employees 
with service records of two years or 
more in the last four will receive two 
weeks extra pay, those of one years’ 
service, one week’s pay and those of 90 
days’ service will be awarded 3 days’ 


pay. 
Boston Jewelers Club Has Frolic, 
Dimout Adds to Post-Prandial Gaiety 


Despite early morning rains and gaso- 
line rationing, 175 members and guests 
of the Boston Jewelers Club attended 
the annual frolic held at Swampscott 
June 18. Under the supervision of 
Arthur Horne, president, and Messrs. 
Libbey, Kennard, Stone, Lawton, Cook 
and Davidson, a full card of events was 
scheduled including golfing matches, 
soft ball games and an excellent shore 
dinner. An entertainment, following the 
latter, featured a magician ably aided 
by Elmer Anderson and Fred Hammer- 
quist. 

After the frolic was over some of the 
more amusing episodes of the day took 
place. A coastal blackout, rigidly en- 
forced, caused those with autos to drive 
with dimmed lights. One party spun 
round one traffic circle many times under 
the impression that they were getting 
nearer Boston, and another group with 
five back-seat navigators, although pre- 
Sumably headed for a point 22 miles 
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nearing Portland, Me., and the other as- 
serting that Providence was at hand. 
When daylight arrived, they found 
themselves in Harvard Square, Cam- 
bridge. 





Stocks as Well as Stores May Be 
Insured Against War Damages 


War damage insurance for stocks as 
well as buildings of wholesalers and 
retailers will be available after July 1, 
according to the rules and regulations 
of the War Damage Corporation, issued 
June 18. 

Jewelry, together with currency, 
securities, objects of art, antiquities and 
many other items, must be specifically 
provided for in policies on an applica- 
tion or schedule attached to the policy 
setting forth separately the description, 
location and amount of coverage for 
the articles included. Coverage is lim- 
ited to $5000 for each article, and total 
coverage for any one interest at one 
location is limited to $100,000. Provision 
is also made for privately-owned jewelry 
and other objects, the regulations being 
substantially the same as those prevail- 
ing for commercial goods. 

Applications for policies may be 
made through any insurance agent or 
broker. Policies are issued only through 
a fiduciary agent. Rates for coverage 
are determined according to classifica- 
tions concerning construction, occupancy 
and other factors. Copies of the rules 
and regulations governing the insurance, 
an appendix containing rate. schedules, 
codes, specimen contracts and applica- 
tion forms will be available from estab- 
lished regional rating organizations or 
bureaus. 





Plastic Bullet Chute Being Made 
By Hadley Company London Unit 


Machine-gun bullets would be _ fed 
more rapidly to the firing mechanism, 
thus increasing the firing power of the 
weapon by the use of a “plastic” bullet 
chute (British patent No. 2,284,488) 
granted to Francis C. Johnson, of Sur- 
biton, England, and assigned to The 
Hadley Co., Ltd., of the same London 
suburb. 

Bullets are usually fed to machine 
guns by means of a belt in which the 
cartridges are inserted. From cellulose 
acetate, a synthetic plastic used largely 
in making artificial silk, the inventor has 
developed a double guide or chute so 
that the belts will be guided, without 
danger of tangling, into the breech of 
the gun. . 





Frank E. Folsom 


Frank E. Folsom, 74, since 1939 presi- 
dent of Bigelow-Kennard Co., Boston, 
died last month after an operation in a 
San Francisco hospital. Mr. Folsom had 
been identified with Bigelow-Kennard 
Co. for 50 years, during 40 of which he 
was the firm’s silver buyer. 





4q Joseph Bjroeko, formerly watch sales- 
man with the J. A. Foster Co., Provi- 
dence, recently was promoted to ser- 
geant. He is with the Signal Corps. 
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ASTLETON CHINA 


INCORPORATED L. E. HELLMANN, President 


DE LUXE TABLEWARE 


for the 
eh, FINE CHINA TRADE 
MADE INAMERICA * MADE OF AMERICA 


212 Fifth Ave., New York, N. Y. 








LENOX CHINA 
_ SERVICE PLATES 
oh DINNERWARE 
NOVELTIES 
LENOX Made in America 


LENOX, INC. Trenton, N. J. 








“CARENADE” CRYSTAL 


Stemware, Bowls, Vases, Perfume Bottles, 
and Smoking Accessories 


. 
Send for Mustrated Catalog 


ENRIGHT - LE CARBOULEC, INC. 
160 Fifth Ave. New York City 








CHelsea 2-5558 


HAWKES CRYSTAL 
GLASSWARE 
for discriminating 
people—WRITE 
T. G. HAWKES & CO. 


CORNING, N. Y. 
N. Y. Office: 542 Sth Ave. 














BLENKO 
HAND MADE GLASS 


also 
A wide diversification of smart gift lines and 
decorative accessories. 


RUBEL & FENTON 
225 Fifth Ave. New York 








THEODORE HAVILAND 
FINE CHINA DINNERWARE 
MADE IN AMERICA 
All Decorations Are Exclusive 


THEODORE HAVILAND CO., INC. 
26 W. 23rd ST. 1550 MERCHANDISE MART 
NEW YORK CITY CHICAGO, ILL. 
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OBITUARY 


Cecit A. Auten, 52, for many years an 
important factor in the importation of 
zircons and a Certified Gemologist, died 
at his home in Cranbury, N. J., May 22. 

J. Fowrer Ament, western manager 
for the Felger Jewelry Mfg. Co., New 
York, and former diamond buyer for 
Marshall Field & Co., died June 6. 

FLorENcCE AUERBACH, prominently as- 
sociated with the Montreal, Canada, 
jewelry industry, died June 12. 

I. Mitton Bacu, Chicago wholesale 
jeweler, died May 22. The business will 
be continued by his widow and daughter. 

Caspar Bouensteit, 81, for 44 years an 
employe of J. H. Stief Jewelry Co., 
Nashville, Tenn., died June 4. 

Wittram J. Craven, 67, jeweler in 
Battle Creek, Mich., for 35 years, died 
May 31. 


Otto F. Deck, 76, 
associated with Kas- 
par & Esh, New York 
watch and case man- 
ufacturers, died June 
11. Recognized as 
one of the _ finest 
watch case makers 
in the country, his 
outstanding creation 
was made for Ignace 


. Jan Paderewski, fa- 


mous pianist and 
Polish president, sev- 
eral years ago. 


Peter G. Diener, 64, jeweler at Har- 
risburg, Pa., for 44 years, died June 2. 

Epwarp S. Dries, 44, a watchmaker at 
the Kay Jewelry Co., Louisville, Ky., 
died June 10. 

E. J. Ecxerie, a veteran of World 
War I and for the past 20 years a 
jeweler in Cincinnati, died June 5. 

Witt1am Fran ket, 56, for many years 
a jeweler in Uniontown, Pa., died June 8. 

Herman W. GoEHMANN, 90, a native 
of Germany and for many years a manu- 
facturing jeweler in Erie, Pa., died 
May 29. 

Josep M. Goxupsere, 70, retired Alex- 
andria, La., jeweler, died May 23. 

Grorce H. Hopenryt, an importer of 
precious stones and formerly connected 
with the New York firms of Hodenpyl & 
Sons and Hodenpy! & Walker, died early 
in June. 


Edward F. Howard, 

68, veteran execu- 

tive employee of the 

Illinois Watch Case 

Co., Elgin, Ill., died 
May 12. 


Bernuarp H. Hutt, 58, East Orange, 
N. J., jeweler, formerly employed by 
Wiss Sons, Inc., Newark, died June 3. 

Frank J. Jounson, 81, who was asso- 
ciated with the Pieper Jewelry Co., Cin- 
cinnati, for 50 years prior to his retire- 
ment in 1930, died May 25. 

Jacop Jurin, 53, president of the 
Monmouth Jewelry Co., Newport, Ky., 
died June 14. 

Wrutarp Lever, 67, Little Falls, N. Y., 
jeweler and optometrist for 47 years, 
died May 5. 





Hyman Levitan, for 40 years a whole- 
sale jeweler in Boston, died May 24. 

Samve.t J. Lyons, owner of four jew- 
elry stores in Philadelphia and in busi- 
ness there since 1899, died May 27. 

Wititiam J. Noran, Charlotte, N. C., 
jeweler, died July 9. 

Witu1am Ross, 84, retired Springfield, 
Mo., watchmaker, died May 16. 

J. W. Scorr, retired Junction City, 
Kansas, jeweler, died June 1. 

Horace M. Seaman, 67, partner in the 
Albany, N. Y., firm of Marston & Sea- 
man, jewelers, died June 4. 

Joun H. Spurrier, 95, for many years 
operator of a jewelry store at Morris- 
town, Ind., died May 27. 

W. G. Tost, 84, veteran Augusta, III. 
jeweler, died May 13. 

W. D. Turner, 75, in the retail jew- 
elry business in Chicago for 52 years, 
died May 31. 

James F, Wuire, 51, Clarendon, Ark., 
jeweler, died June 5. 

Ausert F, Zin x, 53, Indianapolis, Ind., 
manufacturing jeweler, died June 1. 





Where to Buy 
IMPORTED 
China and Glass 








EDWARD BOOTE 
35 & 37 West 23rd St., New York, N. Y. 
Tel. Gramercy 5-1605 
ROYAL CROWN DERBY CHINA 
WOOD & SONS DINNER AND 
HOTELWARE 
GIBSON & SONS TEAPOTS 


Wedgwood Ware 


Bone China Dinnerware, Queensware 
Jasper and Black Basalt 
Trade-Mark WEDGWOOD 
Josiah Wedgwood & Sons, Inc. 
162 Fifth Avenue, New York City 




















ROYAL DOULTON 
English Bone China and Earthenware 
THOS. WEBB & SONS 
Hand made English Crystal 
IRISH BELLEEK 
The original production 


WM. S. PITCAIRN CORPORATION 
212 Fifth Ave. New York, N. Y. 








LEVY BROS. CHINA CO., INC. 


Established 1868 
79-83 Fifth Ave. GRamercy 7-0111-2 


EXPORTERS AND IMPORTERS 


Dinnerware, Service Plates, Gifts, Smoking Ac- 
cessories. Our specialty—22K Gold Encrusted 
sugars and creamers, salts and peppers, ete. 


GIFT DIVISION — 225 Fifth Ave. 


JUSTIN THARAUD, Inc. 
129 Fifth Ave., New York City 


ROYAL ALBERT 
English Bone China 


MYOTT’S 
English Staffordshire Ware 
PAUL A. STRAUB & CO., Inc. 
19 East 26 Street, New York 
Importers of 
China, Glass and Earthenware 


Dinnerware, Art Goods, Giftwares 
Murray Hill 3-5460 
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The ABC of Modern Engraving 


by WILLIAM KASSEL 


Chapter Il-Sharpening the Graver 


HE square graver is the first tool used by a be- 

ginner and continues to be the one most frequently 
used, because it is employed for most engraving of 
letters. 

So let us start by sharpening a tool of this type. 
Basically, the square graver is a square bar of steel 
which in use is held with one edge of the bar pointing 
down. The two lower sides of the bar form what is 
known as the belly, the angle between them being the 


FACE 
BLLzy 


BéELLyY 
Fig. 19 Fig. 20 


cutting edge. The surface on the end of the graver is 
called the face. (See Figs. 19 and 20). All of these 
surfaces have to be shaped by sharpening on the stone 
before the graver as it comes from the supply house is 
ready for use. 

The belly of the graver should always be sharpened 
first, taking one side and finishing it before starting the 
other. When the job is completed both sides of the belly 
must be perfectly flat and exactly alike, and the cutting 
edge which separates them must be true and on a 
straight line with the corner of the bar of which the 


D 
Ca =. 
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Fig. 21 


graver is made. That is, the two lower sides must look 
like Fig. 21. Note that the cutting edge A, which is be- 
tween the two sides of the belly, is exactly in line with B. 

Unless the cutting edge is perfectly straight and true, 
it will have a tendency to veer toward the right or left, 
cut irregularly, and slip. This is the main trouble-that 
most engravers have, and the reason is simply because 
the graver is not correctly sharpened. 

The angles which the belly should make with the 
body of the tool will vary according to the material and 
shape of the article to be engraved and the kind of cut 
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This is the second chapter of “The ABC of Modern 
Engraving,” an up-to-date, practical and authoritative 
discussion of every phase of the subject, by William 
Kassel, author of “A Short Course in Engraving for 
Jewelers,” which was published some years ago by THE 
JEWELERS’ CIRCULAR-KEYSTONE. Future instal- 
ments of the current work will give information on the 
elementary use of tools, the technic of cutting, laying 
out and placing the engraving, finishing operations, and 
the use of prints and transfers. Each installment in 
this series will be fully illustrated. 
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which it is desired to make. The length of the belly 
(from C to D in Fig. 21) depends upon the length of 
time that the tool is sharpened. The longer it is rubbed 
on the stone, the more of the tool is ground away, and 
the longer the belly becomes. Too long a belly should be 
avoided, as it makes the cutting of curves difficult and 
is a slower working tool. 

Let’s suppose that we are sharpening a medium size 
square graver such as would be used for engraving 
single script letters and monograms on sterling baby 
cups, brushes, and cigarette cases—moderate sized ar- 
ticles with fairly flat or slightly convex surfaces, and on 
which the letters would be not more than one inch high. 

We would not want to set the tool too high—that is, 
the angle at the point in Fig. 22 should not be too acute 
—because too high a setting makes a too: difficult to cut 


Fig. 22 
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with. (The more nearly the point approaches a right 
angle, the higher the tool is said to be set; the more 
nearly the point approaches a straight line, the “lower” 
the setting). The degree of this angle is determined by 
the angle at which the tool is held when rubbing it on 
the stone. For general work the angle between the tool 
and the stone should be about 30 degrees, but for en- 
graving concave articles or in small spaces between 
raised edges a graver with a higher setting is necessary. 


97 





K&L 


GOLD 
STANDARD 


IS 999.75 PLUS 


and other standards of fineness maintained 
in all our other metals 


FINE GOLD PLATINUM 


PALLADIUM 
Yi lridium—Ruthenium—Rhodium—Osmium—Silver 


Platinum in all degrees of hardness 


Platinum and Gold Solders 
Stamped with the K & L guarantee of Quality 











wa souciT Your Kastenhuber & Lehrfeld | 


SWEEPS — FILINGS 
SCRAP GOLD AND SMELTERS AND REFINERS 


PLATINUM 21 West 46th Street NEW YORK, N. Y. 


“THE PATHWAY TO SUCCESS” 





hat knowledge <<. ae 
and accuracy may re- : bia 
place trial and error 
in watchmaking. 


The JEWELRY ENGRAVING 


WATCHWORK STONE SETTING 


Watch BRADLEY POLYTECHNIC INSTITUTE 
ee SCHOOL OF HOROLOGY 
Watch (<} Master 


Peoria, Ii. 











The WatchMaster gives you a printed ELECTRIC CLOCKS 
record in 30 seconds showing the 
24 hour rate of any watch and the , — 
i ity. ~~ AD Among the specialized precision instrument oil pro- 

oe ” cad oer igi cher duced by Nye is one created especially for electric 
clock mechanisms. Like all Nye Oils it is of con- 
trolled quality, viz., exact viscosity ; extremely low 
© . ! ) = rate of oxidation; long life; adhering to the point 

of lubrication without spreading. For best results 

merican 1m e ro uc S in lubricating electric clocks use the oil most a 
facturers M aterials 


standard- supplier 
ize on. . F. for Nye 


580 Fifth Ave. Inc. New York, N. Y. Ask your Oil. 


And All Delicate Precision Instruments 








Distributors of Western Electric Watch-rate Recorders 





98 THE JEWELERS’ CIRCULAR-KEYSTONE 




















This, however, is not the case with the graver we are 
about to sharpen. 

First, place the graver in the sharpener with the 
cutting edge—the corner between the sides of the belly 
—pointing down, and with about 114 inches of the tool 
protruding toward the stone. Tighten the set screw 
just enough to hold the tool without slipping and ro- 
tate the graver to one side so that the dial is set at 15 
degrees. The dial is marked off into 30 “degrees” for 
each quarter of the circle. Therefore 15 “degrees” on 
the dial is one-eighth of a complete turn, which brings 
the graver into a position where one side of the belly 
will rest flat on the sharpening stone. 

The sharpener with the tool in it is now placed on the 
stone and checked to be sure that the side of the belly 
to be sharpened actually does rest perfectly flat on the 
stone and that the height and angle of the tool are cor- 
rect. If so, tighten the set screws that hold the tool and 
that control the dial. These must be absolutely firm and 
secure because the least shifting of either the tool or the 
dial setting will alter the set up. 

With the stone well covered with oil the machine is 
then gently pulled back and forth. It is wise to look at 
the work from time to time to see how it is progressing. 
If the dial setting is correct, the line across the back 
of the belly will be exactly at right angles to the cutting 
edge. If this is not the case, and the back line is at a 
slant, loosen the dial screw, and reset it slightly to right 
or left to make such corrections as may be necessary to 
get the line of the belly straight. After some further 
sharpening, check your correction. If it is as desired 
continue the sharpening of one side of the belly until it 
is the right length. This should not be over 14 of an 
inch for this particular job, and 3/32 is more desirable. 
It must be remembered that the longer a tool is 
sharpened the greater will be the length of the belly. 

When this one side of the belly appears to be all that 
is desired, make a note of the numeral setting of the 
dial. Loosen the screw of the dial and turn the dial to 
the same number on the opposite side. Tighten the 
screw and sharpen that side of belly to match other. 
The dial setting may not be exactly alike for both sides, 
and may not be exactly 15 degrees for either side, be- 
cause tools are handmade and therefore may have slight 
variations, which have to be allowed for. Consequently, 
it is advisable to check frequently as the sharpening 
proceeds, so that any needed adjustments can be made. 
The dial setting for the two sides may differ by as much 
as one half to two degrees. These corrections must be 
made for most square gravers. 

For most gravers, such as the typical one we are now 
working on, the lines that make the back edge of belly 
should run straight across the tool to make one straight 
line and should meet perfectly in the center that forms 
the cutting edge. See B in Fig. 23. 

For certain special purposes, which will be discussed 
later, it is desirable to have the back lines of the belly 
at an angle, as at A and C in Fig. 23. Note, however, 
that in both cases, the back lines exactly match and that 
they meet exactly at the center line, or cutting edge, of 
the belly. In either case the principle is the same, for 
if the back lines make exactly the same angle with the 
body of the tool, and meet exactly on the center line, 
it means that the two sides of the belly are the same 
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length and that the cutting edge is straight and in per- 
fect alignment with the tool. If this cutting edge is not 
true it gives the graver a tendency to go to the right 
or left depending on which side the cutting edge favors. 
If the difference is enough it will cause the graver to 
side slip or jump. This condition can be corrected by 
placing the tool back in the sharpener and taking off 
just a little more from the side which has been incor- 
rectly sharpened. 

It is well to make a written note of not only the dial 
settings for both sides of the belly, but also of the exact 



































A B Cc D E 
Fig. 23 


distance the tool protrudes through the sharpener. 
Then it will be an easy matter to duplicate the sharpen- 
ing if the graver cuts to your liking. In time, experience 
will tell you how to set the machine for any desired 
tool. 

It is considered advisable to round off the extreme 
back point of belly (the point indicated in Fig. 22) but 
only very slightly. This will both lower the tool and 
prevent sticking or dragging. 

All that now remains is to sharpen the face. This can 
be done more quickly by hand than on the machine and 
is good practice because every engraver should be able 
to sharpen a tool by hand if necesary. 

To sharpen the face, the graver is held with the 
corner opposite the cutting edge pointing downward, so 
that the face slants backward toward the handle of the 
tool. 

A face can be sharpened so it will be long or short. 
(See D and E in Fig. 23). The higher the tool is held, 
in sharpening the shorter the face; the lower it is held, 
the longer the face will be. For the graver we are 
sharpening, which is to be used on sterling for letters 
and monograms about one inch high, the face should be 
of medium length or just a little longer than the belly. 
A medium to long face is best suited for sterling, but a 
shorter face will hold a point better on harder metals, 
because it offers more resistance. 

Each type of work should have its own special tool. 
For flatware, the graver should be lighter, set just a 
little higher, and with a shorter face and belly. A ta- 
pered tool is the most advantageous. This graver will be 
found ideal for script names and inscriptions on most 
articles, where the size of the letters is rather small. 
Inside of rings, the lightest possible tool will prove the 
most desirable, as it allows more room to see in the 
limited amount of space. It should be sharpened very 
high with an extremely short belly and face. The lighter 
the tool and the smaller the face and belly for this kind 


of work, the better the results that can be obtained. 
(Please turn to page 101) 








RONG STRIKE—Sometimes on an Ansonia strike 
clock, a pretty old one, the flattened wire that 
counts the strokes rebounds out of the slot and makes a 
wrong striking. Any way to make this safer? (Question 
No. 5435.) C. E. 


Answer—If the clock strikes the hours but not half- 
hours, as probably is the case, the flattened end of the 
wire count-hook should be bent so as to enter the slot 
on the rim of the count-wheel, pointing straight at the 
center of the wheel, and coming to rest in the center of 
the slot. To accomplish this, you may have to bend the 
wire hook, or change the engagement of wheel and pinion 
timing the action of the count mechanism, or do both 
of these things. In a half-hour striking clock, the count- 
hook should stand close to the side of the wider slot in 
this type clock, when the clock has stopped striking an 
hour; then for the half-hour, the hook will rise and 
return into the same slot, and stand very close to the 
other side of the slot when the half-hour has been struck. 


OIN GOLD—Is there any difference in the fineness 
of the gold used in U. S. and British coins? (Ques- 
tion No. 5436.) J. B. 


Answer—United States gold coins are 90 per cent 
gold and 10 per cent copper; British coins are 91.66 
per cent gold and 8.33 per cent copper. 


ENTERING HAIRSPRING—wWhat is meant by 

centering the hairspring in the regulator pins? One 
thing I notice almost always on fine grade watches is 
that the lower ends of regulator pins don’t run down- 
ward any longer than to the bottom of the hairspring 
wire. Should the wire be set higher up? Or how? 
(Question No. 5437.) G.G. 


Answer—You have apparently misunderstood what 
you heard or read about “centering” hairsprings in the 
regulator pins. The centering is of the outer coil, or 
overcoil, between the pins; having it exactly in the cen- 
ter of the space between the pins when the hairspring 
is at rest, as in a watch stopped with no power on the 
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escape wheel. In a fine watch, this space is very little 
wider than the thickness of the spring wire; yet the lat- 
ter should be centered in the space. The object is to 
avoid having the spring press against either of the pins, 
except when the action of the spring properly does this, 
alternately, as the spring winds and unwinds. What you 
note about the ends of pins being in the same plane as 
the lower edges of the spring coil, is correct. 


OLAR TIME—Is there any difference between 
standard time and mean solar time? (Question No. 


5438.) H. O. L. 


Answer—Standard time is mean solar time; but in 
this, in each of the ‘“‘time zones,” which are belts of the 
land agreed upon from east to west, the mean solar 
time is uniform throughout the zone. Otherwise, each 
place would have its local time, which would cause in- 
conveniences in train schedules, etc.; avoided by the uni- 
form time in each zone. The boundaries of the zones are 
fixed so that the changes of time going eastward or west- 
ward are each of one hour exactly, which is of obvious 
convenience. 


ESTING PLATINUM—A man who comes around 

buying metals, uses a blowpipe to test platinum in- 
stead of acids like testing gold. I asked him to explain 
this, but he said that’s his trade secret. Can you tell me 
how this works? (Question No. 5439.) J. K. 


Answer—Under a blowpipe flame, a piece of pure 
platinum or iridio-platinum can be brought to a bright 
red heat and will remain bright white and not darken 
after it cools, whereas white base metals will become 
dark upon cooling. Platinum alloyed with any great pro- 
portion of base metal would darken after cooling, the 
degree of darkening affording a rough indication of the 
proportion of alloy. It should be understood, of course, 
that to place dependence on this method, for estimating 
values of metals, requires much experience to acquire an 
educated eye, just like judging. gems does, or anything 
else of this nature. 
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EMOVING MAINSPRING—What is the argu- 
ment for always taking mainspring out of barrel 
in cleaning watches? (Question No. 5440.) S.T.D. 


Answer—Mainsprings should always be removed 
from barrels in cleaning watches, because not doing so 
may fail to reveal a thickened condition of the oil; and 
may fail to reveal a set or stacked spring, or a spring 
with “kinks” in its coils. Any of these faults if undis- 
covered, may make trouble in the performance of a 
watch even if everything else has been put in excellent 
order. 


THE A B C OF MODERN ENGRAVING 
(From page 99) 


For large monograms on trays, tea sets, pitchers, etc., 
a longer faced tool will give better results. The longer 
the cut to be made, the longer the belly should be, and a 
low set tool is more desirable. When placing in the ma- 
chine a graver to be used for this kind of work, a pro- 
trusion of about 114 inches will be most satisfactory. 
For a monogram inside a shallow dish a higher set tool 
is needed. An inch will be about the correct distance that 
the graver should protrude when being sharpened for 
this work. For deeper bowls, 34 inch will be about right; 
a higher set tool than that is difficult to handle and a 
bent graver will prove more satisfactory for work that 
would require a higher setting of a straight graver. 

For best results a special graver should be kept for 
each type of work. Of course it is posible to cut a 
monogram on a mirror with a graver used for flatware, 
but the correct size tool properly sharpened is greatly 
preferable. Also, it is possible to use the same tool on 
all kinds of metal, but a graver used on the harder 
metals will not turn out the best kind of job on sterling. 
Nickel, copper, brass and the base metals used in plated 
ware, rapidly wear down the fine cutting edge of a 
graver, and a tool that has been used on them to any 
extent will not produce the fine delicate gray cut that 
reflects life and color and that is called for on sterling. 

A square graver can be sharpened to make whatever 
width of cut is desired. When it is sharpened so that the 
back line of the belly is straight across (B in Fig 23), 
the graver will make an average cut. This can be shal- 
low or deep depending on the amount of pressure used. 
A “V”-shaped back, (A in Fig. 23) will make a narrow 
cut. A “V” in reverse (C in Fig. 23) will make a wider 
cut. 

The “V”-shaped back which gives the narrow cut is 
obtained by rotating the dial of the sharpener a little 
less than for a straight back line—that is, the dial 
should be set at about 12 or 13 degrees instead of 15. 

For the “V” in reverse which makes a wider cut, 
set the dial two or three degrees higher than for the 
straight back, so that it reads 17 or 18 degrees, instead 
of 15. Just as in sharpening for a straight back line, the 
sharrening must be carefully checked from time to time, 
to be sure that the back lines of the two sides of the 
belly slant at exactly the same angle and that they meet 
exactly on the cutting edge. 

For the harder metals a tool with the wider cut, set 
fairly high, with a short face, will be found best, be- 
cause it offers the greatest resistance and, therefore, 
will retain its point longer. For light-weight sterling a 
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low belly and a long face will skim over the surface 
more lightly with less risk of cutting through. 

A lozenge tool is sharpened in the same manner as a 
square graver, makes a fine narrow cut and is the ideal 
tool for cross shading. However, a square graver can be 
and is used for this purpose by many engravers. If a 
square is sharpened with a “V-shaped back, it will 
make a cut similar to that of a lozenge graver and is a 
good substitute. 

There is a limit as to how high the belly of a square 
graver can be set and still have it cut well. This, as 
was mentioned a few paragraphs earlier, is reached 
when the protrusion of the tool through the sharpening 
machine becomes less than 34 of an inch. When this 
limit has been reached it becomes necessary to use 2 
bent tool. These are sharpened in the machine in the 
same manner as a straight square graver. The dial set- 
ting will differ, depending on the bend of the tool. The 
variations in the degrees in the setting of the two sides 
is likely to be even greater than with a straight tool, 
due to the fact that the bend of the tool probably will 
not be true, since it is next to impossible to have a bend 
that exactly follows the line of the tool. Consequently, 
you must expect a little more difficulty in the sharpening. 

With a line tool the flat surface on which the lines are 
cut is the belly or cutting side. This side of a line 
graver is not sharpened since to do so would destroy the 
lines. Only the face of this tool is sharpened. This 
must be so done that the cutting edge is straight across 
the tool at right angles to its length. A short face is best 
for the harder metals and a longer one for sterling. 

A half-round tool, which is used for making dots, also 
needs only to have the face sharpened in the same man- 
ner. 

A flat tool, used for squaring off, must be sharpened 
on both face and belly, but the latter, like the face, is 
only one plain flat surface in the case of this tool. The 
belly is sharpened first and should be set fairly high, 
about an inch of the tool protruding through the sharp- 
ener. The belly should be perfectly flat with its back 
line straight across. The face can be sharpened by 
hand or machine, the face and belly meeting in a 
straight cutting edge. The face should be short. If the 
machine is used, all that is necessary is to reverse the 
tool and shorten the protrusion to 34 of an inch. 

It takes time and much effort to collect a set of tools 
that really cut. Such tools deserve the best of care for 
without it they will not remain in the best condition. 
If they are permitted to lie around on the bench the 
cutting edges are likely to be damaged. This can be 
avoided by sticking the tools into corks and placing 
them in the drawer of the bench, but then much time is 
lost in looking for the right tool. The best way to keep 
them is in a tool rack on the bench. This saves time and 
keeps the points in the best of condition. Each tool 
should be placed in the same position in the rack at all 
times, with each set together. If this rule is followed 
one soon becomes able to pick up the desired tool with- 
out even looking, just as a key is struck on a typewriter, 
with a considerable saving of time. 

Tools, like any other article, give results only in pro- 
portion to the amount of care they receive. A properly 


constructed rack will pay big dividends. 
(Chapter IIT will start next month) 
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Special Notices 


Payable invariably in advance. 


Rates under all headings except 
“Situations Wanted” $1.50 for first 25 
words. Additional words, 5c. a word. 


SITUATIONS WANTED 75c. for 
— 25 words. Additional word 5c. a 
word. 


Heavy type, $3.00 for first 25 
words. Additional words, 10c. a word. 


Name, address, initials and abbrevi- 
ations count as words, and are charged 
for as part of the advertisement. 


If answers are to be forwarded, 15c. 


extra to cover postage must be en- 
closed. 


Advertising matter addressed to 
Classified advertisers will not be de- 
livered. 


Advertisers who are not subscribers 
should send 25c. if they desire a copy 
of the paper containing their adver- 
tisement. 


Special notice forms close 20th of 
month. 


Unless the advertiser instructs us to 
publish his name and address, all 
answers will be directed care The 
Jewelers’ Circular-Keystone. 


In answering ads, do not enclose 
original letters of recommendations. 
send duplicates. 


To avoid unnecessary correspon- 
dence mention your location in the 
advertisement. 

Jewelers’ Circular-Keystone 


100 E. 42nd St., New York 


Situations Wanted 


Under this heading, 75c. for first 25 
words, 5c. for each additional word; 
minimum charge, 75c. 


WATCH repairman; Indiana license. Ad- 
dress “J., 2082,” care Jewelers’ Circu- 
lar-Keystone. 





HIGH GRADE _ watchmaker, excellent 
mechanic. . Address “P., 2117,’ care 
Jewelers’ Circular-Keystone. 





STENOGRAPHERS, BOOKKEEPERS, 
typists, clerks furnished; no charge. 
Fulton Agency, 93 Nassau St., Cort. 
7392, New York. 





IF YOU ARE IN NEED of a watch- 
maker, jeweler or optician, write to 
Henry Paulson & Co., 37 So. Wabash 
Ave., Chicago, IIl. 





A-1 WATCHMAKER with 30 years’ ex- 
perience; give details in first letter, 
including salary. Address “A., 2129,” 
care Jewelers’ Circular-Keystone. 





JEWELER and designer, all around; 
young lady; factory or store; 
York preferred. Address “N., 
care Jewelers’ Circular-Keystone. 





FIRST CLASS jewelry jobber, stone set- 
ter and engraver; over 30 years’ ex- 
perience; best references. Address “C., 
2068,” care Jewelers’ Circular-Keystone. 





FIRST CLASS general letterer, on gold 
and silver, wishes position with first 
class jewelry store. Address “W., 
2089,” care Jewelers’ Circular-Keystone. 





WATCHMAKER, 25 years’ experience; 
fast, wishes to make change; at pres- 
ent head of department; state salary. 
Address “A., 2032,” care Jewelers’ Cir- 
cular-Keystone. 


MODELMAKER for precious metal line, 
rings and ornamental, for process cast- 
ing; part time or piece work con- 
sidered. Address “F., 2151,” care Jewel- 
ers’ Circular-Keystone. 


DESIGNER and wax modeler, up to 
date on fine costume jewelry; able 
jeweler at the bench; desires New York 
City position. Address “N., 1961,” care 
Jewelers’ Circular-Keystone. 


MOULDMAKER and caster accept per- 
manent position or supervise installa- 
tion of process casting system; New 
York or elsewhere. Address “D., 2150,” 
care Jewelers’ Circular-Keystone. 


CAPABLE MAN, accustomed to execu- 
tive duties for years, in wholesale 
costume jewelry and gifts, wants re- 
sponsible position. Address “M., 2114,” 
care Jewelers’ Circular-Keystone. 


FIRST CLASS front end watchmaker 
wants a permanent position in New 
Orleans; employed, but desires a 
change; best references. Address “K. 
we 2136,”’ care Jewelers’ Circular-Key- 
stone. 




















JEWELER; experienced all around, fine 
hand-made platinum and gold special 
orders; permanent position desired; 
West Coast preferred. Address “B., 
2149,” care Jewelers’ Circular-Key- 
stone. 


FIRST CLASS watchmaker, A-1 en- 
graver, will consider position Septem- 
ber 1, in first alass store only; Ohio or 
bordering States preferred. Address 
“B., 2093,” care Jewelers’ Circular- 
Keystone. 


STORE MANAGER; exceptionally pro- 
ductive ability; now available for store 
located in New York, New Jersey, 
Pennsylvania or New England. Address 
“A., 2059,” care Jewelers’ Circular- 
Keystone. 


RETAIL SALESMAN, over 20 years’ ex- 
perience selling better jewelry, includ- 
ing diamonds; references; capable tak- 
ing entire charge or assistant. Ss. 
Mondzack, 510 West End Ave., New 
York City. 














CREDIT JEWELRY manager or top 
salesman; age 39, married; 15 years’ 
experience in sales promotion; credits; 
capable taking complete charge. Ad- 
dress “B., 2099,’ care Jewelers’ Cir- 
cular-Keystone. 





CREDIT MANAGER, 27, five years’ ex- 
perience in credits and _ collections; 
legal education; married; draft de- 
ferred; now employed; desires change. 
Address “C., 2100,” care Jewelers’ Cir- 
cular-Keystone. 





EXPERT watchmaker on Swiss and 
American; best of references; North 
preferred; Bowman graduate; number 
of years’ experience; salary $50 per 
week. Address “H., 2105,” care Jewel- 
ers’ Circular-Keystone. 





DIAMOND SALESMAN ; highest type in- 
stallment; exceptionally recognized for 
ability to produce; interested only 
working in large active stores; em- 
ployed. Address “L., 2143,” care Jewel- 
ers’ Circular-Keystone. 





VERY CAPABLE Swiss and R. R. 
watchmaker, more than 20 years’ ex- 
perience, employed at present, desires 
to make change; can furnish the best 
of references. Address “B., 2132,” care 
Jewelers’ Circular-Keystone. 





WATCHMAKER, competent, experienced 
railroads to baguettes; Wisconsin li- 
cense; go anywhere; prefer West 
Coast or South; $35 weekly; bench- 
work only. Address “H., 2053,” care 
Jewelers’ Circular-Keystone. 





DESIGNER, general experience in jewel- 
ry line and allied trades; up to date 
ideas; prefer novelty jewelry; would 
adapt myself to other work in this line 
besides designing. Address “A., 2035,” 
care Jewelers’ Circular-Keystone. 


WATCHMAKER, first class desires con- 
nection with reliable firm; capable 
manager; front man for 20 years; 
married; age 40; best recommenda- 
tions; Southwest; Texas preferred; 
state salary. Address “D., 2134,” care 
Jewelers’ Circular-Keystone. 


HIGH TYPE jewelry and diamond sales. 
man desires permanent position with 
refined retail store; representative ap- 
pearance, pleasant personality; 30 
years’ experience; write for full de- 
tails. Address “E., 2095,” care Jewel- 
ers’ Circular-Keystone. 


MANAGER-SALESMAN; 18 years’ ex- 
perience, now employed desires change; 
capable of taking complete charge, 
trimming windows, buying, selling, ad- 
vertising, stock control, credits, etc.; 
draft exempt. Address “C., 2133,” care 
Jewelers’ Circular-Keystone. 


REPAIR CLERK; capable and efficient 
man, age 58; experienced 40 years’ 
bench and retail store work; pleasing 
personality to meet the trade; wishes 
managership of repair department or 
branch store. For details address “‘Y., 
1934,’’ care Jewelers’ Circular-Keystone, 














FIRST CLASS watchmaker desires posi- 
tion with a firm where close timing 
and production is required on _ bag- 
uettes, Swiss complicated and railroad 
watches; 25 years’ experience, foreign 
and American; recommendations fur- 
nished. Address “L., 1958,’ care Jewel- 
ers’ Circular-Keystone. 





MANAGER, salesman; intensive cash, 
credit store experience; thorough 
knowledge merchandising, promotions, 
displays, credits, collections, repair 
estimating; immediate satisfactory re- 
sults assured. Address “F., 2103,” care 
Jewelers’ Circular-Keystone. 


MANAGER, buyer and salesman, with 
three firms during past 17 years, in re- 
tail credit jewelry business; age 45; 
draft exempt; specializing in promo- 
tion work; well qualified; excellent 
reference. Address “E., 2070,” care 
Jewelers’ Circular-Keystone. 








SALESMAN, can qualify for manager or 
buyer of watch-diamond-jewelry de- 
partment, wholesale or retail; years of 
experience, traveling salesman _ for 
largest wholesale watch-diamond-jewel- 
ry-silverware house. Address “E., 
2102,” care Jewelers’ Circular-Keystone. 





WATCHMAKER;; especially qualified in 
repairing and timing railroad watches ; 
familiar with inspection service and 
tactful in handling this line of trade, 
which does require tact; also can en- 
grave; open for change; present em- 
ployer retiring in August. Address “S., 
2087,” care Jewelers’ Circular-Keystone. 


WATCHMAKER desires change; can 
produce work to factory qualifications 
and production that will win confidence 
add prestige; 30 years’ experience fac- 
tory, importers and commercial experi- 
ence; full charge only; no trade or 
commercial chain need apply. Address 
“D., 2101,” care Jewelers’ Circular- 
Keystone. 








MANAGER, live wire executive, 20 years’ 
experience; capable taking complete 
charge, sales, credits, collections, ad- 
vertising, merchandising, promotions, 
window displays, excellent selling abil- 
ity; age 47; married; affiliation de- 
sired Ohio, Kentucky, West Virginia. 
Address “K., 2109,” care Jewelers’ Cir- 
cular-Keystone. 





ENGRAVER, letter and monogram, in- 
scription, comprehensive experience, 
high grade work; retail stores; estima- 
tor of watch repairs; can sell repairs; 
pleasing personality; in recent regis- 
tration, but not likely to be called; 
now employed until August 1; present 
employer has lost lease. Address “V., 
2088,” care Jewelers’ Circular-Keystone. 








CREDIT STORE, manager-buyer, now 
employed, desires change; familiar 
with modern installment methods of 
operating; g00d recommendations; 
capable of taking complete charge of 
buying, sales, credits and collections, 
creative window trimmer and original 
ideas on promotional work and adver- 
tising layouts. Address “K., 2113, 
eare Jewelers’ Circular-Keystone. 





102 


THE JEWELERS’ CIRCULAR-KEYSTONE 








SITUATIONS WANTED—Continued 


— 








po YOU NEED an experienced credit- 
cash store manager; familiar modern 
methods selling, promoting, advertising, 
collecting, etc.; is your town 50,000 or 
more; well established concern han- 
dling high grade merchandise and will- 
ing to pay for experience and ability; 
give details; Southern or Mid-Western 
location preferred; age 38; draft ex- 
empt. Address “G., 2140,” care Jewel- 
ers’ Circular-Keystone. 











YOUNG LADY, many years’ experience, 
assume charge order department; fill- 
ing same, stock, control and produc- 
tion records, service and complaints, 
assist buyer and manager, counter and 
showroom selling; excellent ‘“phone’”’ 
voice, retentive memory, executive 
ability; volume detail worker; also 
Elliott-Fisher billing and Monroe Cal- 
culator; New York City only. Address 
"G., 2042,” care Jewelers’ Circular- 
Keystone. 


WATCHMAKER, diversified experience 
for 20 years in each phase and opera- 





tion of jewelry sales; skilled’ in 
chronographs and repeaters and able 
to accept full responsibility for the 


highest mechanical requirements of the 
trade; capable of creating modern and 
effective window displays; excellent 
connections with manufacturers of 
finest custom and high grade jewelry; 
most efficient coordinator; trade shops 
not desired. Address “A., 2146,” care 
Jewelers’ Circular-Keystone. 





MAN of character, personality and abil- 
ity offers best years of his life as 
manager of modern credit jewelry 
store. Address “B., 2064,” care Jewel- 
ers’ Circular-Keystone. 








Lines Wanted. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





PACIFIC COAST representative who has 
covered the territory over 20 years, 
desires a good watch line on commis- 
sion basis. Address “R., 2084,” care 
Jewelers’ Circular-Keystone. 


PACIFIC COAST salesman desirous of 
platinum and gold ring mounting iine, 
on a commission basis; has following 








second to none. Address “U., 2986,” 
care Jewelers’ Circular-Keystone. 
PACIFIC COAST representative who 


calls on best trade in territory, desires 
a high grade side line in platinum or 
14K gold. Address “T., 2085,” care 
Jewelers’ Circular-Keystone. 


SALESMAN with established trade, call- 
ing on jewelry stores, New York City, 
Philadelphia, Baltimore, Washington, 
New England, desires side line; refer- 
ences furnished. Address “C., 2067,” 
care’ Jewelers’ Circular-Keystone. 


SALESMAN, traveling East and Middle 
West calling on jewelry jobbers and 
retailers; seeks connection with manu- 
facturer handling volume business. Ad- 
dress “G., 2104,” care Jewelers’ Circu- 
lar-Keystone. 


SALESMAN having the following estab- 
lished trade, for many years among 
jewelry, material, optical and religious 
jobbers, East and Middle West, desires 
a solid gold, sterling silver or novelty 
line. Address “H., 1954,” care Jewel- 
ers’ Circular-Keystone. 

















ee 
Side Lines 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





SALESMAN wanted to carry side line of 
solid gold jewelry for Metropolitan 
area, calling on good rated jewelers. 
Address “J., 2141,” care Jewelers’ Cir- 
cular-Keystone. 





SALESMEN to carry fine “western” hand 
carved, hand-tooled leather wrist watch 
straps with sterling buckles; retail 
$3.95 and better. Lansdale Co., 704 S. 
Spring St., Los Angeles, Calif. 





SALESMAN wanted; covering depart- 
ment, jewelry and gift stores on Pacific 
Coast; carry side line of unusual hand 
made sterling silver jewelry. Address 





“L., 2110,” care Jewelers’ Circular- 
Keystone. 
SALESMAN wanted to represent New 


York manufacturer of unusual religious 
objects; to carry as side line for de- 
partment and jewelry stores in all 
territories; commission basis. Address 
“G., 2120,” care Jewelers’ Circular- 
Keystone. 





SALESMAN wanted for Middle West to 


eall on the retail jewelry stores, to 
carry manufacturer’s side ling of 
ladies’ fancy and modernistic genuine 


and synthetic stone rings; state experi- 
ence and references when replying. Ad- 
dress “E.,. 2137,” care Jewelers’ Circu- 
lar-Keystone. 








Help Wanted. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 


FIRST CLASS watchmaker; must be 
neat and dependable; give full par- 
ticulars in first letter as to experience, 
salary, etc. Andersen’s Jewelers, 
Macon, Ga. 





FIRST CLASS watchmaker; prefer one 
who can do some engraving, diamond 
setting and light jewelry work; $50 a 
week and commission. Gilmore’s, Pen- 
sacola, Fla. 





WATCHMAKER wanted at once; perma- 

nent; good salary; pleasant surround- 
i give qualifications, references, 
first letter. Jay N. Cranford, 
Moultrie, Ga. 





YOUNG MAN familiar with the manu- 
facturing of medals, fraternal and em- 
blematic jewelry; permanent position. 
Address “‘B., 2036,” care Jewelers’ Cir- 
cular-Keystone. 





WATCHMAKER for West Coast posi- 


tion; permanent; good working condi- 
tions; state age and experience. Ad- 
dress “E., 2040,” care Jewelers’ Cir- 


cular-Keystone. 





WATCHMAKER wanted immediately ; 
top salary for right man; _per- 
manent position. Dalton’s Jewelers, 
Petersburg, Va. 





WANTED, first class combination watch- 
maker and engraver; must be good; 
permanent position; salary $60 per 
week. Address “C., 2045,” care Jewel- 
ers’ Circular-Keystone. 





SETTER, experienced on stone set cast 
rings and capable of doing good work; 
factory located West of New York; 
good salary. Address “R., 2119,” care 
Jewelers’ Circular-Keystone. 








WANTED, experienced pawnbroker; good 
salary and advancement to right party. 
Dobbs Loan Co., 126 E. Trade St., 
Charlotte, N. C. 





WANTED, first class watchmaker, high 
grade work; write full particulars, ex- 
perience, salary, etc. J. Jessop & Sons, 
San Diego, Calif. 





WATCHMAKER, permanent position; ex- 
cellent opportunity for capable man; 
state qualifications and salary. P. O. 
Box 1051, Birmingham, Ala. 





SALESMAN for jewelry store, experi- 
enced; permanent position for right 
man. A. M. Klausner, 431 Knicker- 
bocker Ave., Brooklyn, N. Y. 





MANAGER, top salesman, real worker, 
producer, with display ability, for Cen- 
tral Jersey store. Address “H., 2044,” 
care Jewelers’ Circular-Keystone. 





JEWELER and diamond setter for fine 
store, to do jewelry work only; good 
working conditions. J. Jessop & Sons, 
1041 Fifth Ave., San Diego, Calif. 





LAPIDARY, experienced on semi-precious 


stones for New York firm; state age, 
salary expected. Address “H., 2081,” 


care Jewelers’ Circular-Keystone. 





WATCHMAKER, permanent position to 
first class man; top salary; give refer- 
ences, salary expected (first letter. 
Tappan’s Jewelers, Sherman, Texas. 





WATCHMAKER, experienced, first class 
workman, permanent position, retail 
jewelry store. A. M. Klausner, 431 
Knickerbocker Ave., Brooklyn, N. Y. 





WANTED, watchmaker, first class man 
on all grades of work; ladies’ or gents’; 
good salary, steady job. The Rudolph 
Deutsch Co., 1268 Euclid Ave., Cleve- 
land, Ohio. 


WANTED watchmakers, $1.25 per hour; 
$1.87% per hour for all time over 48 
hours; air cooled shop and store; loca- 
tion Northern Ohio. Address “B., 1895,” 
care Jewelers’ Circular-Keystone. 








WATCHMAKER, experienced; per- 
manent position; must have refer- 
ence. Apply, Brown’s, Jewelers, 


395 Main St., Stamford, Conn. 





WANTED, first class watchmaker for 
bench work only; give full particulars 
and salary wanted first letter; one of 
largest and oldest jewelers in South. 
Bromberg & Co., Birmingham, Ala. 


+ 





WATCHMAKER and engraver; per- 
manent position; air conditioned 
store; salary $60 week; wire or 
write, V. V. Vick, Columbus, Ga. 





WANTED AT ONCE, first class watch- 
maker, engraver, stone setter; perma- 
nent position, good working conditions ; 
write full particulars in first letter. 
Address, L. Daiches, Laredo, Texas. 





JEWELER WANTED who is a special- 


ist on mountings and special order 
work; $1.25 per hour; give full in- 
formation in first letter. Address “L., 


2057,” care Jewelers’ Circular-Keystone. 





WATCHMAKER wanted; must be fast 
and reliable; a permanent position, $50 
per week; give all details and experi- 
ence in first letter. Navy Jewelry 
ar 727-8th St. S.E., Washington, 
DS 





(Continued on page 104) 
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HELP WANTED—Continued 








ALL AROUND jewelry repairman, capa- 
ble of doing some new work; also 
diamond setter; good working condi- 
tions, steady work; trade shop, Ohio. 
Address “Y., 2090,” care Jewelers’ Cir- 
cular-Keystone. 





WATCHMAKER, dependable and capa- 
ble; excellent opportunity; pleasant 
working conditions; permanent; state 
age, qualifications and salary expected. 
Address “J., 4321," care Jewelers’ Cir- 
cular-Keystone. 





MANUFACTURER of a considerable line 
of ladies’ rings and wedding rings, also 
platinum mountings, wants salesman 
with good following; territory open. 
Address “Y., 2127,” care Jewelers’ Cir- 
cular-Keystone. 





GOOD WATCHMAKER capable of plain 
engraving and ring sizing in emer- 
gency; draft exempt; permanent posi- 
tion; salary $50 per week and commis- 
sion; 45 working hours. Leon Rubin, 
East Liverpool, Ohio. 





WATCHMAKER, permanent position for 
first class watchmaker; state age, ex- 
perience, references, salary expected in 
first letter; wait on trade when neces- 
sary. Address “G., 2080,” care Jewel- 
ers’ Circular-Keystone. 





WATCHMAKER wanted; A-1 mechanic; 
permanent position; ideal working con- 
ditions; $60 to $100 weekly; excellent 
opportunity for right man. The Wolf 
Company, North West Cor. 8th & San- 
som Sts., Philadelphia, Pa. 





WANTED AT ONCE, first class watch- 
maker, thoroughly capable on _ fine 
watches and complicated clocks; give 
all details and salary requested in 
first letter. Address “G., 2052,” care 
Jewelers’ Circular-Keystone. 





WANTED, combination jeweler, engraver 
and diamond setter; must be a first 
class workman; steady position; $60 
per week to start; a pleasant, fine city 
in Georgia. Address “J., 2108,” care 
Jewelers’ Circular-Keystone. 





WANTED, watchmaker, jeweler, diamond 
setter and engraver; permanent job 
for the right man at once; three men 
in my shop; send complete information 
in first letter. S. E. Mosher, Registered 
Jeweler, Port Huron, Mich. 





WANTED, watchmaker capable of tak- 
ing charge repair department; must be 
competent on railroad grades and small 
wrist watches; position permanent with 
good pay; sales ability desired. W. R. 
Bell & Son, Murfreesboro, Tenn. 





WANTED, watchmaker, benchman; good 
working conditions; permanent posi- 
tion; $45 per week to start; state age, 
ability and experience first letter; cor- 
respondence confidential. Write, Adam 
H. Bolender, Box 214, Rockford, Ill. 





WATCHMAKER, permanent position, 
combination man preferred but not 
essential; answer air mail. Mont- 
gomery Jewelry Co., Montgomery, 

a. 





CLOCKMAKER; for Fifth Avenue, 
New York retail store; must be 
good workman and have good rec- 
ommendations. Address “E., 2048,” 
Care Jewelers’ Circular-Keyston. 





JEWELER, experienced on stone set cast 
rings, to take charge of factory west 
of New York; very good salary to 
competent man; give full information 
regarding background and experience. 
Address “A., 2063,’’ care Jewelers’ Cir- 
cular-Keystone. 





MANUFACTURER of an unusual line of 
gold ladies’ rings and wedding rings, 
quantity producers, wants representa- 
tive who can deliver a volume busi- 
ness; all information confidential. Ad- 
dress “W., 2126,” care Jewelers’ Cir- 
cular-Keystone. 





WATCHMAKER, dependable and capa- 
ble; permanent; excellent opportunity ; 
pleasant conditions ; Bronx retail store ; 
state experience, draft status, refer- 
ences and minimum salary to start. 
Address “V., 2125,” care Jewelers’ Cir- 
cular-Keystone. 





WATCHMAKER; permanent position; 
good working conditions; excellent 
opportunity; $45 to $50 per week; 
state age and experience. Address 
“K., 819,” care Jewelers’ Circular- 
Keystone. 


SALESMEN; aggressive men wanted, 
following with jewelers, department 
stores, specialty and gift shops, for 
new, highly successful line of costume 
jewelry; great opportunity; commis. 
sion basis; give references and terrj- 
tory covered. Address “A., 2098,” care 
Jewelers’ Circular-Keystone. 





SALESMAN wanted for New York, Bos. 
ton, Philadelphia and Washington, 
D. C., calling on department stores and 
specialty shops, to represent a line of 
ladies’ fancy and modernistic genuine 
and synthetic stone rings; state ex. 
perience and references when replying, 
Address “F., 2138,’ care Jewelers’ Cir- 
cular-Keystone. 





GRADUATE WATCHMAKER, who 
would like to work for himself, to 
take over complete repair depart- 
ment in my jewelry store; no rent 
asked; can do $300 to $400 month- 
ly; location, college town in In- 
diana, no competition; unable to 
do my own work. Address “C,, 
2094,” care Jewelers’ Circular-Key. 
stone. 





SOUTHWEST’S leading trade shop has 
permanent position for jeweler who 
can do special order work and repair- 
ing; give details and salary expected 
in first letter. Orkin Jewelry Manufac- 
turing Co., Southland Life Bldg., Dallas, 
Texas. 





WATCHMAKER, second man, to assist 
head watchmaker, and do clock repair 
work; permanent position to right 
man; favorable working conditions; 
prefer young man not subject to draft. 
Geo. E. Pearson & Co., 926 Elm St., 
Manchester, N. H. 





DIAMOND SETTER, fine one, who can do 
fair jewelry work, or engraving; or a 
good engraver who can do fair jewelry 
work or fair setting; Southerner pre- 
ferred; $52.00 for 48 hours; steady work; 
trade shop. Address ‘“D., 1907,’ care 
Jewelers’ Circular-Keystone. 





REPUTABLE credit jewelry store de- 
sires services of a young lady, compe- 
tent bookkeeper and assistant cashier ; 
good salary, steady position; state 
qualifications; all replies strictly con- 
fidential. Address “G., 2076,” care 
Jewelers’ Circular-Keystone. 





COSTUME JEWELRY salesmen; one 
for New York City; resident men in 
other States, established with jewelers, 
department. stores, specialty shops; ex- 
perienced men only; outstanding line; 
commission. Address “H., 2078,” care 
Jewelers’ Circular-Keystone. 





SALESMAN, conscientious, dependable 
and honest; personality; permanent 
position with good future; pleasant 
conditions; Bronx retail store; state 
experience, draft status, references and 
minimum salary to start. Address “T., 
2124,” care Jewelers’ Circular-Keystone. 





WATCHMAKER, capable doing light 
jewelry repairing; draft exempt; 
old established jewelers near Pitts- 
burgh; good salary, permanent po- 
sition; give references. L. Schmidt, 
Braddock, Pa. 





WANTED watchmaker; permanent posi- 
tion with modern air conditioned jewel- 
ry store, established 30 years; pleasant 
working conditions; salary $50 weekly ; 
must be first class watchmaker, capa- 
ble of servicing all makes and sizes of 
watches; state full qualifications. 
Perelman’s, New Castle, Pa. 





SALESMEN WANTED; we have open- 
ings for live wire men; must have good 
following to represent a well known 
Swiss watch and jewelry line; several 
territories open ; commission with draw- 
ing account; experienced men need 
only apply. Address “B., 2922,” care 

_ Jewelers’ Circular-Keystone. 





SALESMAN for prominent high class 
store in Central Ohio; situation will 
be permanent and offers splendid 
opportunity for a good man; re- 
plies, which will be confidential, 
should give former employers, with 
length of time with each. Address 
“F,, 2074,” care Jewelers’ Circular 
Keystone. 





JEWELER WANTED who possesses 
original ideas on mountings, wedding 
rings, special order work, etc.; fine 
opportunity for a wide awake jeweler 
with ability; fine opportunity to work 
himself up as assisting foreman; cnly 
those with recognized ability need ap- 
ply; married and American; state age, 
experience and where in the past em- 
ployed in first letter. Address “G., 
2056,” care Jewelers’ Circular-Keystone, 





SEVERAL young men to join fast- 
growing and progressive group of 
retail credit jewelry stores, for 
credit, sales, collection work; an un- 
usual opportunity for hard-working 
and ambitious young men to learn 
and advance rapidly; write at once 
giving experience, salary expected 
and photo, direct to Weisfield & 
Goldberg, 414 Pike St., Seattle, 
Wash. 





RING SALESMAN to retail trade 
wanted for Michigan, part of Ohio, 
New York State and New England; 
large delivery line; long established 
manufacturing company; experi- 
ence in selling diamond bunch 
rings, stone-set rings and mount- 
ings essential; state experience, re- 
cent earnings in first letter; all 
dealings strictly confidential. Ad- 
dress “D., 2069, care Jewelers’ Cir- 
cular-Keystone. 





WATCHMAKER, permanent position; 
excellent working conditions and 
good salary in one of Hartford’s 
leading jewelry concerns; state age, 
experience, salary expected and ref- 
erences. Address “C., 2038,” care 
Jewelers’ Circular-Keystone. 
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HELP WANTED—Continued 


SALESMEN by leading manufacturer of 
costume jewelry; experienced men 
resident in the territory; line sells to 
department stores, jewelers, specialty 
shops, gift shops; attractive commis- 
sions, monthly settlements; no objec- 
tion to other lines; several important 
territories open; write fully stating 
territory, references. Address “H., 
2055,” care Jewelers’ Circular-Keystone. 








—_— 


MANAGER or assistant manager for 
large retail store in Connecticut; 
permanent position and splendid 
opportunity; all correspondence 
confidential; state age, draft status, 
experience, references and salary 
expected. Address “H., 2139,” care 
Jewelers’ Circular-Keystone. 





SALESMEN, watchmakers, credit and 
collection managers, for North- 
west’s largest and most progressive 
group of retail credit jewelry stores; 
have several openings for men of 
exceptional ability and better than 
average appearance; ideal climate 
and working conditions give experi- 
ence, salary expected and snapshot 
or photo in first letter write direct 
to Weisfield & Goldberg, 414 Pike 
St., Seattle, Wash. 





SALESMAN, permanent position with 
opportunity available in one of 
Hartford’s leading jewelry concerns 
for high-typed salesman with good 
background and some cash store 
experience; state age, experience, 
references and salary expected. Ad- 
dress “D., 2039,” care Jewelers’ 
Circular-Keystone. 





AIRCRAFT instrument technicians 
needed urgently ; watchmakers’ experi- 
ence in precision work especially valua- 
ble _when combined with necessary 
special instrument training; production 
of huge number of fighting planes 
opening up hundreds of good-paying 
permanent Civil Service instrument 
positions at Army and Navy aircraft 
maintenance depots; Civil Service Com- 
mission allows our six months training 
as your complete substitution for the 
two years’ actual instrument experience 
usually required; aircraft plants, air- 
lines and instrument manufacturers, 
also, are reserving our graduates for 
months ahead; get complete informa- 
tion on this interesting lifetime pro- 
fession. Write, American School of 
Aircraft Instruments, Dept. J-7, 3903 
San Fernando Road, Glendale, Calif. 








For Sate. 


: Stores, Stocks and Businesses 
Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








ENTIRE jewelry and gift shop for sale; 
fine optical and watch repair trade: 
fixtures and safes included; death of 
owner reason. Frances L. Powers, Ad- 
ministratrix, Box 909, Ashland, Ky. 








MATERIAL HOUSE and trade shop in 
business 13 years; paying good profit, 
no debts, good accounts and complete 
stock of mainsprings, staffs, jewels, 
ete. Diamond Jewelry Co., Birming- 
ham, Ala. 





MUST SELL at once jewelry store in an 
industrial city of 50,000, in Michigan ; 
cash required, $2,000; balance on con- 
tract; ideal for watchmaker or op- 
tometrist. Address “S., 2123,” care 
Jewelers’ Circular-Keystone. 





FOR SALE, jewelry store established 60 
years; located best small town in 
South Texas; low rent; $15,000 year 
income repair work; ideal for couple 
to operate; will consider selling stock 
to be moved. Address “E., 2135,” care 
Jewelers’ Circular-Keystone. 





JEWELRY STORE in Florida, established 
19 years; stock; show cases; jeweler’s 
bench; Hoke gas gauge and soldering 
outfit; Marco polishing machine; bench 
rolling mill; Diebold safe; Burrough’'s 
adding machine and register; greeting 
cards and counters; also gifts; all clear 
of debt; $3,000; want to retire. Address 
“N., 1922,” care Jewelers’ Circular- 

- Keystone. 








For Pale. 


Tools, Equipments, Merchandise 
Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








GLASS SHADES, cover clocks, statues, 
silver cups; selling out. Hofmann, 989 
Gates, Brooklyn, N. Y. 





FOR SALE, about 1500 K.K. odd shaped 
crystals in cabinets; in perfect condi- 
tion; all usable; bargain. Write, George 
Patterson, Pipestone, Minn. 





FOR SALE, store fixtures, in good con- 
dition; must sell at once, at sacrifice 
price. S. Ingegno, 131 Saville Rd., 
Mineola, L. I., New York. 





NEW AND USED wheel cutters; slide 
rests; lathes and attachments; cash 
paid for used watchmakers’ lathes 
and attachments. R. P. “Dick” 
Gallien, 220 W. 5th St., Los An- 
geles, Cal. 





FIFTY assorted stones for rings, pins or 
other jewelry, $2.50; turquoise and 
ovals included; money refunded if not 


satisfied; every jeweler should have, 


this selection. Write, Irving Sack’s 
Jewelry Center, 130 Hester St., New 
York City. 





SIX SETS used watchmakers’ tools and 
material, 50¢ on the dollar; staffs and 
jewels 50¢ per dozen; 100 assorted en- 
gravers and handles, 25¢ each; two en- 
graving blocks with attachments, $5 
each; send for price list. J. R. Binder, 
2540 Harriet Ave., Minneapolis, Minn. 





MICONCAVE crystals, sizes six to 21, 
186 sizes, 25c. doz., $2.50 gross; 100 
unedged fancy shape, 8$c.; gold filled 
bracelet crowns, 76c. doz.; 250 hour, 
minute, second hands, 83c.;_ staffs, 
stems, jewels, mainsprings, etc.; send 
for 23rd anniversary bargain bulletin. 
Beck Bros., Lau Bldg., Ft. Wayne, Ind. 





CUSTOM-MADE jewelers’ price cards 
with your name on every card and 
the prices you want; our cards have 
become famous throughout the 
United States because of their mag- 
netic power to attract customers to 
your store; they are made of the 
finest stock; conservative and dig- 
nified in appearance, fit for the best 
jewelry stores; write for samples 
now. Dauer Printing Co., America’s 
Leading Price Card Manufacturers, 
Printers, designers, engravers, 31 E. 
22nd St., New York City. 


nipiitineenatl 


Business @pportunities. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








EVERY EFFORT is made by The Jewel- 
ers’ Circular-Keystone to keep its ad- 
vertising columns clean. Advertisers 
under Business Opportunities, etc., 
must furnish trade references. An- 
nouncements must pass the strict cen- 
sorship requirements of The Jewelers’ 
Circular-Keystone. 





TOP PRICES paid for diamonds, watches, 
movements; surplus or complete jewel- 
ry stocks, new or used. Samuel Gluck, 
301-A Clark Bldg., Pittsburgh, Pa. 





GORDON BROTHERS, cash buyers 
of complete jewelry stores and sur- 
plus stocks; for details see our ad- 
vertisement page 64. 





QUICK, live cash for your slow, dead 
stock; see my display advertising on 
page 80; established 35 years. Irving 
Sack’s Jewelry Center, 130 Hester St., 
New York City. 





HIGHEST CASH PRICE for surplus dia- 
monds, watches, jewelry, old gold; 35 
years established; send trial package 
for estimate. Emil Noel, 29 E. Madi- 
son St., Chicago. 





DIAMONDS, colored stones, watches, 
jewelry, and silverware; highest prices 
paid upon your approval of my quota- 
tions; established 1921. William E. 
— 15 Maiden Lane, New York 
ity. 





HIGHEST cash prices paid for surplus 
or entire stocks and estates of dia- 
monds, watches and jewelry. M. 
Iralson, Suite 402, 209 S. State St., 
Chicago. 





WILL FINANCE yotr defense ideas, as- 
sembling, manufacturing, anything; 
have long established business; large 
capital; New York or vicinity. Address 
“K., 2142,” care Jewelers’ Circular- 
Keystone. 





COLMES BROS.; cash buyers of 
jewelry stores with or without fix- 
tures; we interview you at our ex- 
pense in any part of the country; 
bank and trade references. 18 
Tremont St., Boston, Mass. 





SAMUEL GANSBERG will buy your 
surplus or entire stock and fixtures or 
estates for cash; my direct outlet en- 
ables me to pay you higher prices; 
bank and trade references of the high- 
est character. Write 37 Maiden Lane, 
New York. Telephone Bowling Green 
9-7151. 





M. HARRIS, auctioneer, 1337 Fteley 
Ave., New York; I conduct all sates 
personally in a most gentlemanly man- 
ner; your customers are treated with 
courtesy; no goods_ misrepresented ; 
every article sold on its merits; I give 
your store publicity, new customers 
and your future business is assured; 
32 years’ experience; references on re- 
quest. 





JACK M. WERST will pay you spot 
eash for your surplus or entire 
stock of jewelry, diamonds, estates, 
with or without fixtures; operating 
from Coast to Coast; best refer- 
ences; no deal too large or small; 
act now. Miami Savings Bldg., Day- 
ton, Ohio. - 








(Continued on page 106) 
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BUS. OPP.—Continued 








HIGHEST PRICES paid for diamonds 
and diamond jewelry of any amount; 
cash remittance mailed the same day 
shipment received; goods returned 
prepaid and insured if you do not 
accept our offer; we also buy 
chipped, Old Mine and imperfect 
diamonds; turn into cash your ob- 
solete and excess diamonds and dia- 
mond jewelry; best bank and trade 
references; est. 1919. Harry Elkins, 
5 S. Wabash Ave., Chicago, IIl. 


Wanted to Purchase. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





WANTED, 16 size, 19 to 23 jewel O. F. 
watches for R. R. service, new or sec- 
ond hand. J. Harry Myers, 1510 Locust 
St., Jersey Shore, Pa. 


STERLING flatware, old or new, 40¢ to 
80¢ per ounce; send surplus stock for 
cash estimate. Leo Killelea, 622 S. 
Michigan Ave., Chicago. 


OLD FASHIONED jewelry purchased, at 
highest prices; send trial package for 
cash offer; references furnished upon 
request. Wood & Strand, 207 Main St., 
Northampton, Mass. 


WANTED, watchmakers’ lathes, attach- 
ments and tools, engraving blocks, roll- 
ing mills, scales, drills, etc.; give full 
details. Linick, Green & Reed, Inc., 29 
E. Madison St., Chicago, Il. 














WANTED, New Century engraving ma- 
chine in good condition; give lowest 
cash price and particulars. Address 
“H.,~ 2107,” care Jewelers’ Circular- 
Keystone. 


COLLAR BUTTONS wanted, cuff iinks, 
emblems, findings, broken ‘j 
broken chrome bands, 
dead stock of jewelry, stickpins, stones, 
odds and ends, etc.;: check sent prompt- 
ly. B. Lowe, Box 311, St. Louis, Mo. 


WANTED, three used lathes, staking 
tools and lathe motors; highest prices 
paid; ship express collect, advising 
price; tools held subject to your con- 
firmation. Address “D., 2047,” care 
Jewelers’ Circular-Keystone. 








To Let. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





SPACE TO RENT, fully equipped; 
cellent for jeweler, engraver or 
mond setter; very reasonable. Nassau 
Jewelry Co., 20 W. 47th St., Room 600, 
New York. Tel. Bryant 9-1416. 


Watch Work, etc., for the 
Trade 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 


RELIABLE WATCH repairing for the 
trade since 1921; efficient, dependable ; 
mail service. Standard Watch Service, 
146 Fifth Ave., New York City. 


HIGH GRADE watch repairing for the 
trade at moderate prices; out of town 
accounts solicited; established since 
1913. B. Marinoff, 170 Broadway, New 
York, N. Y. 





CAREFUL, honest, watch repairing for 
the trade, moderate prices; out of town 
orders attended to promptly. I. Kun- 
nel, 2 W. 47th St., New York. Phone 
Bryant 9-5065. 








HIGH CLASS watch repairing for ihe 
trade; guaranteed results that will hold 
your confidence at prices that are mod- 
erate; excellent references furnished ; 
out of town accounts solicited; Holmes 
Protection. Haskel Melnick, 70 Fulton 
St., New York City. 





A-1 WATCHMAKER wishes to take out 
homework from importer, or retail 
store, in New York City; reasonable 
prices; a trial will convince you; for 
further information Address “A., 2092,” 
care Jewelers’ Circular-Keystone. 





GUARANTEED watch repairing for the 
trade; skilled workmanship; testing on 
our Time Micrometer insures quicker 
delivery ; write for prices, or send rial 
package. The Wolf Company, N. W. 
al 8th & Sansom Sts., Philadelphia, 

a. 





SPECIALIZE in making any part for 
plain or complicated fine watches; ma- 
terial for high grade Swiss watches; 
also high grade watch repairing; mem- 
ber of Horological Institute of Amer- 
ica, Washington, D. C., and Horologi- 
cal Society of New York. M. Aschen- 
dorf, 11 John St., New York. 


Special Order Mork and 
Repairs for the Trade. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





JEWELRY AND WATCH repairing; 
since 1914 we have repaired watches 
and jewelry for the trade; all repairs 
finished like new. Hasenjaeger Bros. 
Jewelry Co., 505 Arcade Bidg., St. 
Louis, Mo. 


Miscellaneous. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





ELK TEETH, tiger claws, for jewelry 
emblems; bargains. Taxidermist, 989 
Gates, Brooklyn, N. Y. 





LEARN WATCH repairing by doing it; 
thorough training under expert in- 
structors. For information write Stand- 
ard Watchmakers Institute, 1841 
Broadway, New York City. 





WATCHMAKERS ; increase your ability 
through the highly recommended books ; 
“Rules and Practice for Adjusting 
Watches” and “Practical Balance and 
Hairspring Work” by Walter Kleinlein. 
Your jobber or trade journal. 


To Exchange. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





40’x100’, BRICK, all year around house, 
Rockaway Beach, N. Y.; strictly resi- 
dential, double garage; presently cc- 
cupied; will trade in for diamonds, 
watches or jewelry; for particulars 
write or phone Irving Sacks, 130 Hester 
St., New York City. Walker 5-9265. 





ToWin 
This War- 


BUY 


U. S. 
WAR 
SAVINGS 
BONDS 


If your firm has not al- 
ready installed the Pay- 
Roll War Savings Plan, 
now is the time to do so. 
For full details, plus 
samples. of result-getting 
literature and promo- 
tional helps, write, wire, 
or phone: War Savings 
Staff, Section E, Trea- 
sury Department, 709 
Twelfth Street, NW., 
Washington, D. C. 








BUY WAR BONDS 
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HAVE YOU READ THESE BOOKS? 





Do your customers ever “stump” you 
with a question you can’t answerP At 
business gatherings do you have to step 
aside and let someone else talk and be in 
the limelight because you aren’t equipped 
to tell them? These authoritative and 
interestingly written books will be a great 
help to you on a wide range of subjects 
about your business. 


Look over the titles and see if you don’t 
want to have several of them. Just put a 
circle around the books you want on the 
coupon below, write in your name and 
address, attach your check, and send it to 
We will send them postage prepaid 
anywhere in the United States. The low 
prices of these books make it necessary 
for us to request remittance with the 
order, and no books sent on approval. 





For the Gem Expert, Connoisseur and Student 
of Gemology 


1 GEM STONES (NEW EDITION) 

G. F. Herbert Smith $4.00 
2 DIAMONDS Frank B. Wade $2.00 
3 PRACTICAL GEMMOLOGY obert Webster F.G.A. $2.00 
4 GEMS AND GEM MATERIALS 

Drs. Kraus & Slawson $3.00 
5 GETTING ACQUAINTED WITH MINERALS 

George L. English $2.50 
6 aeateia &; FOR THE AMATEUR LAPIDARY 








. H. Howard . $2.00 

7 PEARLS Y. J. Dakin $1.00 

8 STORY OF THE GEMS UH. P. Whitlock $3.50 

9 TEXT BOOK OF PRECIOUS STONES 

Frank B. Wade $3.00 

10 A KEY TO PRECIOUS STONES LE. J. Spencer $2.75 
11 PRECIOUS and SEMI-PRECIOUS STONES 

Michael Weinstein $3.00 

12 DIAMOND AND GEM STONE’ INDUSTRIAL 

PRODUCTION Paul Grodzinski $3.50 


13 FIRE IN THE EARTH, THE STORY OF THE 
DIAMOND James R. McCarthy $2.50 


For the Skilled Watch and Clock Maker, the 
Apprentice and Student 


14 CLOCKS AND WATCHES 4. L. Overton $1.25 
18 JUNIOR WATCHMAKER 4. Gideon Thisell $3.00 
14 WATCH AND CLOCKMAKERS HANDBOOK, 

DICTIONARY AND GUIDE 
$6.00 








(Newest Edition) F. J. Britten 
17 MODERN METHODS IN HOROLOGY 
Grant Hood $2.50 

18 PRACTICAL BALANCE AND HAIRSPRING 
WORK W. J. Kleinlein $3.50 
19 RULES & PRACTICE FOR ADJUSTING WATCHES 
W. J. Kleinlein $3.50 
20 PRACTICAL BENCHWORK FOR HOROLOGISTS 


Louis and Samuel Levin 


$5.00 
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21 MODERN WATCH REPAIRING & ADJUSTMENT 


Bowman & Borer $2.50 
22 IT’S ABOUT TIME 
Paul M. Chamberlain $7.50 


23 KEYSTONE WATCH REPAIR RECORD wear m 


For the Jewelry Repairer, Engraver, Plater and 
Enameler 


24 JEWELRY REPAIRERS’ HANDBOOK 
J. G. Keplinger $1.25 
25 JEWELRY, GEM CUTTING AND METALCRAFT 
Ww. T. $2.50 


Baxter 
$2.50 





26 JEWELRY AND ENAMELING 6. Pack 
27 JEWELRY MAKING & DESIGN Rose & Cirino $10.00 
28 REFINING PRECIOUS METAL WASTES 


C. M. Hoke $5.00 
29 SHORT COURSE.IN ENGRAVING FOR : 
JEWELERS Villiam Kassel $ .50 
30 ART MONOGRAMS AND LETTERING 
(PAPER COVER) J. M. Bergling $2.00 
31 METALCRAFT AND JEWELRY 
Emil F. Kronquist $2.25 
32 TESTING PRECIOUS METALS WITH THE 
TOUCHSTONE C. M. Hoke $1.00 
33 MODERN ELECTROPLATER 
Kenneth M. Coggeshall $3.00 


On Silver for the Jeweler, Collector and Anti- 





quarian 
34 THE STERLING FLATWARE PATTERN INDEX 
With Binder $15.00 
Without Binder $10.00 


35 MARKS OF EARLY AMERICAN SILVERSMITHS 
WITH NOTES ON SILVER SPOON TYPES AND 
LIST OF NEW YORK SILVERSMITHS 
(1815-1841) By the late Ernest M. Currier 16.50 

$2.50 


36 ENGLISH SILVER (1675-1825) 
Stephen G. C. Ensko and Edward Wenham 
$2.75 


37 OLD SILVER, ENGLISH, AMERICAN AND 
FOREIGN 5S. 8. Wyler 
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Manufacturers’ News 





Marvella Chiffon Pearls 
Making Fashion News 


J. Leonard Cohen, sales manager of 
Weinreich Bros. Co., makers of Marvella 
pearls, announces that an exclusive line 
of Marvella Chiffon pearls is now being 
made available to wholesale distributors 
for the first time. 

Marvella Chiffon pearls are large and 
important looking, yet’ easy to wear 
since they are featherweight and un- 


Marvella Chiffon pearls are both smart 
and important looking 


breakable. This new line of pearls fea- 
tures a self color bead between the 
larger pearl, creating an _ interesting 
effect. 

Marvella Chiffon pearls are available 
in bracelet and earring sets, and in such 
colors as white cloud, pink mist and blue 
haze—also copper and silver tones for 
Fall selling—as well as the standard 
natural pearl shade. 

A huge promotional campaign on these 
pearls has been launched with advertis- 
ing and publicity appearing in such 
magazines as Vogue, Harper’s Bazaar, 
Mademoiselle, Glamour, Esquire, etc. 

Newspaper fashion editors have fea- 
tured Marvella Chiffon pearls in pub- 
lications throughout the country. 

Mats and placards concentrating on 
the “back to college” and “back to 
town” theme are being prepared and will 
be ready for distribution about the mid- 
die of July. 


Kreisler Doing War Work 


In the light of the current campaign 
of the jewelry industry to secure war 
contracts, it is interesting to report that 
a steadily increasing volume of war 
orders is being received at the Jacques 
Kreisler Mfg. Corp., North Bergen, 
N. J. A major part of all facilities in 
this modern, model plant, with its 750 
skilled employees and complete ad- 
vanced equipment, is now devoted to 
war production. Expressing the new 
spirit of the organization, Kreisler em- 
ployees have instituted a payroll allot- 
ment plan of war savings, which is now 
100 per cent in effect. 
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Katz Reports Successful Year 
for Gruen 


Earnings of the Gruen Watch Co. for 
the fiscal year ended March 31, 1942, 
amounted to $899,415 after all charges 
and taxes or $2.04 a share on the 430,- 
767%, shares of outstanding common 
capital stock after provision for divi- 
dends on the outstanding preferred stock 
according to a statement released last 
month by President Benjamin S. Katz. 

In making his annual report to the 
shareholders of the company, Mr. Katz 
stated that sales of the company were 
the greatest in its history, as were the 
net profits before taxes, the latter being 
$422,580.15 in excess of those for the 
year ended March 31, 1941, the previous 
record year. However, the net profit 
after taxes showed a _ decrease of 
$3,986.71 inasmuch as income and excess 
profit taxes for the fiscal year just 
ended amounted to $875,890 as compared 
to $449,323 for the preceding fiscal year. 
In discussing increasing taxes, Mr. Katz 
pointed out that 49.3 per cent of the net 
earnings of the company for the last 
fiscal year were payable for Federal 
and foreign income and excess profit 
taxes as compared to a percentage of 
33.2 per cent for the fiscal year ended 
March 31, 1941, and a percentage of 
only 17.4 per cent for the fiscal year 
ended March 81, 1937. 

Gruen engineers and technicians are 
now engaged in production of tools and 
conversion of a large percentage of the 
company’s facilities for the manufacture 
of electrical indicating measuring instru- 
ments, for use in airplanes, submarines, 
“jeeps,” tanks and signal corps equip- 
ment and the company expects to be in 
actual production of such instruments by 
the early part of August. 

In his report to shareholders, Mr. Katz 
discussed at length the problems facing 
the company in connection with the 
manufacture and importation of move- 
ments and the manufacture of cases, 
pointing out that last vear he had ad- 
vised shareholders that during the World 
War of 1914-1918 the company had been 
successful in importing movements from 
Switzerland with but little interruption 
and that officials of the company hoped 
that the same situation would prevail 
during this war. Mr. Katz said that 
the situation today was not materially 
changed; but the company thus far had 
been successful in continuing importa- 
tion of movements with the loss of only 
some twenty thousand movements 
which were on a Portuguese steamer that 
was sunk last September. These were 
covered by insurance. Because of the 
shortage of critical materials the com- 
pany may be forced to manufacture its 
cases entirely of karat gold, sterling 
silver or other non-essential materials 
during the emergency. Mr. Katz stated 
that he felt the volume of watches manu- 
factured and sold would probably be 
materially decreased as the emergency 
continued and as the company gets more 
and more into war production. 


Mr. Katz stated employees of the com- 
pany had subscribed 100 per cent to the 
purchase of war bonds, that more than 
60 per cent of them had donated blood 


and that many are in the armed forces. 





Aisenstein to Carry on 
Under Own Name 


Following the dissolution of Aisen- 
stein-Woronock & Sons, Inc., Louis 
Aisenstein, connected with that company 
for more than 40 years, and having 
served as its vice-president, has organ- 
ized a new firm, Louis Aisenstein & 
Bros., distributors of watches and dia- 
monds. 

Associated with Mr. Aisenstein are 
his brothers, William Ansen and Kd- 
ward Ansen, who were also connected 


Louis Aisenstein Willian Ansen 


Edward Ansen 


with Aisenstein-Woronock & Sons, Inc, 
for many years, as officers. 

Offices for the company have been 
established in the Rockefeller Center 
building at 630 Fifth Ave. 

The Aisenstein & Woronock business 
was formed as a partnership in 1885 by 
the late Morris Aisenstein and Morris 
Woronock, and, from small beginnings, 
developed into one of the largest whole- 
sale jewelry firms in the industry. By 
mutual agreement, neither of the sever- 
ing parties will use the Aisenstein-Woro- 
nock & Sons, Inc., firm style. 

Louis Aisenstein & Bros. will dis- 
tribute the following lines: Elgin 
watches (in allotted territories), Mido 
Multifort Super-Automatic watches, 
Empire watches, Raleigh watches, Hall- 
mark watches, Keystone watch cases 
(base metal pocket watch cases), and 
diamond jewelry. 


Advertising Agency Changes Name 


Gordon Schonfarber & Associates; 
Inc., is the new corporate name of Lan- 
pher & Schonfarber, advertising agency 
of Providence, with several accounts in 
the jewelry field. Lawrence Lanpher has 
withdrawn to accept a civil service post 
tion. 
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Woronock Forms New Wholesale Firm 


The dissolution of Aisenstein-Woro- 
nock & Sons, Inc., New York diamond 
and watch wholesalers, having been 
effected, the firm of A. Woronock & Son 
has been organized and will occupy the 
same oflice premises as the former, at 
Rockefeller Center, 630 Fifth Ave. 

A. Woronock & Son is headed by Mor- 
ris Woronock, who was one of the found- 
ers of Aisenstein-Woronock & Sons, Inc., 
in 1885. Associated with him are A. 
Woronock and David Woronock. This 
fires will continue its extensive whole- 
saling of diamonds, and will direct the 
operations of its subsidiary, Jules Jur- 
gensen Corporation, in the distribution 
of Jules Jurgensen watches. Other lines 
will be added, and these will be an- 
nounced in the near future. 

This firm is now actively engaged in 
its business operations, and extends a 
warm invitation to the trade to visit 
their offices when next in New York. 





Flexible Balance Wheel 
Makes Wyler Watch Shockproof 


“The only watch with a flexible bal- 
ance wheel.” This slogal has elicited 
numerous inquiries regarding the unique 
features of the Wyler Incaflex. To sat- 
isfy the curiosity and interest of jewelers 
and watchmakers, Mr. Paul Wyler, of 
the Wyler Watch Agency of New York, 
offers the following explanation: 

The balance wheel in a conventional 
watch consists of the rim connected to 
a staff by rigid arms. In the patented 
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Details of the flexible balance wheel used 
in Wyler watches 


Wyler Incaflex, flexible spiral arms that 
“give” are used between the staff and 
the rim (see illustration). As an added 
safeguard the entire balance wheel is set 
into a patented Wyler limitation ring 
which protects it and acts as a shock 
absorber. As a result of this unusual 
Incaflex construction, the balance wheel 
is confined in a safety cage consisting 
of the balance wheel bridge, the move- 
ment plate and the limitation ring. 

These exclusive patented features 
which eliminate strain on the pivot, staff 
and movement during shock plus the 
fact that only the finest materials are 
used in the manufacture of the Wyler 
Incaflex make it a watch that can really 
take it. 

Because the Wyler Incaflex is prac- 
tically impervious to shocks, the Wyler 
Watch Agency recommends it especially 
for active men in business, the profes- 
sions and sports. 





Oneida Community has announced 
that 251 employes are now serving in 
the armed services of the United 
States. A complete list of the men will 
be found on the rear cover of this issue. 
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Prince Gardner Launches 
Its Largest Advertising Program 


Announcing that sweeping nation- 
wide Military and Back-to-School pro- 
motions would launch the biggest ad- 
vertising campaign ever undertaken by 
Prince Gardner, Hall W. Whiteaker, 
general sales manager of Prince Gard- 
ner, St. Louis, gave the “keynote” ad- 
dress of the annual sales meeting of 
Prince Gardner at the Chase Hotel, St. 
Louis, April 25 and 26. 

“Three vital changes in our nation’s 
purchasing powers explain why we are 
facing the brightest fall and holiday sea- 
sons in our history—and why we are 
releasing this great advertising pro- 
gram,” explained Mr. Whiteaker. These 


Hall W. Whiteaker, 
Sales Manager, 
Prince Gardner 





changes, he stated, are the facts that 
priorities have eliminated scores of other 
customary gift items, giving leather 
primary ranking; that gifts for service- 
men, with 4,000,000 expected to be’ in- 
ducted by fall, open a _ tremendous 
market; and that war production has 
given the public greatly ‘increased buy- 
ing power. “Leather,” continued Mr. 
Whiteaker, “is not only available—it is 
convertible into practical, essential 
items prized by servicemen and civilians 
alike. We are confident that future 
sales will more than justify this ex- 
panded promotional program.” 

The new advertising campaign, 
planned on a national scale with a 
battery of dealer helps to aid the 
dealer in tying in locally, includes space 
in leading class magazines, Sunday 
newspapers and trade papers, with gen- 
erous use of color and rotogravure. 

Three Prince Gardner billfold items 
which have proved especially successful 
will be featured. These are the Reg- 
istrar, the Classifier and the new 
Princess Gardner Registrar, a billfold 
for women. 

The last item has had so impressive 
a sales record to date, that Prince 
Gardner is initiating a special promo- 
tion for it through which it is expected 
to open up a new and productive field 
for leather accessories in related color 
combinations. This will be followed 
up by heavy advertising on other 
women’s items. 

To give retailers the full benefit of 
the national advertising, Prince Gard- 
ner has prepared a series of dealer 
helps, including new ad mats, to be run 
over the store name in local news- 
papers; inserts for enclosure with state- 
ments or mailings; window and counter 
display cards; window streamers; win- 
dow and counter displays, and supple- 
mentary materials. Three separate pro- 
motions—Back-to-School, Military Ser- 
vice and Holiday—will be released, each 
containing its own battery of the above 
dealer helps. 

Each salesman was supplied with a 
portfolio, containing the complete ad- 











vertising and merchandising material 
so as to give dealers a complete picture 
of the program, and the men are now 
taking the new Prince Gardner story 
to all points of the United States. 





Longines "Olympics" 
Time West Coast Relays 





All official timers at the 16th Annual 
West Coast Relays held May 16 at 
Fresno, Calif., used Longines Olympic 
Timers. 

These large size 1/10 second timing 
watches have proven themselves so accu- 
rate that in many races four watches 
show no difference whatsoever, and the 
occasional difference of a tenth of a 
second can be accounted for by the hu- 
man element. They have been used at 
many of the principal track meets this 
year, including the A.A.U. American 
Championship at Randall’s Island on 
June 19 and 20 for the benefit of the 
Army Emergency Relief. 





Designer Sol Kaufman 
Resumes Independent Practice 


Sol P. Kaufman, well known creator 
of original jewelry designs, announces 
that he has disposed of his financial in- 
terest in the Kaye Jordan Co., Provi- 
dence, R. I., where he was in charge of 
the design department, and has severed 
his connection with that concern. Effec- 
tive July 1, he is reopening his own 
office to carry on the work in which he 
was engaged prior to the formation of 
the Kaye Jordan Co., namely, the de- 
signing of original pieces for clients in 
the jewelry manufacturing field. Exam- 
ples of Mr. Kaufman’s work are pub- 
lished each month in Jewerers’ CrrcuLAR- 
Keystone. Mr. Kaufman will be located 
at 562 Fifth Ave., New York. 





Donald Nelson's Home Town 
Gives Him a Hamilton Watch 


Hamilton again made the headlines as 
a presentation gift when the citizens of 
Hannibal, Mo., gave a Hamilton 19- 
jewel strap watch to their favorite son, 
Donald Nelson, when he revisited his old 
home town on June 10, after an absence 
of 36 years. Hamilton was selected ap- 
propriately as an American watch made 
by a company which was contributing 
heavily to America’s war production 
program. 

The famous WPB chief greeted many 
of his old friends including members of 
his high school baseball team—and was 
taken on a tour of inspection of Hanni- 
bal’s war industries. Speaking before 
a huge civic rally and banquet at which 
the watch presentation was made, he re- 
ported that America’s production battle 
was over the hump and victory on the 
way, although “we still have a long way 
to go.” 
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New Bulova Factory 


To Aid War Effort 


Architect's drawing of the new Bulova 
factory in Providence 


A highly modern factory has just 
been completed by the Bulova Watch 
Co., Providence, R. I., for the manufac- 
ture of watch materials and. the pro- 
duction of precision war supplies for 
Uncle Sam’s armed forces. 

Occupying over 40,000 square feet, the 
plant is equipped with the newest scien- 
tific instruments, machines and methods 
of manufacture. A unique feature is a 
new especially designed system for the 
recovery of precious metals. 

Ideal working conditions have been 
provided, including the latest designs in 
fluorescent lighting fixtures to ensure 
perfect “day” lighting in every part of 
the factory, complete air-conditioning, 
with special equipment for filtering dust 
and air, and pleasant recreational and 
lunch room facilities for employes. 


International Silver 
Elects Three New Directors 


Three new members have been elected 
to the board of directors of The Inter- 
national Silver Co.—George L. Stringer, 
Lee F. Revere and James J. Rogers. 

Mr. Stringer is controller and assist- 
ant treasurer of the company. 

Born in Providence, Mr. Stringer 
graduated from Northeastern University 
and was later in charge of the account- 
ing department of Gorham Mfg. Co. in 


George L. Stringer 


Lee F. Revere James J. Rogers 
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Providence. He came to International 
Silver Co. in 1933, was appointed mana- 
ger of the credit department in 1935, 
and to his present position in 1939. 

Mr. Revere is manager of Factories 
“L” and “M” and has been with the com- 
pany for twenty-seven years. He started 
at Factory “P” shaping and stamping, 
and after serving in the Navy returned 
to the same plant and later became fore- 
man of the making room. From 1925 to 
1928 he was foreman of the ragwheel de- 
partment at “H-K,” going to “M” in 
1935 as superintendent. In 1935 he be- 
came manager of Factory “M” and in 
1938 manager of “L.” 

Mr. Rogers, who is manager of Fac- 
tories “D” and “F,”’ and has been with 
the company since 1925 when he became 
manager of “H-K.” He started to work 
in R. Wallace’s as an errand boy. 

He was production manager of the 
Connecticut Telephone Co., and before 
coming to International was manager of 
the Shelton Cutlery Co. Just before 
Factory “G” was closed in 1938 because 
of the hurricane, Mr. Rogers had been 
made manager of that plant. 





Dolph Camilli Wins Longines 
As Most Valuable N. L. Player 


On May 25, Dolph Camilli, of the 
Brooklyn Dodgers, was awarded a 
handsome Longines pocket watch for 
being elected the most valuable player 
in the National League. 

Each year the sports writers of the 
leading newspapers’ throughout _ the 
country cast their votes for the “most 
valuable player” in the big leagues. The 
Sporting News presented to the winner 
in each league a Longines watch. 





Well Equipped School Gives Thorough 
Training in Watch and Jewelry Repairing 





Shop practice classroom of the Western Pennsylvania Horological Institute, 
House Building, Pittsburgh, Pa. 


With the present acute and growing 
shortage of competent watchmakers and 
of new watches, the proper. training of 
more men and women to carry on the 
vital task of keeping the country’s time- 
pieces running has become a matter of 
primary importance to both the jewelry 
industry and the public. 

The high grade schools of horology 
who do a real job of such training today 
are not merely conducting a commer- 
cial enterprise but are performing a 
public service, and deserve the appre- 
ciation and support of the industry. 
Such a one, which has come rapidly to 
the fore is the Western Pennsylvania 
Horological Institute founded in 1936 
by William O. Smith, who has continued 
as director of the school. 

The Institute occupies over 4000 
square feet in the House Bldg., Pitts- 
burgh, where with complete modern 





equipment courses are given in watch- 
making, engraving, jewelry repairing and 
diamond setting. It is the largest school 
of its kind in Western Pennsylvania. 

To insure thorough training, every stu- 
dent is required to take an 18-month 
course of instruction, Mr. Smith being 
firmly convinced that it is not possible 
for a pupil to acquire the proper ground- 
work in less time. The correctness of 
this belief seems attested by the demand 
for his graduates, the school having the 
enviable record of 100 per cent job 
placement for every graduate since its 
founding. 

To make it possible for students of 
limited resources to continue with their 
studies for 18 months, classes are held 
in the evenings as well as during the 
day, so that a boy may hold down a job 
to pay his expenses while carrying on 
with his courses. 
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A CHALLENGE 


“DEFER FOR THE duration all meetings and conven- 
tions that are not closely related to the war effort,” asks 
Joseph B. Eastman, Director of Defense Transporta- 
tion, in a bulletin dated June 19, which points out the 
enormous demands of the war upon the country’s trans- 
portation facilities, and the consequent necessity of 
reserving them for essential purposes during the 
emergency. 

Presumably Mr. Eastman was thinking chiefly of 
those conventions whose character is almost entirely 
social and whose principal attraction is three or four 
days of fun for the people in attendance. Certainly no 
patriotic American can object to putting aside that kind 
of gathering for the duration if doing so will help to 
clear the tracks for war. 

The convention of a serious trade association should 
be in a different category. Whether it is or not, depends 
upon two things—the programs provided for the ses- 
sions, and the attitude of the people who attend. If the 
speeches and discussions fail to provide practical in- 
formation and ideas, or if the people who come to the 
convention look upon it as merely an excuse to be visit- 
ing firemen for a few days, and stay away in droves 
from the business sessions, that convention has no more 
excuse for existence in times like these than a conclave 
of chowder and marching clubs. If the program is help- 
ful and informative on current business problems, and 
the members get down to business, then it has a proper 
place in war time as well as any other time. 

The meetings of the jewelry wholesalers last month, 
and of the U.H.A.A. in May were fine examples of the 
latter type, but-we’ve also sat through jewelry conven- 
tions at which, although several hundred were’ regis- 
tered, there were never more than a handful in a 
meeting. 

If people want to spend their money that way in 
ordinary times, it’s their own lookout, but no convention 
run on that basis can justify itself today. If jewelers 
want their meetings to be classed among those that can 
properly be held under present conditions, officers and 
members alike must accept the challenge to prove their 
worthiness both by the character of the program and by 
the attention given to them at the coming conventions. 


LOOK AHEAD! 


THE FOLLOWING letter from the Educational Com- 
mittee of the H.I.A. is so excellent a presentation of a 
matter of such vital present-day importance to jewelers, 
and expreses so well the views of the editor that we are 
publishing it on this page as an editorial. 

“The Educational Committee of The Horological In- 
stitute of America is concerned about the growing 
shortage of watchmakers, and believes its duty is to 
suggest to jewelers and repair shop proprietors, some- 
thing they can do toward helping themselves out of the 
difficulties caused by so many watchmakers leaving the 
trade to go into war work or military service. 
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“The acuteness of the shortage is indicated by the 
fact that the horological schools have nearly 20 offers 
of employment for every student about to be graduated. 

“The watch department is the heart of most jewelry 
stores; good repair service is an essential in selling 
watches; and the repair department on its own account 
becomes more important as new merchandise to sell 
becomes less plentiful. Now is the time to get enough 
beginners into training as watchmakers to prevent 
repair-service being crippled beyond hope a year or so 
from now. 

“So we urge jewelers to look around now to find 
some young man not eligible for military service; tell 
him of the vocational advantages to be gained by learn- 
ing watchwork; then send his name to one or more of the 
horological schools. This cooperation between jewelers 
and horological schools, if immediately and energetically 
effected, will certainly reduce the number of empty 
benches, and help the repair business keep going as a 
necessity for the survival of our trade.” 


NEW GUNS FOR OLD WATCHES 


Gor any op watches? If you have, and if any of 
them are the old fashioned pocket variety in nickel or 
nickel-silver cases, you can render a very useful bit of 
help toward winning the war. 

Nickel, as you know, is one of the critically scarce 
metals that are urgently needed for the manufacture of 
war materials, and there’s a surprisingly large amount 
of nickel in those old 16 and 18 size cases. Consequently, 
the Industrial Salvage Section of the War Production 
Board has asked us to ask jewelers to search their 
stores for any old watches or cases of this sort that may 
be lying around, and turn them in, so that their nickel 
content, which is so precious today, may be recovered 
and put to use. 

You may have only one or two, but don’t think that’s 


too little to bother with. A little bit here and a little. 


bit there runs to decidedly worth while totals when 
there are a lot of those “little bits.” 

Uncle Sam is not asking you to give them to him. Of 
course if you wish, you may donate them to your local 
scrap collection drive, making sure that they are cor- 
rectly marked or sorted as nickel. But it will serve the 
war effort equaly well if you sell them to a regular 
dealer in metal scrap. By either process they’ll find 
their way back into the production line as vitally needed 
metal—and that’s the thing that counts. 

Will you help? Will you look today and see if you 
haven’t at least one or two? And then will you turn 
them in right away and tell us you have done so? 


ne Ve GE 


Editor 
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AccuRI, JOSEPH P. 
ACKERMAN, PHILIP W. 
ACKLEY, FRep F, 
ADLE, DONALD 

AGAN, JOSEPH M. 
ALLEN, G. FREMONT 
ALLEN, JAMES B. 
Amo, LEo W. 
ANDREWS, Howarp S. 
ARNO, RICHARD E. 
AUSTIN, FREDERICK K. 
BAKER, JOHN S., JR. 


BALDANZA, BENJAMIN R., JR. 


BALDANZA, LOUIS 
BALKE, JOSEPH K. 
BARTHOLOMA, ELMER L. 
BARTLETT, ARCHIE F. 
BEDFORD; DONALD J. 
BERICAL, DONALD F. 
Besic, FRANCIS A. 
BicGar, CECcIL F. 
Biss, JOSEPH H. 
BOLTON, CARLTON M. 
BorTLe, WALTER H. 
BorTLE, WILLIAM E. 
BowMan, LERoy V. 
BowMAN, WILLIAM E., Jr. 
‘BROWNELL, THOMAS L. 
BROWNELL, WILLIAM F. 
BURNHAM, CHESTER W., JR. 
Burt, GEORGE T. 
Buss, RoBERT W. 
CAMPANIE, FRED A. 
CAMPBELL, LYMAN C. 
CARINCI, WILLIAM J. 
CASE, FRANCIS 
CASELLA, JOHN P. 
CATCHING, RICHARD O. 
CHANDLER, ROBERT H. 
CHARITON, WILLIAM 
Cook, JACK D. 
COPELAND, CHARLES L., JR. 
CovELL, KENNETH W. 
Cowan, THOMAS W., JR. 
CRAGIN, ALAN B. 
Crain, Hosart H. 
CRAGIN, J. BENJAMIN 
CREASER, FORREST R. 
CrosBy, MANFoRD E., Jr. 
Cross, WALTER H. 
CULBERTSON, WALTER A. 
Curtis, CLARENCE B. 
DACcEY, FRANK D. 
DalILey, DARRELL C. 
DEDELL, RICHARD C. 
DEVEREESE, TEDDY E. 
DIABLE, THEODORE A. 
Dick, HERBERT J. 
Dick, RoBErT M. 
D1 Lari, ALFRED J. 
D1 Lari, ANTHONY J. 
DUCHENE, FRANK J. 
DuNN, WALTER H. 


THE MAKERS OF 


COMMUNITY 


ARE PROUD TO ANNOUNCE THESE MEN ALREADY 
IN THE ARMED SERVICES OF THE UNITED STATES 


DUuTCHER, E. FRANCIS 
EARL, WILBER N. 

Eppy, C. WESLEY 
EDSON, GARCIA W. 
ENNIS, ALFRED W. 
FARRELLY, GLENN F. 
FINEN, JOHN E. 

FISHER, TRACY V. 
FitcH, MILEs D. 

Focc, GEORGE A. 

Focc, Roy M. 

FRENCH, ROBERT S. 
GAHR, ELLSWORTH O. 
GALAVOTTI, ARMANDO A. 
GAMBETTA, SAMUEL 
GAMBITTA, ALFRED 
GIFFORD, CHARLES E. 
GIFFORD, GEORGE H. 
GLASGOW, JOHN T. 
GOODELL, ANDREW W. 
GoopENoW, DONALD O. 
GOULETTE, JOSEPH R. 
GRADWELL, BURGESS 
GRADWELL, GEORGE 
GREGORY, WM. S. 
GRIESMYER, BERTRAM J. 
GRIFFIN, ROBERT M. 
HAIGHT, Harry T. 
HAMMERLE, GEORGE W. 
HANSEN, WILLIAM L. 
Harp, WILLIAM HARRY 
HARRIG, ALFRED W. 
HARRINGTON, DONALD C. 
Harris, HERSEE P., JR. 
HARUCH, JOHN 
HAWLEY, JACK H. 
HENDERSON, FELIX W. 
HENRY, Roy 

HERZOG, C. FREDERICK 
HEss, FRANK H. 

Hess, LESLIE M. 
HoskKirK, WILLIAM A. 


HOLLINGSWORTH, LERoy S. 


HoRNBY, JOSEPH R. 
HoRNYAK, PETER, JR. 
HoyT, RoBErT J. 
HUGUNINE, STANLEY 
Hype, WILLARD E. 
INGERSOLL, ROBERT H. 
JACKSON, EpGar S. 
JAMES, GERALD L. 
JAMES, JULES M. 
JENNINGS, JAMES E. 
JoBEs, GLEN R. 
JOHNS, MarTIN P. 
JOHNSON, EDWARD C. 
JOHNSON, RICHARD G. 
JoneEs, J. ELLIOTT 
Jones, HAROLD R. 
JONES, JOHN L. 
KAIER, WILLIAM E. 
KELSEN, GEORGE E. 
KIMPTON, JOSEPH G. 


KINCAID, GLENN S. 
KINSLEY, Myron H. 
KarK, GEORGE L. 

LAMB; KARL W. 

LARCA, JOE 

LAuRIN, LLoyp J. 
LippycoarT, Rosert H. 
LINDROTH, LEo A. 
Loomis, JON R. 

Lutz, Wo. O. 
MACARTHUR, THEODORE F. 
MACLAUGHLIN, STUART B. 
Marura, Petre P. 
MALONEY, VICTOR M. 
MAMMONE, FRANK P. 
MAMMONE, JOSEPH A. 
MANASERI, BENNIE 


~ Mayer, Aucust F. 


McILLVENNA, JOHN 


McLAUGHLIN, FREDERICK D. 


MERRELL, FRANK N. 
MESLE, Douc tas L. 
MESLE, RICHARD L. 
MEYERS, BuRRELL J. 
MILLER, DONALD 
MILLER, Louis 
MONROE, CHARLES W. 
Mott, LEONARD A. 
MULLEN, MaRrTIN F. 
MULLER, HENRY, JR. 
MurpnHy, Roserr H. 
Murray, CECIL G. 
NEAR, JAMES A. 
NEWCOMB, THOMAS F. 
NEWKERK, EpDGaR C., JR. 
NEWTON, Howarp F. 
NOLAN, F. Eary 
NortTH, RUSSELL A. 
Noto, NATHAN J., JR. 
Noyes, ALBERT K. 
Noyes, CHARLES H. 
Nuzzo, JOuUN 

OLIN; RAYMOND C. 
OLIN, RoBERT J. 
OstER, JAMES D. 
PARKHURST, Howarp C. 
Parks, M. Morris 
PATRICK, DONALD F. 


“PAWLICKI, HERMAN 


PEACOCK, RICHARD T. 
PHELAN, JOHN F., JR. 
PINDAR, ROBERT S., JR. 
RAMSDALE, WESLEY A. 
REBRES, JOHN R. 
REGAN, LELAND E. 
RENWICK, GEORGE A. 
RISHEL, MAURICE O. 
ROBISON, JOSEPH O. 
ROSSELLO, PHILIP J. 
RUMBLE, MELVIN C. 
SALISBURY, ELMER W. 
SALISBURY, WILLIAM B. 
SATTERLEE, W. SANFORD 


SCHMIDT, ARTHUR L. 
SCHMIDTKA, NELSON C. 
SELLERS, JOHN R. 
SFORZO, AIOLEY J. 
SHAVER, DONALD W. 
SHEA, CLAIR B. 
SHEPHERD, RALPH J. 
SHORT, GEORGE E. 
SHORT, NORMAN R. 
SIMMONS, DONALD G. 
SMOLENSKI, WALTER G. 
SMOYER, THOMAS R. 
SNYDER, VERNON C. 
STEBBINS, ROBERT P. 
STEFUCZA, PAUL J. 
STEWART, ROBERT E. 
STIRLING, DAVID, JR. 
SUITS, MERTON H. 
TABER, Davin P. 
TANNER, FRANK A. 
TENELLO, PAUL N. 
THOMAS, THOMAS C, 
THURSTON, Davin H. 
TopDARO, MICHAEL 
TOOKE, LOREINE W. 
TOMARCHIO, MIKE J, 
TouseE, REXFORD B. 
TOuUSLEY, HERBERT F. 
TOWNSEND, IRA R. 
TRACY, ALLEN C. 
TUDMAN, KENNETH G. 
TURNER, WM. JEFF 
VAN ARNAM, HERBERT F. 
VAN AUKEN, Harry H. 
VAN NOSTRAND, RICHARD N. 
VANDERLAN, HAROLD R. 
VAN WIE, ROBERT M. 
VELING, Louls H. 
VOSTEEN, LESTER 
WAGNER, FRANK 
WALDRON, ARTHUR E. 
WALLACE, NEWELL G. 
WASHBURN, THEODORE 
WATSON, CHARLES V. 
WATSON, JAMES E, 
WEEKS, STANLEY M. 
WEIMER, DELBERT A. 
WHITMEYER, CLARENCE E., JR. 
WILLIAMS, HaAROLp J. 
WINN, GEORGE W. 
WINN, HERBERT J. 
WINTERTON, STEWART G. 
WITCHLEY, Percy R. 
WOLVERTON, CHARLES 
XEDEIS, MILTON A. 
YACKEL, FREDERICK F. 
YADDAW, WAYNE J. - 
YAGER, CLARENCE M. 
YEMAN, HuGH J. 
ZAROD, FELIX J. 
ZOPHY, FRANKLIN G. 
ZOPHY, JAMES A. 


They also serve... In addition to these men in the Armed Forces, Community also serye§ America 
in its factories where products to aid the war effort are being manufactured 24 hours a dag 
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